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DISENGAGING SWIVEL 


To supply lubrication before the engine or ma- 
chine is started, which in some cases is desirable, 
the Detroit Model JTS Force Feed Oiler is 
equipped with a disengaging swivel. By grasping 
this swivel and pressing the latch it is disengaged 
from the driving pin. Then the drive arm is op- 
erated by hand as the hand crank would be, to 
pump an initial supply of oil. 


This important feature, together with twelve 
other distinctive characteristics are fully ex- 
plained in our Bulletin No. 100. Write for a copy. 





DETROIT [UBRICATOR (OMPANY. 
DETROIT, U. S. A. 























HE Columbian Line of Vises includesa In Columbian Vises are embodied ex- 
vise for every purpose in a full range clusive, pattented features not to be had in 
of sizes. Distributors of the Columbian any other vises. Columbian Vises enjoy a 


Line are able to meet every vise demand wide sale among mechanics who know good 
from the trade. tools. 


THE COLUMBIAN VISE & MFG. CO. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHIO 


COMMBIAN VISES 


Trade Mark Reg. U. S. Pat. Off. 





When writing to Advertisers please mention Mitt Suppttes. 
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Our Record 


Co-operation was the keynote of the big triple convention on 
S. S. Noronic. The industry needs more than ever before, a 
closer bond of service between manufacturer and dealer. 


Co-operation with our jobbers is the cornerstone upon which 
we have built our success. This policy makes Capital REDCAP 
Brooms and Brushes easier to sell. Their quality brings repeat 
business. The result is that today more CAPITAL REDCAP 
Brooms and Brushes are sold than any other make. If your 
broom and brush sales are not what you want them, write us. 


Let us tell you how our co-operation will build up these sales 
into one of your biggest money-makers. 


The Indianapolis Brush & Broom Mfg. Company 


126 N. Brush Street Indianapolis, Indiana 









For All ‘ined and Trade! Uses 








Chicago—707 W. Van Buren St. 
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“SUPERIOR” 





OP Quality and Service 

acnhine olts 

ay Bolts Specials a a 
Pl It rT; . 

aus Bolts. Everyone can DEPEND on “Superior” products. Sink Bolts 

Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 


Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 


Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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WALWORTH 200 LB. BRONZE VALVE 


ITH a seat and disc which can 


be easily removed for renewal 





—and all other working parts renew- 
able, if necessary—this valve is prac- 
tically indestructible in the severe 
service for which it is designed and 
recommended. 


In actual service the Walworth re- 
grinding Excelsior Valve has proved 


itself unusually dependable and long- 
lived. 





We Meant What We Said 


j |. The Kelly and Jones Co. consolidation 
with Walworth a year ago was an- 
nounced in an advertisement headed 
“Not Size, but Service.” In this we 
pointed out that Walworth was chiefly 
interested in adding a large and stra- 
tegically located manufacturing plant 
which would give better service to our 
distributors and that the Walworth 
policy of distribution through jobbers 
and mill supply houses would not be 


changed. The recent closing of the 
Walworth Kelly and Jones branch 























4 offices in Pittsburgh and the sale of 
+ Walworth Cincinnati Branch are tan- 





ise 


remnant ee 
REGRINDING af 3 et 
RENEW ABLE 


Designed in sizes ranging from '% to 4 
ins. both screwed and flanged 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 





Plants at Boston, Mass. ; Kewanee, IIl.; Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


When writing to Advertisers please mention Mitt Supp irs. 
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NOW ; 
The “Toledo” No. 1000M Pipe Machine 
Sells at $325.00 


(West of Rockies $341.25) F.O.B., Toledo, O. 


Due to improved manufacturing facilities and increased production, we have 
been able to produce new costs which enable us to make a very material reduction 
in the selling price of this machine. 


The “TOLEDO” No. 1000M has already been recognized by owners as “the 
finest production 1” to 2” pipe machine on the market”, and at this new price, 
it now more than ever, dominates the field. 


Drop us a line and let us show you how we will help to cash in on the busi- 
ness that awaits you. 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 
NEW YORK OFFICE, 72 LAFAYETTE ST. 








JUST TIP THE ARMS 

TO INSTANTLY CHANGE 
FROM CUTTING OR 
THREADING. EASY, 
SIMPLE, POSITIVE. 

















Here is the Bond Ajax Steel Caster, a 
new type offering radical improvements 
in strength and efficiency. This Caster 
has a real story for the Mill Supply 
Dealer. Ask us for the facts. 





a8 3 S ARES 


BOND FOUNDRY & MACHINE COMPANY 
Manheim, Lancaster County, Pa. 


Philadelphia Office, 617 Arch Street New York Office, 256 Broadway 
Chicago Office, 39 South Clinton Street 





When writing to Advertisers please mention MILt SUPPLIES 
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The SKF Steel Mills 
In the “Land of the Mid-night Sun” 


UST like a “‘long-shot” in the movies which onymous with that used in the finest razors, 
opens intoa beautiful vista of strong contrast 


surgical and precision instruments. 
is this scene in the “‘Land of Mid-night Sun” 


peat Throughout the many operations and _ proc- 
where =[<F steel mills are busily turning out 8 iJ ae age 
. ' esses before an {°° Bearing is ready for 
the charcoal steel which later becomes an in- ; € 7 
pote stn ; service the eagle eyes of veteran specialists 
tegral part of | > Ball and Roller Bearings c ; ean 
' are constantly alert toward the end that “Sc5 
known the world over. see ae : 
rigid standards will be maintained. This super- 
Here it is that veteran artificers have made vision plus the control of its own raw prod- 


a lifework of producing steel which in quality ucts, factories, research laboratories and factory 
is second to none throughout the universe. offices throughout the world makes certain that 
The kind of steel which to most minds is syn- ‘SSF puts the right bearing in the right place.” 


SKF INDUSTRIES, INCORPORATED, 40 East 34th St., New York City 


FOR NEAREST DISTRIBUTOR SEE THOMAS REGISTER 


1342 






— 


Ore than 100 Factory Offices Throughout the World 


ae 





_ Puts the 
Right Bearin 


* ay! 
Ball ait. oe 


Right Place Roller 


Bearings Bearings 


When writing to Advertisers please mention Miri Supptirs. 





August, 1927 

















im AWeg 4 
; Fe . 
} } ani « ‘ Brg a 
. .~ A i, “ i \ yy y 
~ 4 * Woo se BS 4 
y2 ra } 4 es r34 ih MG 
: eg 1] : he . 3 4 Cie 1( 
i! rr ) e F nee “9 A 
‘| » {i 4 Yale Ball-bearing srt K t Yale Differential " pif 
. Wy y sg - y 
y ad +4 i Spur-geared Kt 4 . Chain Block ¢ i 
y Us Chain Block ay fo th th ft 
“ oye, | 4 a? ‘4 f did 
7 i} 4) " Ea = e Of ba if % e) 
4 r rt it Ally Y hy ss} af i 
be le. On an can r & : p be \* 
4 rink! 1 ’ ® h fy =i" 
Tf is) : oar . 3 ’ * ¥ bodies strength and | i PL 
4 ty Fy x . Ns y ¥ irit and is the ws ui4 
4 me A se - asiest operate f 4 \f ie | 
¢ y « % x | . ferential block on the x4 Whe 
i el 4 ea marke ¥ ‘ eh 
) bh Os 
Y * { iP Mr ty 
« Wy , , ‘se « “is 4 
, ¥ \ F Fy 
4 Og dR f pats Vay 
F } a h Au *, 
x , a Ay 
4 9 if : a af 
\ ‘ ime i’ 
: Pe } J y 
+ & EW 4 
N % \¢ » 9 . be 
| are 1 
\ a 5 Yale Screw-ygeared a 
\ t Chain Block si 
a) For portable use. : 
; Light, powerful,takes 4 
ip less head room. A 











pull of 87 lbs. on 
hand chain lifts a 1 
ton load. 


YALE makes CHAIN BLOCKS 


for every purpose and capacity 


The selection of the proper chain block for its specific uses in specific situations and pur- 
your purpose should not be an occasion for poses. Each is a masterpiece in design and 
off-hand judgment or too-quick decision. Ge ‘onstruction for that purpose. 


the facts. Every sales representative handling Yale 


Yale makes three general types of Chain Chain Blocks is anxious to give the benefit of 
Block—Spur-geared, Screw-geared, and Dif- his experience in determining first what type 
ferential. They are alike only in being up to of Chain Block is correct for you. Price or 
Yale’s high standards of quality. Each has immediate profit to him is secondary. 


Ask the Yale representative who calls on you, or write direct 


for folder describing all Yale Chain Blocks in detail. 


The Yale & Towne Manufacturing Co., Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ontario 





YALE MARKED IS YALE MADE 


Hoisting *~ Conveying Systems 

















Belt Slippage 
Is Absolutely 


Unnecessary 


HE power is in the belt, but do the 

pulleys get it out? Do they trans- 
mit all the power, or do they slip and 
waste it? Belt slippage is costly—and 
yet, it can be prevented so easily. Good 
wood pulleys reduce belt slippage to 
the minimum. 


Reeves Wood Split Pulleys GRIP the 
belt—they cannot slip like cast iron or 


steel. They are stronger, lighter, run 
truer, and they keep eve rlasting on the 
job. They cost less to buy and to run 


; 
—/\nd they make a kelt transmit more 


power. 

REEVES Wood Split Pulleys have 
been real money-makers for distribu- 
tors since 1887. They are big sellers 
because they are big performers. A 
wire will bring you full information on 


territories and discounts. Send it 


day! 


to- 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana. 


REEVES 


Wood Split Pulley 
Oi a 
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Accurate! 


In order that Mason accur- 
acy may always be taken for 
granted, tests more severe 
than any imposed in actual 
service are given each regu- 
lator before it leaves the fac- 
tory. The quality of materials 
is carefully guarded and the 
standards of workmanship 


are rigidly maintained. 


There’s a Mason Regulator 


for every service, backed by 





over 43 years of specialized 
experience in pressure con- 


trol engineering. 


Have you a copy of Mason 
Catalog No. 62? 





MASON REGULATOR CO. 


Boston. Mass. 1090 











When writing to Advertiser 


please mention MILL Surprirs 
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Wood’s Power 


Transmission 
Machinery 
ILL Supply Dealers as well as their cus- oe 
tomers, appreciate the permanent stay- Couplings 
ing qualities of Wood's Cast Iron Hangers. Rope Drives 
Once correctly installed, Wood’s Universal Friction Clutches 
Giant Hangers never require the service and —— 


Pillow Blocks 
Belt Contactors 
Spee | Reducers 
Conveyors 

Ball Bearings 

Ho rite for Descriptive 
Catalog 


adjustments of ordinary hangers. 


For Wood's Hangers, with their distinctive cast 
iron construction, their reinforced webbed de- 
sign and their wide spread feet allcombinetogive 
a rigidity unequalled by any other type hanger. 


One of the reasons why Wood's Cast Iron Hang- 
ers have been a ‘‘best seller’’ for over 70 years. 


T. B. WOOD’S SONS COMPANY 




















Peres Chambersburg, Penna. 
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WOOD'S POWER 
TRANSMISSION ZHachinery 
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New Badger 
No. 5 


Car Mover Made 


Tools Your 
Customers Want 


There is a large demand for New Badger 
products because they are better than 
other makes. Your customers are quick 
to realize the many advantages of the 
New Badger Car Mover and the Advance 
Safety Car Wrench. 


The New Badger Car Mover develops as 
much power as is possible in a hand tool 
of this kind, is light and well balanced 
and will move the heaviest cars with 
ease. 

The Advance Safety Car Wrench will 
fit the taps on any hopper bottom cars. 
Just simply toss it on, pull it tight, re- 
lease the pawl and give the handle a 
jerk and the tap will spin freely. It 
cannot injure the operator. 


Write to us for further 
details and prices 


The Advance Car Mover Co. 
Appleton, Wis. 


There Is No Better 
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When You Buy 
Steam Traps 


RY purchasing a steam trap 

this way. Forget about the 
appearance, size, weight, design 
and materials from which traps 
are made. These are not decid- 
ing factors in buying steam 
traps. 

Look up its reputation! Find 
out whether it has a record for 
giving years of uninterrupted, 
economical and reliable service. 
Base your decision on past and 
present performance. 


Anderson Steam Specialties 
have been proving their merits 
for thirty years. Their service 
is a standard for other traps to 
measure up to. That's why ex- 
perienced engineers always favor 
an Anderson steam trap. 

The Model “F” shown here 
is a moderately priced trap for 
hot blast coils and other low 
pressure heating apparatus. This 
is just one of the quality traps 
bearing the Anderson name. 
Let us send you complete infor- 
mation and catalog on the 
Anderson Line. 


The V. D. Anderson Co. 
1944 West 96th St. 
Cleveland Ohio 
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Branch Offices 
‘hird Ave., New York City 
Race St., Philadelphia 
434 Plymouth Court, Chicago 
100 Pearl St., Boston 
207 Union Trust Bldg., Baltimore 
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EW accounts ave hard to get. But 

_ just hand a plumber, steamfitter 
or factory engineer a sample Flexitite 
Disc. Watch indifference give way to 
genuine interest, followed by frank ap- 
proval and, in many instances, a real 
order. 


There’s a reason. The trade actually 
wants and needs a leakless gate valve. 
And now, thanks to the new Flexitite 
principle of disc construction, you can 





The Flexitite Disc— 
What It Is 


11 


The Best Kind of an Introduction — 
To New Business 


























furnish a gate valve that shuts off ab- It’s a one piece cas 
solutely tight—vnever leaks. made stifflly flexible by a 
- : hollow center and s 
Wholesalers’ salesmen are glad to slot edges. The tv 
carry a sample Flexitite Disc Gate sigh seecane Dae Sessa 
y vrs ° e ° WO posts, Cus ntevt 
Valve. They recognize its instant [pape anges tomes 
sales appeal. | flexibility which results 
- Rn . = insures a clc se contact of 
Have you seen the Flexitite Disc? the disc and seats. The 
\ ; more the disc is used, the 
: Ohio Brass Company “saa ‘it mone = : The 
> “a . | ‘ . Gt os 
us | Mansfield, Ohio | means a 
3 (Patented) sid 











pei manently 
\ leak-proof gate valve. e 
O-B No. 20 Line “ fai 
Flexitite Disc Gate Valve 














The CHICAGO Line _ Ball Bearing Equipment 


Consider the advantages: 


Simplest possible construction. 

Fit present equipment. 

Lubricate but two or three times a year. 

Hot bearing impossible. 

No noise—no dirt. 

No dripping oil. 

Operate with reduced power and mainte- 
nance costs. 





Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


All Forms of Power Transmitting Appliances 


MAIN OFFICE: 
17 No. Desplaines St., 
Chicago. Ill. 


FACTORY: 


Menomonee Falls, 





Wisconsin 


DAGGETT Ball Bearing Journal 
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THE STANDARR—NCIAK 
—) 1897 - 1927 


gfhe U. S. Policy 


Protects You 


You can push the VU. S. Line with full 
assurance that you—not your competi- 
tors—are going to profit from all the U.S. sales 


On ' 
a in your territory. Every ounce of U.S. adver- 
ad ‘ 





=z? D 
OF QUALITY: 














= tising effort and factory co-operation in your 
- territory is helping YOU. 
U.S. Tools comprise the 


broadest line of quality No need to worry about who will get the 


repeat business after you have sold a U.S. Drill 
or Grinder—it will come to you. No price-cut- 
ting because there’s no competition with the 


electric tools in the world 
—embracing in general: 





Portable Electric Drills 
-ortable Electric Reamers 


pel 


Portable Electric Screw Drivers breadth and quality of the U.S. Line. 

Portable Electric Nut Setters 

Portable Electric Blowers 

Portable Electric Tappers And we, as manufacturers, could not obtain from 

Portable Electric Die Grinders : P i P , 

chitin: Wiecailacea: Wictaiathtien this Selective Distribution Plan, the necessary sales vol- 

Horizontal, Vertical Feed Cen- ume if U.S. Tools were not the standard of comparison. 
ter Grinders ° 

Tool Post, Angle Plate, Com- Have been ever since U.S. brought out the first portable 
bination, Internal, Parallel, | electric drill thirty years ago. 


Precision, Bench, Pedestal, 
Floor, Heavy Duty, Adjust- 

able Speed, Surface, Disc and | 
Wet Grinders | 
Buffing, Polishing and Tire | 


Sold Only Through Jobbers 


THE UNITED STATES ELECTRICAL TOOL COMPANY 
| 2498 West Sixth St., Cincinnati, Ohio, U.S.A. 
Wa 


Roughing Machines, etc. 



















Oldest Builders 
of Electric Drills 
and Grinders 


in the World 


Portable Electric Drills 





Grinders-—Polishers 











Export Sales Representatives—WESTINGHOUSE ELECTRIC INTERNATIONAL CO. 
150 Broadway, New York City 


When writing to Advertisers please mention Mint Surriies 
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money Cagsbuy 
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BONNEY FORGE & TOOL WORKS, Allentown, Pa. 


Recommended by all the leading car 
facturers 
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Timken Bearings 


for the Medart Line 


Adoption by Medart is the latest evidence of the 
high position of Timken Bearings in the power 
transmission field. Medart now provides the ex- 
treme economy and endurance of Timken friction 
elimination, Timken extra load area, and Timken 
self-contained thrust capacity. 


Power and lubricant are saved. Shafts take no 
moving contact. Compact, perfectly enclosed 
housings are assured. Indeed every factor of wear 
is cancelled by Timken tapered construction, 
Timken-made electric steel, and Timken 
POSITIVELY ALIGNED ROLLS. 


Insurance against shutdown, as well as operating 
and maintenance savings, make it immediately 
advisable to consider modern, permanently wear- 
proof Timken-equipped power transmission. 


THE TIMKEN ROLLER BEARING CO. 
Cc A N T O N , O H I O 


Technical information regarding bearing sizes and mountings is obtainable from the 

Timken Roller Bearing Service & Sales Company's Branches located in the following 

cities: Atlanta, Boston, Buffalo, Chicago, Cincinnati, Cleveland, Dallas, Denver, 

Detroit, Kansas City, Los Angeles, Memphis, Milwaukee, Minneapolis, Newark, 

New York, Omaha, Philadelphia, Pittsburgh, Richmond, St. Louis, San Francisco, 
Seattle, Toronto, Winnipeg 


TPUIMLISISIN retter 
BEARINGS % 


ii 
iii | ~~ 





August, 1927 





fp boy ot today is growing up in an age of 
mechanical achievement beyond the wildest 
dreams of the generations that preceded him. 
Vehicles of unbelievable speeds, machines that 
do the work of Titans, even metals of new and 
marvelous properties, are part of his heritage. 


Keeping pe with this mechanical progress, 
he will find Empire bolts and nuts an essential 
part of practically all machinery 


The Empire New Process Bolt, for instance, 
has extended the limits of its tensile strength from 
about 60.000 Ibs., the strength of the average 


JEMOPIURIE 


Threads of Gauge-Like Accuracy 








es 
+ Oe me 
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bolt, to a minimum tensile strength of 80,000 
Ibs Thisis theresult of adding the Smith process 
of heat treating to a bolt that was already ina 
class by itself, due to its extreme accuracy 
Empire New Process Bolt threads, though made 
on high speed automatic machines, have the un- 
varying accuracy found only in gauge threads, 
threads which have been ground patiently by 
expert tool makers. Yet Empire New Process 
Bolts are sold at the price of the average bolt 

The new generation may also find inspiration 
in the fact that these extraordinary bolts are 
made by a firm cighty-two years old, an organi- 





This advertisement appears in THE SATURDAY EVENING Post 


thy of the new Generation 


zation of people held together by the bonds of 
honesty, fair dealing and craftsmanship. Over 
eighty-two of these people have been with 
Russell, Burdsall & Ward for over thirty years. 
Empire bolts and nuts are sold by most 
hardware dealers. Samples of the new bolts 
will be gladly furnished to manufacturers. 
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Over 80,000 lbs. Tensile Strength 
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Worcester Polytechnic Institute 





November 30, 1926 


Clipper Belt Lacer Company 
Grand Rapids 
Michigan 


Gentlemen: 


#8 Clipper Belt Lacer of new design tested 

atoties at Worcester Polytechnic Institute 

normal man could exert a jaw pressure of 

hen operating the device with the standard 
rank. 


in our 1abd%8 
showed that 
45,900 lbs. 
double ended 










Yours very truly, 


Francis W. Roys 
Head of the Dept. 
Of Mech. Eng. 


iting to Advertisers please mention Mitt Suppies. 
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45,900 pounds pressure, the weight of six bull 
elephants, embeds Clipper Belt Hooks abso- 
lutely flush with the belt surface. 


The New Clipper No. 8 SPEED Lacer laces 
both ends of any belt up to 8 inches in width 
in 14% minutes. 


One man operates it easily. These three domi- 
nant features—POWER, SPEED, EASE OF 
OPERATION-—place the New Clipper No. 8 
SPEED Lacer in a class by itself. 


Clipper products satisfy any 
belt lacing requirement. 


Clipper Belt [acer Company 


GRAND RAPIDS MICHIGAN 


RNs 


N@ 8 Speed face; 


When writing to Advertisers please mention Mitt Suppiirs 
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There is a “Fairbanks” Hand Truck 


and a Wheelbarrow for Every Purpose 


XY Ff 
“Wood for Flexibility 


‘and Strength— 








Iron Bound for 
Protection” 


\ ( ( 
“FAIRBANKS” products have long been known for their quality and real usefulness. The 
Fairbanks” line of Hand Trucks, Wheelbarrows, Drag Scrapers, Truck Wheels and Truck 


Casters are no exception to that rule. 


























Centrally located stocks at factory, Rome, Georgia, in- 


sure prompt delivery and a quick turnover for the dealer. 


THE FAIRBANKS COMPANY 


BOSTON NEW YORK PITTSBURGH 















































Sell service! That is the sum and 
substance of materials and labor. 
Your customers are interested in 
your goods only in so far as they 
serve a purpose. 


Pacemaker service is twofold: 
promptness in filling your order, 


and long-service life of Pacemaker 
belting. 


You can sell Pacemaker service at a 
profit and build a substantial busi- 
ness as well. And, once _ sold, 
Pacemaker belting becomes stand- 
ard equipment, and customers call 
for it by name. 


Let us tell you about our sales 
proposition. 


The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 


























THE HIGHEST 
STANDARD y 
OF VALUE IN 
MECHANICAL | #& 
RUBBER is 
GOODS ; 
FOR MORE | 
THAN 
50 
YEARS } 


BOSTON WOVEN HOSE & RUBBER CO. 
Makers of Quality Rubber Goods for Fifty Years 
Works: Cambridge, Massachusetts Postal Address: Box 5077, Boston, Mass., U.S.A. 


Makers of BULL DOG Belting, BULL DOG Hose for a dozen different uses. 
BULL DOG Friction Tape and other mechanical rubber goods. 
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Finer Precision 
Tools than these 
are not made 


When you are 


cludes a complete range of fine 


asked for Precision tools for machinists, automotive 


Tools, you can offer your mechanics and carpenters. 


customer nothing finer or more re- Current advertising in American 
622-R MICROMETER 


CALIPERS. For outside liable than Goodell-Pratt Microm- Machinist, Machinery, Automobile 
measurements 2 to 6 7: 

inches by 1000ths. eters and Calipers. Thirty-two Trade Journal, Motor Service, and 
Three extraanvils give : : 
wide range. Ratchet : . . . 

stop. vears’ experience in making tools 


of the highest quality goes 
; 7 , - into these instruments. None 


] 
Leather 


Carpenter is telling your cus- 


tomers about the 1500 Good 


| Tools, and making it easier for 








7 1 eae 
setter can be had at < drice. ) » se m. 

$24.50 — better can be had at any price vou to sell ther 

. a, OS Goodell-Pratt line in- Catalog showing the full line 
ae —— cee eee : r 
s i = » will be mailed you on request. 
i or ee ae 31-R MICROMETER DEPTH GAUGE 

r measures O 3 inches by 1000ths. Com 

bs — Pensation provided tor wear on ods 

a nee 2, oe eens _ ee Base hardened, ground and ace ately 

¥ han ype Rarchet mechanism 
“yy ©18 INSIDE MICROMETER. Measures caine m oe 


from 2 to Ginches by 1000ths. Rods are 
interchanged by loosening chuck and slipping 
into place. Positive seating assures accuracy 
Extra rods carried in handle compartment. 
Long handle reaches where micrometer can- 
not be placed by hand 


ff 
Leather Case 2 / 
S12 : Me: rete 
i : aoe = 
Leather Case 2 


Cf "7 . 
GOODELL-PRATT COMPANY ovto11itlis, GREENFIELD, MASS., U.S A. 


OODELL- PRAT 


1500 GOOD TOOLS 


sur exhibit of Electric Drills at the National 
Stec! and Machine Tool Exhibition, Detroit, 
FS: te 23. 
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GENUINE 


Fig. 133. Acute Heel Shelf 
Bucket, heavy duty, especi- eva Ol uc e Fig.1124. Trough front, 
ally adapted for handling “Continuous Type’’ Bucket, 


coal, stone, Cement, ores, 





used for a variety of service 
~ ey a = to ? conditions. Pours its load 
seein ' Since 1880, when Salem Buckets were awarded tastene of theewing it. 


first premium for superiority, no other make of 
bucket has approached the Salem in quality, long 
wear, or unusual service. It is made in many dif- 
ferent sizes and gauges of steel ranging from 24 
gauge to 6 gauge, and is adaptable for handling 
materials of practically any size, shape or weight. 


Our large stock of standard sizes and gauges and 


Fig. 668. Extra heavy our ability to furnish buckets made up in accord- 
Salem” Elevator bucket, ‘ ; : 

suitable for ores,coal, broken ance with your specifications, enables us to offer 
Stone, and similar heavy 


Fig. 132. Round Heel Shelf 
substances. excellent service and prompt delivery. ee See 
chaige readily from other 


t . ° les of buckets. 
Write for Price List 3625 styles of buckets 


MULLINS BODY CORPORATION < 


Successors to W. J. CLARK CO. 
102 Mill St. Salem, Ohio 


























Why We Advertise Direct to our Distributors’ 


There is much to be said on how to use Babbitt Metal— Customers and Prospects 


the correct mixture to use for certain bearings, and how 
to melt and pour the metal to secure good bearings. 


This is information that we think our distributors’ cus- 
tomers should have, and we make sure that they get it. 
We do not, however, lay the burden of direct advertising 
upon our individual distributors, who must advertise in 
a general way all the lines they sell. 








Our system of direct advertising in cooperation with our 
distributors has been carefully worked out and results 
are proving that our plan is correct. The plan not only 
advertises EDISON Babbitt and Argus Genuine “A”, but 
it advertises the distributor’s business as well. 








The Argus Laboratory where scientific check-up 


insures uniformity of all Babbitts. 


We want to present our plan to distributors who we know 
will be interested. An inquiry will bring it to you, 
without any obligation on your part. 








Assis Seadilidis tn, See, Wiel, 1 ARGUS SMELTING COMPANY 
393 Seventh Avenue 
New York, N. Y. 


Please send the details of your Babbitt Proposition to 











When writing to Advertisers please mention MILL Suppiirs 
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OVERHEAD MATERIAL 
HANDLING EQUIPMENT 











““Cyclone’’ High Speed Hand 
Chain Hoists. 16 to 40 tons 
style. 


“Cyclone” High 
Speed Hand 
Chain Hoists \% 
to 12 tons style. 






HE increasing demand for cost-saving, time-saving, 

strength-saving material handling machinery is in- 
creasing the market for ‘"C-M” Overhead Material Hand- 
ling Equipment. The numerous possible combinations of 
“C-M” Material Handlers offer exceptional sales oppor- 
tunities for distributors of the “C-M” line. 


“C-M” Engineering Service is organized to determine 


the correct combinations of “C-M” Material Handlers to Ce ea 
meet standard and special requirements. Backed by this famous combination. 


definite assurance of practical co-operation, every “C-M” 
distributor secures and holds the confidence of prospec- 
tive purchasers. The “C-M” policy is based on 
‘‘FACTS to show YOU a way to MORE PROFIT!”’’ 
This policy applies to both “C-M” distributors and “C-M” 
purchasers. 

The “C-M” products illustrated on this page are a few 
members of a complete family of Overhead Material 
Handlers. Information pertaining to the complete line 


and your profit-making opportunities will be furnished 
gladly upon request. 


THE CHISHOLM-MOORE MFG. COMPANY | 
CLEVELAND, OHIO | 
Branches in New York, Chicago, Pittsburgh ; 














“C-M" Electric Hoist. All 
Agencies in All Principal Territories for Prompt Service types and capacities for 
every condition, 











DELTA 
189 grams 


ag 3 


3 sides 
used up 


ALL FILES 
14° FLAT BASTARD 


‘Which file is on 
your payroll ? 


Che time user or the time waster— 
which? On the answer depends far 


than your monthly file bill. 


) piles of filings shown above were made 


lu a test by a large machinery builder. Both 
ile In in a testing machine, on tool steel o! 
Rockwell hardness C-34. Speed was 55 strokes per 
ninute; stroke, 6 inches; pressure 25 lbs., relieved 
The Delta file was taken at random from stock. 
Th S e specially furnished for this 
i 

yf the Delta had removed 

still sh P- Both sides of one “B” 

the >cond, were worn out They 

5 £ im 
i le 1itting names) in a folder, 
I Tell!” You will want to read it 


‘Buy Fileage as you buy Mileage” 


DELTA FILE WORKS 


yY 






4, 
Ys 


BRIDESBURG PHILADELPHIA 
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SELL 
GOULDS PUMPS 


he line is complele and includes 


CENTRIFUGAL ---- ROTARY 
DIAPHRAGM - : DEEP WELL HEADS 


SINGLE AND DOUBLE ~ACTING 
POWER PUMPS 


GOULDS 


Automatic Oiling 
Pyramid Pump 


yew automatic-oiling “Pyramid” pump 


ochies all the latest features of pump de 
en. Oijl is fed automatically to the gears 
ind bearings from the supply in the crank 


case. Crankcase needs replenishing once in 


two or three months. The desien of this 
pump positive I: prevents ¢ rankcase dilution; 
it is :mpossible for gland leakage to enter 
crankcase 

yple, compact unit for engine or moto1 
vith capacities of 8 to 43 gallons 
per minute [his wide range of capacities 
makes the pump particularly adaptable for 


a wide field of uses. 


Send for a copy of Catalog M con- 
taining this and other Goulds 
pumps for every purpose. 


GOULDS PUMPS, INCORPORATED 


Seneca Fails, N. Y. 








\ugust, 1927 


BUNTING 


a ® 


(OSPHOR BRONZE 


Dand SOLID BARS 


Your Trade Knows 
Banting Is Standard 


Whatever may be the bronze bearing metal 
you sell your customer is thinking about 
Bunting. Often he is wondering whether 
anything else is as good as Bunting. When 
you offer him Bunting Phosphor Bronze 
in the first place you eliminate a lot of 
factors that raise sales resistance, which 
though perhaps unimportant at the 
time have a cumulative effect that is 
injurious. Our 88 stock sizes make it 
easy for you to carry a complete 
bar stock in a small space and 
with but a nominal investment. 
We will gladly give you complete 
information. 
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THE BUNTING BRASS 
& BRONZE CO. 
TOLEDO, OHIO 


NEW YORI CHICAGO 
Latayette St 15S S. Mic in A» 
] ( alun et NDI O85] 
BOSTON sient Lr ale 
Dive St 1 ea h 
i K OLD Si uce 5206 


SAN FRANCISCO EXVORT secilaert 
IGS Second St 270 I 


Douglas 6245 TY eae Geel 
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Machinists’ 


Vise 


MACHINISTS’ 
VISES 


OST Machinists’ Vises are made in six ee ee 

styles and 47 sizes. The Yost line in- ge 
cludes: Solid Jaw Stationary Base Vise; 
Solid Jaw Swivel Base Vise; Adjustable 
Jaw Swivel Base Vise; “Special” Adjust- 
able Jaw Swivel Base Vise, and an espe- 
clally heavy Chipping Vise. 


Machinists’ 
Vise 


j 
The excellent metal from which Yost 
Vises are made and their ability to with- 
stand hard usage and severe stress has Swivel Base Solid Jaw 
gained a remarkable reputation for satis- aa 
factory performance. 
GUARANTEED 
‘ Yost backs up every vise with a 
Yost Manufacturing Company ‘ike Cul” guste. iA 
Yost Vise must make good or 
Meadville, Pa., U. S. A. Yost does. 
Toolmakers’ 
Machinists’ 






Vise 


Drill Press Vise 










8 Sizes 
3” to 7” 
jaw 





2 Size he 6 Sizes 


” and 5” jaw Double Swivel Toolmakers’ Vise Swivel Base Adjustable Jaw 
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WILLIAMSPORT 


Sudden Stresses on these 12 foot Austin Graders with a 10 ton Tractor is a test for 


WIRE ROPE! 


Good Road builders cannot be bothered with Wire Rope 
of uncertain quality and they cannot afford to guess, so 


AUSTIN MANUFACTURING CO. 


Equips with WILLIAMSPORT—The RELIABLE Manufacturers are becoming 
Factory Certified, Telfax Marked Wire CONVINCED that guess work for the 
Rope and thus makes sure of both quality purpose of saving a few nickels is lack of 














and strength. business efficiency. 
You too may get this protection—you can- Good Engineers just won't endorse such a 
not afford to do without it. program. 







fF WILLIAMSPORT WIRE ROPE COMPANY 


Vain Office and Works: 
Williamsport, Pa. 


General Sales Office: 


Peoples Gas Bldg., Chicago 


mbes Xone) 04 
TAPE CERTIFIED 
MARKED 


Use MADESCO Tackle Blocks—They Stand the Gaff 


When writing to Advertisers please mention Mitt Surpiies 









































A Contractors’ Barrow That 
Fully Fills the Order 


Show this Bull Frog No. 42 to your wheelbarrow customer and 
watch him warm up to it. In this great barrow Toledo engineers 
have successfully combined fine performance with almost limitless 
durability. No other barrow in the market offers the unique 
features of design incorporated into this barrow. Every detail 
contributes strength and efficiency. No cumbersome parts make 
useless weight. It runs easily, always at a nice balance, which 
means more work per day per man because special features of 
design place the wheel where it carries the load. And it’s strong. 
Note angle iron wheel-guard loop, bolted to frame of seasoned 
selected wood; angie iron legs, reinforcing frame at handles; iron 
cross pieces; replaceable malleable iron shoes and shaped handles 
for easy handling. The great general purpose barrow for wet or 
dry materials. Other Bull Frog barrows, carts and scrapers for 
every purpose in public work, contracting, mill, mine, factory, and 
garden use. Write for catalog. 


THE TOLEDO WHEELBARROW COMPANY 
Toledo, Ohio 


Branch Offices and Warehouses 


PHILADELPHIA CHICAGO 
233 North 12th St. 69 E. Wacker Drive 




















EELB ARROWS 
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Office and Warehouse: 





Steel Rim 


Pulleys 


The first steel-plate-face pul- 
ley ever built was trade-marked 
**Medart.” Today, including 
cones and drums, Medart Steel- 
rim Pulleys are furnished in 
sizes up to 16-ft. diameter by 
50-1n. tace. 


The Medart line includes 
everything required in the me- 
chanical transmission of power. 
Speaking of pulleys alone:— 
The Medart family includes 
five distinctly different types— 
a 100°, pulley service. Ship 
ments, prompt. 





HANGERS 


Extra strong to carry reasonable 
loads with an extra margin of 
safety. And, at the same time 
Maintain proper rigidity under 
operating vibrations. Quickly 
erected, easily and accurately 
adjusted and aligned by means of 
4-way adjustable screws with jam 
nuts. Bases accurately leveled. 
Frames widely interchangeable. 
Six types—Universal Drop and 


Standard Double-brace Drop, 
Single-brace Drop, Adjustable 
Extension, Closed Post, Open 
Post—all with 


self-lubricating 
bearings. 


Special service—any time 
anywhere. 





V- Groove 


Friction Chitches 


Because they combine large 
starting capacity with great 
mechanical stability, Medart 


clutches actually clutch. Prop- 
erly placed, they will divide 
and sub-divide line shafting 
equipment into units that per- 
mit quick control of the various 
departments—resulting in many 
saving conveniences and safety 
benefits. 


Simply built, easy to adjust, 
positive in action—no springs, 
coils or intricate apparatus em- 
ployed. Right-away shipments, 
ol course. 


Get Medart Catalog No. 43 and discount sheet—for 
Everything in Line Shafting Equipment and Bulletin on 


Timken-Equipped Line of Industrial Applications. 


Cincinnati, Ohio 


General Offices and Works, St. Louis, U. S. A. 


The Medart Company 


(Formerly Medart Patent Pulley Co.) 





Offices in’ Chicago, Philadelphia 
Pittsburgh, New York A Seattle 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 





\A 


Wy MEDART” y. 


Lverything in Line Shafting Equipment 
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days: “For a quick job 
of belt repairing, use 


A superlative belt 
Bristol’s Steel Belt Lacing.”’ 


plus our help in 
Keep Bristol’s handy and you aze selling it 
prepared for any kind of belt trouble. 


When a belt breaks, simply square up Our plans for fall and win- 


the ends and butt them together on a ter business are complete. 


block of wood. Drive the fasteners 
through, turn over and clinch. Ap- 
plied with only a hammer; no special 


tools, machine or experience required. 


Bristol’s Belt Lacing is made in sizes 
to join all thicknesses of belting. In 
stock at most mill 
supply houses; if 
yours does not carry 
Bristol’s, write us. 
The Bristol Co., Wa- 
terbury, Conn. Send 
for latest belt lacing 
Bulletin 722-H. 








BRISTOLS 


PATENT STEEL 


























Never have we been in bet- 
ter position to assist the 
jobber in the sale of our 
product. 


A new direct-mail cam- 
paign will go to buyers in 
vour territory. We will 
gladly explain it to you be- 
fore it is released. A chat 
with us incurs no obliga- 
tion. 


a B 
x “s 
BELTIN 


TRADE MARK 





Tanners 
Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEAT HER BELTING 
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In the West you see him—the outlaw horse 
defying the hardest riders—unbreakable! 


And in the better shops and garages you see 
THE “SUPERRENCH” doing the toughest 
ne the heaviest work—unbreak- 
able! 

Williams’ “SUPERRENCHES” are forged 
from Chrome-Molybdenum Steel, heat- 
treated and nickel-finished, heads buffed 
bright. Their thin heads and narrow, point- 
ed jaws simplify work in close quarters. 
They are fast sellers from the start. 

Svery “Superrench” is 
PB see p acta Breakage 


J. H. WILLIAMS & CO. 
“The Wrench People” 
New York BUFFALO Chicago 


Structural W M 
SUPERIOR fo} 40) eam el-lel ate) To 





General 
Service 


Construction 
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“Makers of 


Business Prosperity” 
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“TD USINESS journalism has established a great clearing 
CHARLES M. SCHWAB house of information,” says Mr. Schwab, probably as 
widely recognized for his human understanding of selling 
as for his capacity as a great manufacturer. 

‘You cannot have prosperity,” says Mr. Schwab, “with- 
out confidence, and you cannot have confidence without a 
free and honest exchange of information.” 

* * * * * 
That is the platform this publication stands on. Business 
publications which succeed are more than a collection of 
editorial and advertising pages. 

*k * * * * 
Every publication has its specialized field of service and 
plays its part intimately in the interchange of information 
and opinion, which is the basis of prosperity to which the 


captain of steel refers. 
* * * * * 
Both editorial and advertising pages are made to fulfill 
this great responsibility. The men and methods the editors 
select for their pages and the advertising which the clients 
of this paper buy to inform its readers of their products, are 
brought together between the covers of a business journal 


for intimate help and service. 
When you have read both editorial and advertising 





The A. B. P. is a non- 


profit organization 


whose members have sections and you have a complete knowledge of the service 

pledged themselves to : e ae ia 

2 working code of the publisher of this journal has prepared for you; then you, 
Sia, Sew welicely thh ; : P . 

sean the ete like Mr. Schwab, will see it—a Maker of Prosperity. 


American industry, 
trade and professions 

§| areplaced first--acode 
———4 demanding unbiased 
ee editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 
dependable products. 
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The extra material of 
the weld is forced in- 
side the link on Inswell 
Chain forming a rein- 
forcement that actually 
makes the weld twenty- 
five percent stronger. 


STRONGEST Where 
Most Chainsare Weakest! 


| SWELL Electric Weld Chains 
t never break at the link—the 
extra material at the weld gives 
Inswell twenty-five per cent more 
strength here. By forcing this 
material inside the weld it does 
not interfere with the smooth 
running action of the chain. 


This Inswell mark of identifica- 
tion is found only on Inswell Elec- 
tric Weld Chain. Customers 
readily recognize the Inswell 
Weld and specify it when they 
recrder from you. 


THE COLUMBUS McKINNON CHAIN COMPANY 


General Sales Offices: Tonawanda, N. Y. 
Plants Columbus. O Ponawanda. N.Y. 
In € camcsedin Mehinnon Columbus Chain. Lid... St. Catharines, Ont 
“Wakers of fa aus Dreadnaught Tire Chains” 


“(INSWELL” ELECTRIC WELD. 
CHAIN 





\\ ’ vr to Ndver 




















For Power 


Economy, Use 
Rahmann 
Leather Belting 


For Belting : 


Profits, Sell 
Rahmann 
Leather Belting 


Send for Catalogue 
and Distributors’ Discounts 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Syracuse, N. Y. Newark, N. J. 
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EVERY MANUFACTURER OUGHT TO HAVE THIS GREAT] 
MANUFACTURING IMPROVEMENT --- THE SAND BLAST ¢ 


- SAND Biast OutFITS COMPLETE WITH AIR er 


LETTERING 
AND DESIGNS 
ON GLASSWARE 








DUSTLESS CABINET 
pos eel 
af ° 





CLEANING 
RUST ANI 
CORROSION 


<p FROSTING GAS 
Wt AND ELECTRIC 
FIXTURES 


=k 









— [| 
Hi a | A CLEANING 
| Zz, MOULDS 
MUSICAL 
_! INSTRUMENTS 
2 
FROSTING 


WINDOWS AND 
BLACKBOAROS 











c 2 MAT FINISHING 
JEWELRY AND Av 
= GOODS ‘Ag 





CLEANING 
SCALE 
ne An inexpensive 
outfit that you 
-| cannot afford 

to do without. 


Improve your 
product and de- 
crease your costs 





HOSE SAND BLAS T 
FOR BIG WORK 





























rl will do Send in your sample 





verienc gi im ev we Ww L rett arr 1 if to you The wearing qualities of your plate will be 
P work niform effects, wit! ill sand bl ed ur pad ilu ited itp oe improved by sand blasting th urface before plating 
seahpeds Ange 1 as Sent we nd pr he corre fit for mur we nk Just te A sand blasted surface is One that the plate will hold 
wa as = P out and rwi ard it with our his Se n a on to with vigor, 
t u T pre 1 xX] t off r ht now an a we'll h the answer "i cK befe an will sia i foot be id and will cling much more 
You only hav u know it a than on any othe r ites 
Send us ia r ast We make 1 sizes 1 of san ne w ill ty for many days and it can 
Whether mmaterial The work is held in the hand inside the cabinet iy be mught of or most cases locally and very 
We will nd t nd I late nl The sand feeds over and over again continuously and aply 
f you s l inside th tbinet No dust > annoy th ‘The air |} I ins or We 
Sa b 1int erate an furni with 
I The nd from a faucet nd thie The air pum; im i plat 
It t I tream ot ig ne selutions, for opera appl 
e n i fin nee or for t 1 ! me 
At 





Full Support 


A MONEY MAKER FOR ALL DEALERS 
W CATALOG LEIMAN BROS. 


CATALOG 
MAKERS OF GOOD MACHINERY FOR 35 YEARS 


Sell an Electric Drill 
that Always Makes Good} 


You know what satisfaction it is to sell equipment that 
makes good right from the start. It builds confidence. 
It creates good will. It makes real friends. It brings 
repeat orders. 


and Cooperation 


23 L-827 WALKER ST. 
NEW YORK 














For over a quarter of a century we have been building quality 
electric drills, grinders and buffers. We put into 
them the best of material that money will buy. We 
employ engineers who are experts in the design 
and construction of these tools. As a result users 
everywhere tell us that HISEY Electric Tools can be abso- 
lutely depended upon. 
Isn’t this the kind of equipment 








you want to carry? 


If you have not received our new 
catalog, write us at once. We'll 






Cincinnati, Ohio 
Established 1896 


send it with terms to distributors. inside 
; . . story 
Electric Drills - Grinders - Buffers ol 
HISEY 
The Hisey-Wolf Machine Co. superiority 





Here is 
the 
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SUDDEN STRAINS CALL — 
FOR HOYT BABBITT 3 (/— 


In sawmills, where sudden strains put babbitt metal to 
the acid test, Hoyt’s Faultless ‘‘A’’ Babbitt has proven 
economical and enduring, wherever quality as fine as in 
Genuine ‘‘A”’ is not necessary. That is why Faultless 
‘‘A”’ is so heartily recommended for similar machinery 
where sudden strain on the bearings is a factor. 








Hoyt’s Great Eight includes a Babbitt Metal for every SS AEN DSF om, 
purpose, made especially for that particular type of work. F y ! ee yimnmnaninsina — 
Send for your copy of ‘‘ Babbitt Metal Data ”’, a booklet jer 


.! mr F 
: . s ° ° if 
which contains a wealth of valuable information. It is ‘ = —— MA 
yours for the asking. | ‘L_— 


HOYT’S GREAT EIGHT 


Genuine ‘‘A’”’ Babbitt Oil Engine Babbitt 
Eagle ‘‘A’’ Babbitt Gas Engine Babbitt 
Trojan Babbitt Faultless Babbitt 
Electric Railway Babbitt Standard No. 4 Babbitt 


HOYT METAL COQO., St. Louis 

NEW YORK CHICAGO DETROIT 
Address — : 

Department I Faultices “ A” Babbitt is especially valuable in, woodworking ¢ PAU LTL 


termittent strain. 


a 
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) HOYT Bappitt- 





No Sentiment Connected with this! 
Just Fair Play and business sense! 








* We have handled the Republic line for several 
years their Belting, Hose, Packing and Molded 
Goods, and consider we have had the best of 
success for we have yet to receive a complaint 


against Invader Belt 


The taking on of the Republic line was a win- 


nts ner with us and should you decide in favor of 
a aining, and 


sso it we know you will be pleased with the goods 














and the cooperation Republic will give you.” 





“~ 


THE REPUBLIC RUBBER Co. 
Youngstown, Ohio 


BELTING PACKING 
HOSE FLOORING 
MOLDED GOODS 
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Your Wheelbarrow Problem has 





‘Red Star” Solution 


HERETOFORE any jobber stocking Wheelbarrows has been 
compelled to select a few sizes that would make as popular 
an assortment as possible for the territory. 


Turnover of this stock, of course, depended on accuracy of 
buying judgment, as there could only be sold exactly “what 
had been purchased.” 


With the “Red Star” Line one buying chance gives you three 
selling chances. 


Wheelbarrows, like many other tools, are designed for a certain 
usage. The demands of the users make it necessary for us to 
manufacture 48 different numbers of industrial wheelbarrows. 


To stock a selection less than the demands of the customer, is 
not taking advantage of all the possibilities of sale and service 
to customers. 


The “Red Star” line of barrows solves your problem. 


This is accomplished by simplified construction resulting from 
interchangeable parts. 


We manufacture just 34 different parts to make 48 different 
numbers. 


Then we assemble these parts into units so that ajobber stocks 
only 21 different units to make a selection of 48 different numbers 
comprising the complete line. 





The Cleveland Wheelbarrow & Mfg. Co. 


Postoffice Station D 
Cleveland, Ohio, U. S. A. 
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**Hallowell’’ Steel Bench- 
es save time and money. No 
carpenter to hire—no lum- 
ber to buy. Can’t burn or 
splinter. Rugged built to 
last for years. Shift them 
as you will. Steel Bench 
Drawers protect tools. 
Steel Tables, Steel Tool 
Stands. All lines in stock 
ready to ship. 

Pat’d and 
Pat's 


*“*Pioneer’’ Steel Hangers, the 
original steel hangers, cost less 
to stock than any other and are 
now so well introduced that they 
almost sell themselves Steady 
repeat business brings sure 


prohts. 





**Hallowell’’ Steel Collars are 
recognized to be the best made, 
which, combined with their 
high polish and low price 
explains their great popularity 


Pat'd and 


ts bending 








“‘Hallowell’’ Steel Bench Legs 
have become very popular because 
they can be picked up from stock, 
ready for use and as they are rigid 
as rocks, give absolute satisfaction 
and cost little, no wonder they are 
ready sellers. k 


Screws stand up 
every other screw 


tomers less —but 


These Lines Do Sell! 


Hers a page of quality products that you'll enjoy sell- 
ing. Each item has been so consistently advertised to 
the trade that little effort is needed to get orders. Attractive 
prices—exceptional quality—prompt shipments—that’s our 
reputation. Send for circulars today. 





“‘Unbrako” Hollow Set and Socket-Head Cap 


“Unbrako” products cost you and your cus- 
1e net you more profit, and 
that’s something to think about. 

















**Gast’’ Oiling Machines for loose pulleys 
will pay for themselves in a few months. Loose 
pulleys practically never wear out, when 
equipped with the ‘‘Gast” Oiling Machine. Oil 
twice yearly. Brings profitable repeat orders. 
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similarly tested. Besides, 
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They are furnished in the Standard Pattern as 
supplied for many years, or the new Low Bonnet 
Pattern. The line includes: Giobe. Angle, Off 
set Globe and Corner Valves The Cornet 
Valves in regular straight or offset pattern, right 
or left-hand. Regularly fitted with black com 
position hand wheels. but also can be furnished 
with bronze hand wheels, when required. or with 
lock shield and key. For vacuum and vapor 
heating systems, we supply the Jenkins Modu 
lating Valve and Trap 
In addition Jenkins Radiator Gate Valves are 
furnished when this type of valve is desired 
Jenkins Valves are exceptionally well made, easily 
a trustworthy unit that) contributes much 
toward keeping a good heating system at its best 
To know the complete line ot Jenkins Radiato: 
Valves may be the means of solving some per- 
fe ss3 : plexing heating problem. Our Sales Engineer 
di V I | ¢ Division will be pleased to work with you 
di d ill 80 Whi min New York, N. ¥ 
ute stree Cw Ork, e . 
ra late goo -Wil 524 Atlantic Avenue Boston, Mass. 
133 No. Seventh Street Philadelphia, Pa. 
ms ; - rt 646 Washington Boulevard Chicago, Ill 
When Jenkins Radiator Valves are in oe 
ee, JENKINS BROS., Limited 
stalled by your customers, you can be sure ‘ ss ; 
et a a Montreal, Canada London, England 
ind they can be sure—that the choice 
has been a wise one. These are valves that ere a: ; 
f ark d with the lamond 
by their good appearance and by their tia ; ’ ; 
yood behavior radiate good will 
The wide range of Jenkins Radiator eT S 
Valves assures the correct selection for 
} € job Ve CS 























KIELEY 





INJECTORS 








600,000 


; The Kieley Special “98” Reducing 
Satishied Users of U. S. Automatic 


Injectors requiring repairs and Valve is a strong Favorite with 
replacements, together with an Jobbers because its simplicity makes 
a ae ee ee it adaptable for all Conditions and 
jobber through our established re- 

sale prices, make U. S. Automatic assures a profit on Resale. The 


Injectors a satisfactory and profit- 


Kieley Catalogue contains a com- 
able line for any jobber to handle. 


plete Line of Steam, Water and Air 
Specialties of Special Interest to 


Jobbers. 











American Injector Co. , _ 
DETROIT, MICH. Kieley & Mueller, Inc. 


34 West 13th St. New York City 
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You don’t need to hunt for customers for ATLAS Car Movers. 
Just keep your eyes open, if you are a salesman, and wherever 
you see a sidetrack, you can sell an ATLAS, or several of them. 
ATLAS Car Movers are a specialty, because they require a little spe- 
cial effort to sell. But the special effort is mainly OFFERING it to 
users of freight cars. ATLAS Car Movers are so well and favorably 
known, they’re easy to sell. 


Try this, mill supply salesmen. You will find it an easy way to swell 
your total sales. If your house does not stock ATLAS Car Movers, 
ask your sales manager to write us. 


APPLETON CAR MOVER CO., Appleton, Wisconsin 


Associate Member National Supply and Mach’y Distributors’ Ass’n 
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Give 
Stand and We Will 
Move the Earth 


OUR POLICY IS TO SELL THRU THE JOBBER 
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steel units 


Many SMALL ARTICLES are best 
stored, inde xed, and prote cted b YY Lupton 
Units, the low-cost, permanent shelving in 
most convenient form. Lupton Unit Shelv 
ing comes in seventeen bin arrangements, 


" 


HE ate act 


providing shelves, compartments, pigeon 
holes and divisions for all uses. Each unit, 
strongly made of sheet steel,is 3’ wide,7’ high 
an 11’ deep, finished in velvet — mel 
ped assembled and ready 
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many uses > 
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wt. 106 lbs. 


for use. Units are low in cost, handy to use, 
easy to move about, and neat in appearance. 


Let us give you complete descriptions of 


Lupton Unit Shelving as well as other items 
in the profitable Lupton line. Write today 
for Catalogue No. 882. 
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Jhis coupon brings 
a free sample 


of Kester Solder to prove these 


bs 3 99 
sales points 

HERE is but little sales effort neces 

sary in making a Kester customer. Any 

one of the following features of Kester 
Solder are sufficient to make a quick sale, 
a clean profit and repeat business: 

1. Kester Solder needs no separate flux— 
it carries its own scientific flux in tiny 
sockets within itself, 

2, It requires only heat—a touch of Kester 
and a touch of heat makes any job com- 
plete. 

3. It saves one-third of seldering time. 

s. Eliminates the uncertain operation of 
separate fluxing. 

5. Genuine solder made of pure virgin tin 


and lead. 


6. Handy packages, one, five, ten and twenty 
pound spools. 


To prove to yourself that Kester salespoints are 
facts that have built a substantial and profitable 
business for our dealers, we will send you a test 
sample free. Send the coupon today. 
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(7 CHICAGO SOLDER COMPANY 


||| 4215 Wrightwood Avenue Chicago, U.S.A. 
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| Originators and world’s largest manufacturers 
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PAINT 


and 


MOISTURE 


Resistance to dampness is 
an important factor in the life 
of a protective paint as corro- 
sion does not occur except in 
the presence of moisture. 


DIXON’S 
SILICA-GRAPHITE 
PAINT 


with its pigment of flake. silica- 
graphite possesses to an unusual de- 


gree that peculiar quality of water 
repellancy. 


Because of this characteristic, as 
well as its oily nature and flake forma- 
tion, Dixon's Silica-Graphite Paint is 
unequalled in resisting corrosion and 
providing protection. 


The result is that Dixon's Silica- 
Graphite Paint, judged by its cost per- 
year-of-service, is far more economical 


than the “‘cheaper-per-gallon”’ paints. 


Write for booklet and color card 71-B 


Joseph Dixon Crucible Co. 


Jersey City D N 


TR On mann 


New Jersey 


1827 — One Hundredth Anniversary — 1927 
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NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
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In America’s Foremost Banks 


F Syregees on modern buildings in 
the larger cities will usually show 
that the piping specifications for America’s 
Foremost Banks read: “NATIONAL” — 
The Recognized Standard of Wrought 
Pipe — the only pipe that is Spellerized 
(sizes 4-inch and under) and made by the 
Scale Free Process (butt-weld sizes |! > to 
3-inch). Both the Spellerizing and Scale 


Free processes were invented and devel- 


oped by National Tube Company and are 


applied exclusively to “NATIONAL” 
Pipe. This means pipe that is made under 


the most approved and ideal conditions to 
render a long and satisfactory service, 
for scale free pipe resists corrosion, partic- 
ularly pitting, thus insuring added life 
especially in those sections where water 
is of acorrosive nature. Made by the larg- 
est manufacturer of wrought pipe in the 
world. 


GENERAL SALES OFFICES: FRICK BUILDING 


Boston Denver Detroit 


Chicago New Orleans 
> 


acific Coast Representatives: U.S. Steel Products Co. 


Export Representatives: U.S. Steel Products Co. 


Whet writing ft Advertiser 


DISTRICT SALES OFFICES 
New York 


Salt Lake City 


San Francisco 


Philadelphia 
Los Angeles 
New York City 


Pittsburgh 


St. Louis 
Portland 


Seattle 


Mitt Supper 


St. Paul 
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For Super Service, Specify 
‘NIP Se | 
JOWELL 
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Powell New Series Steel Gate Valves 
150 - 300 - 400 - 600 - 900 Lbs. 





Powell Steel Valves, like All former designs of steel 
all Powell products, are valves have been discon- 
indicative of the utmost tinued; we have produced 
all new patterns and fin- 
ished products combining 
. the very latest innovations 
owell Steel tag product and standard practice in 
of the electric furnace, design and dimensions, 
which is the one recog- making all series of Powell 
nized method of obtaining Steel Valves the last word 
steel almost free from __in perfection for this exact- 


in workmanship and de- 
sien. 


P 





<3 oxides or impurities. ing service. 
Series 400 Series 600 
Outside Screw Stem i‘ e Outside Screw Stem 
steel Gate Valve Steel Gate Valve 


2521-2531 Spring Grove Ave. 


Cincinnati, Ohio 
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be 10 ) his order tor speed lathes from one ot 
cas great automobile manufacturers surely is building him 
cautiful business \nd there’s no reason why you can’t 
t as well—or better. We help you in every way—advertis 
you inquiries, display stands, direct mail, service sta THE CINCINNATI ELECTRICAL 
erything to prove out cooperation TOOL CO. 


Write for “Products and Policies” which explains our vitally interesting 2681 Madi i i i 
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THE MILL SUPPLY COUNCIL 

All of you know that at the triple convention of 
the mill supply associations in June, each association 
named five members to participate in forming a 
Mill Supply Council. The fifteen are empowered to 
do a lot of things in a preliminary way to improve 
conditions in the mill supply field. Suggestions will 
then be submitted to the members of the individual 
associations for approval, with a good chance they 
will be adopted. 

There were all sorts of suggestions made during 
the various meetings at the convention, some really 
constructive and many in the form of complaints on 
existing conditions. There was, however, a very 
general demand for an official and definite code of 
ethics, which would lay down rules covering the 
relations that should exist not only between manu- 
facturers and their distributors, but among the deal- 
ers themselves. 

Then there has always existed confusion as to 
the ethical method of treating the manufacturer 
selling direct to the consumer, particularly the ques- 
tion of how far to go in meeting his price and serv- 
ice, or in attempting to beat his price, thus driving 
him from the field, if possible. 

Up to this point the work of the council presents 
no great problems, but the question of how to so 
co-ordinate the work of the three associations that 


perfect co-operation at all points will result, is quite 
another matter. It is conceded that in many ways 
the interests of the manufacturers and the sellers 
of their products are identical, while at other points 
they sharply diverge. All are interested in the 
prosperity of the field as a whole. The same is true 
in a general way of the interests of the two dealer 
associations, the Southern and the National. Both 
demand conditions that will make possible profitable 
merchandising operations. On the other hand, there 
is the claim that there are sectional differences in 
the operation of the southern and northern supply 
houses that demand individual associations, not- 
withstanding the value of close affiliation and co- 
operation between the two associations. 

So there you have it, and the council has a real 
job before it in presenting a plan that will reconcile 
all these interests. 

Back of it all, now comes a most intensive drive 
by all the associations to increase their membership 
to a point where they can point with pride to their 
rosters and say: “There you are! All the worth- 
while fellows pulling together.””. That would mean 
the presentation of a united front, greatly increased 
interest in the associations, working plans that were 
worth while, and then ample money in all the war 
chests to carry out these worthwhile plans. Mem- 
bership would then be worth money, and be some- 
thing to brag about. 

Out of all this naturally arises the question of 
how better to sell the industries on the economic 
value of the distributor, with his exceptional service, 
his carrying of complete lines for immediate de- 
livery, and his knowledge of conditions in individual 
plants. How to advertise and press home these facts 
is well worthy of deep consideration. 

The council is composed of a fine lot of men, and 
there are already evidences that they are busy work- 
ing on every angle of the proposition. 





WHY SELL GOODS AT OR BELOW COSTS? 

The question is an old one, but it was not too old 
to absorb the attention of the Eighth International 
Cost Conference which convened recently in Chicago. 
When the question is put to them directly, manufac- 
turers for the most part condemn the price cutting 
practice. This was revealed by the answers to a 
questionnaire prepared for the conference by a firm 
of management engineers. “Do you believe that 
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business should ever be taken below normal costs?” 
The unqualified negatives answering this question 
numbered 502, ov seventy-two per cent of the total. 

Such was the reaction to the direct question. 
But as to whether price cutting is justified on occa- 
sion, there were varying responses. ‘Circumstances 
alter cases,” seemed to be a pretty popular verdict. 
“It holds old customers; it maintains existing levels; 
it keeps plants in operation; it breaks into new ter- 
ritory, in which the is charged up to 
advertising; it discourages production in a market 
already over supplied; it moves obsolete merchan- 
dise; it protects dealers and distributors; it holds 
an organization of skilled workers intact.’”’ These 
were the principal reasons whereby manufacturers 
felt themselves justified in cutting prices where con- 
ditions seem to warrant the practice. 

Other queries in this questionnaire, and their 
answers, were interesting. No, price cutting does 
not pay in the long run. No, price cutting is not 
an adequate method of absorbing overhead. One 
firm cannot take business at or below normal costs 
without affecting adversely its own industry. 

So far so good. It would seem that industries, 
frankly acknowledging the evils of price cutting, are 
practicing more honesty with one another. By such 
frank acknowledgment, they are apparently ready 
for some other means of meeting competition. 


case loss 





WHY QUOTE LISTS AND DISCOUNTS? 

“Why should the mill supply distributor quote 
list prices and discounts to customers?” asked a well 
known dealer recently in a conversation with a 
representative of MILL SUPPLIES. “If you go toa 
department store to purchase something, you are not 
given the list and discount; you are simply told the 
price of that article to you. We are doing the same 
thing in our business. When we try to sell a supplv 
item we tell the prospect only the cost of that item 
to him. It is a plan worthy of consideration by 
other distributors.” 

The argument of this mill supply distributor 
sounds reasonable, and has the lesson of experience 
to back it up. He has tried both methods and found 
the one he now advocates to be the more successful. 
It has not only given the buyer less opportunity to 
quibble over prices, but has made the quoting of 
prices by salesmen and office employes less subject 
to error. There is little danger of making a mistake 
when one simply has to refer to his price sheet and 
read off the actual selling price, but there is danger 
when he has to figure the discount on the list price. 
Establishing a definite, stated price on a given item 
and adhering to that price strictly should have 
admirable results. The only wonder seems to be 
that so many supply houses have for so long ad- 
hered to the plan of quoting list prices and discounts. 





ONE mill supply house executive makes it a point 
to call the attention of his salesmen to articles of 
merit he has read in different trade publications, 
and advises them to do likewise. This seems a good 
way to those members of the sales force who 
are not inclined to reading into that very good habit. 


get 
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At all times, and particularly at this stage of the 
game, when big things are likely to transpire in the 
mill supply field, it is a good idea for all connected 
with supply houses to keep in touch with what is 
going on. When a man stops informing himself 
on things that have to do with his business, then 
it is time for him to retire. 


VARIOUS quarterly and semi-annual financial state- 
ments from companies throughout the country in- 
dicate that while there has been a falling off in busi- 
ness in many lines this year, the loss has not been 
nearly so great as had been anticipated by some. 
Furthermore, with summer half over and the fall 
season but a short way in the ofling, the outlook is 
rather cheerful. Business sanity and the federal 
reserve system have been strong factors in main- 
taining equilibrium, and the country should be 
thankful for them. 


A CUSTOMER is never really sold until he is satis- 
fied. It is therefore a good thing for supply houses 
to follow up orders of consequence with letters of 
inquiry as to whether the products sold are giving 
satisfactory service. This is particularly true in the 
case of a new customer. If he sees that the supply 
house is not only anxious to sell him something, but 
is interested in seeing that he is satisfied, he will 
be favorably impressed. The real value in gaining a 
new customer is not in selling him once, but in get- 
ting him back for repeats. 


NEARLY everyone likes to have his name pronounced 
or spelled correctly, and it is good policy for the sup- 
ply house correspondent or salesman to be sure of 
his ground before he writes or speaks. If the sales- 
man calling on a new customer is at all doubtful as 
to the pronounciation of the buyer’s name, it is well 
for him to make certain of it at the information 
desk. Errors in spelling can often be avoided by 
references to past correspondence, or by questioning 
someone in the office who is familiar with the name 
of the person to whom the letter is to be sent. Close 
attention to little things not only increases the 
efliciency of a house, but often leads indirectly to 
sales because any customer likes to feel that the 
house from which he buys is on the job in every way. 


A MILL supply distributor recently told of an in- 
stance of the splendid loyalty of a manufacturer 
whose line he handles. It seems that a certain 
buyer in the distributor’s city refuses to buy from 
him, preferring to go direct to the manufacturer. 
The manufacturer sells this customer direct, pro- 
tects his distributor insofar as price is concerned, 
and then sends him what would amount to his profit 
had he himself made the sale. In return for such 
loyalty as is exhibited by this and other manufac- 
turers whose lines he handles, this distributor bends 
every effort to push their products. If he handles 
one manufacturer’s line of goods and can’t sell a 
customer on that, he refuses to take an order on 
another manufacturer’s line even if it is offered te 
him on terms highly advantageous. 
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Foundation Being Laid For 
Work of Mill Supply Council 


By-Laws, Code of Ethics and Plan of Operation Now Prepared and Receiving 


Study of Association Presidents—First Regular Meeting of Council Likely 





to Be Held in September 


Plan for Selling Buyers on Merits of Dealer 


Distribution to Receive Early Attention-—Membership Campaigns Under Way 


Intensive, effective action is following in the wake of 
the triple convention held aboard the S. S. Noronic in 
June. Without allowing opportunity for the slightest 
cooling off of the enthusiasm with which the action of 
the associations was greeted, those responsible are work- 
ing fast but surely to build the foundation upon which 
the Mill Supply Council will rest. 

Already the code of ethics and by-laws of the council 
and the plan of operation have been drafted and _ pre- 





Edward P. Welles, who is the acting chairman of the 
Mill Supply Couneil 


sented to the committee of presidents of the three asso- 
ciations appointed to make preliminary arrangements for 
the functioning of the council. 
operation will be thoroughly 
presidents with the idea of 

tions or deletions. 


The by-laws and plan of 

studied by each of the 
making sugyestions, addi- 
They will also be passed on to the 
other members of the Mill Supply Council for their con- 
sideration and suggestions, and will receive legal atten- 
tion to see that there is no point in which they are in 
conflict with the law. When all legal requirements have 
been met and the presidents and other members of the 
council have agreed on the by-laws, code of ethics and 
plan of operation, a meeting of the entire Mill Supply 
Council will be held for the purpose of discussing and 
adopting them. The action of the council will then be 
communicated to the memberships of the associations 
and their approval asked for. 

Just when and where the first official meeting of the 
Mill Supply Council will be held is not known at this 
time, although it is practically certain that the members 
of this all-important organization will get together some 
time in September. 

One of the first things to be taken up by the council 


will be that of spreading the gospel of the economic value 
of dealer distribution, according to E. P. Welles, presi- 
dent of The National Supply and Machinery Distributors’ 
Association, who is acting chairman of the council. It 
is to the interest not only of the distributors, but manu- 
facturers as well, to sell buyers of industrial supplies, 
machinery and tools on the advantage of buying through 
supply houses, from the viewpoint of both initial economy 
and service. It is generally recognized that group action 
on this matter is advisable, and under the new plan the 
Mill Supply Council is the logical body in which to center 
such effort as may be necessary to counteract the prac- 
tice of many in buying from the distributor only when 
speed in delivery is a factor. 

The council will also make it its business to take under 
serious consideration all suggestions received from mem- 
bers of the associations. Mr. Welles emphasizes the fact 
that the council is to be a clearing house, and that its 
members are eager to receive suggestions and opinions. 

All leaders in the mill supply industry are agreed that 
one of the most necessary moves in uniting the mill sup- 
ply field is a concerted effort to better conditions by build- 
ing strong, active memberships in the three associations. 

The National Association has started a vigorous cam- 
paign, under the leadership of President Welles, to secure 
new members. Members of the association in all im- 
portant cities in the territory covered by the associa- 





Presidents of the three mill suppl / associations who are he lp- 

Ing to lay the foundation for the Mill Suppl Council. Left 

to right—Edward P. Weiles, National; Robert B. Skin 
American; T. C. Keeling, Southern. 


tion are working on the membership campaign. Vice- 
President H. H. Kuhn has been made chairman of the 
general membership drive and every industrial city in 
the National’s territory has it local chairman. 
That the campaign is already bearing rich fruit 
denced by the fact that fourteen new members had al- 
ready been secured at this writing. July 26th. The Chi- 
cago committee picked out houses not members of the 
association which it 
Within hour 


Is ¢Vie 


interested. 


these houses had joined the 


felt should be actively 


one four of 
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association, and five others joined later. 
President Welles, the membership in Chicago is now 
practically one hundred percent. Four Cincinnati houses 
also joined the association very shortly after the close 
of the convention. But very few houses in that city 
remain on the list of those whom the local committee 
believes should be members. In this connection, it may 
be stated that the National Association is not seeking 
every firm that goes under the name of a mill supply 
house. Houses sought for membership are those carry- 
ing stocks and measuring up in other ways to the stand- 
ards set by the committees. The National Association 
officials believe that approximately 250 houses not now 
members are eligible. President Welles stated that the 
fine work being done by manufacturers’ salesmen in help- 
ing secure members among supply houses upon which 
they call is greatly appreciated. 

New members of the National Association up to and 
including July 26th, are as follows: The V. N. Devou 
Supply Co., Doermann-Roehrer Co., The Scallan Supply 
Co., and The Wirthlin-Mann Co., all of Cincinnati; Great 
Lakes Supply Co., Whitehead Sales Company, Sterling 
Products Co., Barrett-Christie Co., O. Iber Co., Me- 
Master-Carr Supply Co., The Factory Supply Co., Pulver 
Machinists’ Tool Co., and Hibbard, Spencer, Bartlett & 
Co., all of Chicago, and Sees & Faber Co., Inc., Philadel- 
phia. 


According to 


President Welles is highly enthusiastic over the results 
that have been attained to date in the drive for new 
members. From very hand he is receiving letters com- 
mending the action of the associations in creating the 
Mill Supply Council. The association is backing up per- 
sonal calls on prospective members by mailing an analysis 
of the report of the association secretary on the cost of 
doing business and literature of other kinds, and is keep- 
ing the members in touch with what is being done. 

SOUTHERN TO 

What Southern 
Association is 
President T. C. 


“eT i 
i have 


URGE MORE ACTIVE 
Supply and 


doing is 


INTEREST 
the Dealers’ 


statement from 


Machinery 
outlined in a 
Keeling. 
received quite a number of letters from mem- 
bers of the Southern Association approving most heartily 
the action of the convention in forming the Mill Supply 
Council, and, practically without exception, they feel that 
it is a progressive move on the part of the indus- 
ed Mr. Keeling. “This period of the year is a 
time when many of the executives of the southern supply 
houses are in the North, and away from their places of 
For that have not yet begun our 
visitation campaign to secure new members. 
However, we are carrying on, through Mr. Alvin Smith, 
our secretary, and through the writer, an active mail 
campaign to secure new members, and we believe that it 
will result in a very satisfactory increase in the member- 
ship. 


verv 


ry, stat 
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personal 


‘There is one thing that can be said about the South- 
ern Association which is probably not generally known, 
namely, that it already has in its membership almost all 
We 
are more vitally interested in getting the membership as 
a whole to take a more active interest in the affairs of 
the association, than in securing a large increase in mem- 
bership.” 


» 4] 
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important supply distributors of the South. 


The American Supply and Machinery Manufacturers’ 
Association is also engaged in an effort to increase its 
membership, and President Robert B. Skinner and other 
officers and members of that association, including the 
association’s representatives on the Mill Supply Council, 
are putting their shoulders to the wheel. 

The following statement from Joseph A. Scallan, presi- 
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dent of The Seallan Supply Co., Cincinnati, is typical of 
the effect the action of the three associations at the triple 
convention has had on many of those outside the mem- 
bership, who are interested in seeing effective action 
taken for the betterment of conditions in the mill sup- 
ply industry. The Scallan Supply Co., a former member 
of the National Association, is one of the houses to re- 
join following the creation of the Mill Supply Council. 

“We have rejoined the National Association because 
we think the creation of the Mill Supply Council is the 
best thing that has happened for a long while,’”’ said 
Mr. Seallan. “The distributors and manufacturers are 
moving in the right direction, pointing toward what is 
necessary in the mill supply business—loyalty and co- 
operation.” 

CONVENTION ACTION GREETED WITH ENTHUSIASM 

The great triple convention of 1927 is now a matter 
of history, but it will long live as perhaps the most result- 
ful in the history of the associations. Throughout the 
mill supply field the feeling exists that at last a definite 
forward step has been taken. 

One point that has been emphasized before, but will 
bear repetition, is that members of the associations must 
have patience. The presidents and secretaries and all 
the members of the council are working hard to get 
things in shape for the first meeting of the council, but 
all this takes time. No building is stronger than its 
foundation; neither will the Mill Supply Council be 
stronger than its base. Great care must therefore be 
taken in the preliminary steps. Hurry now might mean 
trouble later. Nevertheless, those responsible for the 
preliminary steps are not 
under their feet. 

Every member of the associations can do his bit to 
help the work along. Cheerful service securing new 
members, and in other tasks assigned, will be a big fac- 
tor in making the goal easier to attain. Members can 
also aid by making suggestions to the council through 
their association officials, and in talking up the Mill Sup- 
ply Council and distributor-manufacturer relations in 
conversation with other supply house men, manufactur- 
ers’ representatives and customers. Mr. Welles states 
that every manufacturer’s representative calling at the 
house of Charles H. Beslev & Co., Chicago, of which he 
is president, is given a talk on this subject. His practice 
in this matter, it seems, is worthy of adoption. 

Indicative of the concentrated effort to be made by the 
National Association in the mill supply field is the resig- 
nation of Secretary-Treasurer George A. Fernley from 
the secretary-treasurership of the National Wholesale 
Dry Goods Association in order that he may be able to 
devote more time and attention to the mill supply asso- 
ciation. In addition Mr. Fernley has added several mem- 
bers to the personnel of the National Association office. 


allowing the grass to grow 
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Brisbin Presented With Wateh 
Don S. Brisbin, general manager of sales, The 
Columbus McKinnon Chain Company, who retired from 
the presidency of the American Supply and Machinery 
Manufacturers’ Association at the convention on the 
Noronic in June, following a very successful adminis- 
tration, was presented with a beautiful watch by the 
members of the association. It is a manufac- 
tured by Vacheron & Constantine, Geneva, and _ is 
inscribed as follows: “Don Brisbin, A. S. & M. M. A., 
on S. S. Noronic, 1927.” “It is one of the finest looking 
watches that I have ever seen,” stated Mr. Brisbin, “and, 
needless to say, it will be a constant reminder of the 
wonderful fellows who did so much to make the triple 
convention a success.” 
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west has really reached its peak. 
declined, and if actual figures mean anything there is no 
need for the least shade of a decline for years to come. 


duced more than 18 billion feet of lumber. 
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Back in 1907 a prominent statesman created a wave of 


consternation throughout the country when he declared 
that unless we ceased at once to cut our standing timber 
there would be no timber left in 20 years. 
people took this declaration seriously, and since that 
time we have vearly more or less anticipated the news 
that our virgin timber was all gone. 
which supplied the lumber and allied industries began 
to look around for substitute fields to absorb the busi- 
ness that soon would be lost as a result of the decline 
of the lumber production, and to some degree that same 
process still goes on. 


A great many 


Some companies 


But the lumber industry refuses to die. That is es- 


pecially true of the great lumber-producing sections of 
the Pacific Northwest, and mill supply manufacturers 
and distributors who bear this fact in mind will profit 
thereby. 


It is doubtful if the industry in the North- 
It certainly has not 


Last vear the area west of the Rocky Mountains pro- 
Two-thirds 





of this production came out of Washington and Oregon. 
That is obviously an enormous cutting of virgin tim- 
ber. But according to a survey made by the senate re- 
forestation committee in 1923, there was virgin timber 
standing west of the Rockies amounting to more than 
1,100 billion feet. More than half of this was in Wash- 
ington and Oregon. The average vearly cut of virgin 
timber is about 1.63 percent of the standing supply. 
At that rate, there is enough virgin timber still stand- 
ing in the Pacific Northwest to keep mills running at 
present production rates for about 60 years. But timber 
is being produced while the older trees are being cut. 
Last year, through the process of reforestation carried 
on by the government and the lumber companies, more 
than three billion feet of timber were produced. In ad- 
dition, forests not wholly cut over produced more than 
five billion feet of millable timber. These figures apply 
to Washington and Oregon only. Other sections are said 
to have produced in about the same proportion. 

That means that while these two states were cutting 
a little over 12 billion feet of timber, they were growing 
over eight billion, so that the standing timber of the two 
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MARCO-GRAM NUMBER FIVE 


OUR VALUE TO THE JOB- 
BER IS MEASURED BY THE 
MARGIN OF PROFIT HE 
MAKES ON THE SALE OF 
OUR MERCHANDISE. 


“ The Mechanical Rubber 
Company provides its 
distributors with values in 
Mechanical Rubber Goods 
that mean better 

\ business and profits. 








Distributors of the Mechanical Rubber Company 
line have these important advantages: 
1. The most complete line of Mechanical Rubber Goods 
manufactured. 
2. Quality standardized and above question. 


3- A line sold exclusively through distributors 








4. Effective, business-building sales assistance. 
5. A profitable cost basis. 


Che Mechanical Rubber Co. 


CLEVELAND, OHIO NEW YORK CITY 


“We Back the Jobber” 
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states was actually depleted by approximately four billion 
feet. There is standing in the two states perhaps nearly 
600 billion feet of millable trees. Thus at the present 
rate of lumber production and the present rate of timber 
growth, there is timber enough standing in Washington 
and Oregon to keep the present mills operating to full 
capacity for 150 years! And reforestation is really just 
beginning. Without a doubt it will be furthered greatly 
within the next few years. By increasing the growth of 
timber by only four billion feet more a year, these two 
northwestern states will have provided a perpetual tim- 
ber supply. 

In order to arrive at something of the volume of lum- 
ber turned out during a year west of the Rockies, just 












View of the Interior of a 


consider 1,800,000 five room houses of average size. The 
annual lumber production of these Pacific Coast states 
is enough to build that number of homes. 

In view of these facts it is rather obvious that the 
manufacturer and distributor of supplies for lumber 
milling and allied industries, who is curtailing activities 
in this direction because of the eventual death of the 
market, had best worry about his poor golf score and 
forget the possibility of the lumber industry ceasing to 
be a market. He could safely do this for at least the 
next 150 years! 

Although the market for machinery and supplies is not 
diminishing in the lumber territory, it is changing quite 
radically in some instances. A few years ago, for ex- 
ample, belting was one of the big items regularly sold 
to sawmills by mill supply houses. Today belting is 
relatively a small factor. A recent trip through the 
great plant of the Long-Bell Lumber Company at Long- 
view, Washington, revealed only a few feet of belting, 
whereas a few years ago such a plant would have had 
thousands of feet of leather and rubber belting in use. 

The reason for this change is electricity. Practically 
all the important plants are now electrified. This means 
of course that the supply house has a wide market for 
electrical items to meet the demand as a result of 
means of operation. 

Wire rope and cable, always a big item in the lumber 
industry, continues to be a big seller. It is used primari- 
ly in hoisting the logs out of the woods, thousands of 
feet being sometimes used at the 


this 


scene of a single 


i nan 
 s ‘ mt { 


¥ 


- 


51 


operation. This calls for a variety of sizes and strengths 
of wire rope. But the average logger demands first of all 
a quality product. This means that the supply houses in 
the district which are putting real effort behind merchan- 
dising are having no trouble with price-cutting. 

The lumbering industry is roughly divided into two 
major groups, the loggers and the millers. Some of the 
mills, especially the larger ones, cut and log their own 
timber; but even though they do, they buy a lot from 
loggers. 

The loggers cut the timber and deliver it to the mills. 
A casual thought does not suggest such a great market 
for the supply house in relation to the logger, but a 
closer investigation produces some surprising facts. Re- 
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Modern Shingle Mil, Showing Upright Machines 


cently an eastern manufacturer visited a logging camp 
and watched operations. One of the logging officials 
asked him how much he supposed the company had in- 
vested in facilities for cutting timber and getting the 
logs to the mills. The manufacturer obviously was sur- 
prised when he learned that the logging company had 
more than five million dollars invested. It had a dozen 
locomotives and more than a hundred cars on ‘which to 
haul logs; it had several miles of railroad. In the woods 
were 78 donkey engines, some of which cost as much as 
$50,000 each. 

This was not one of the largest logging companies by 
any means. There are logging firms which operate 
hundreds of miles of railroad and half a hundred locomo- 


tives. Some have their own boiler works for construct- 
ing and rebuilding locomotives, and car shops for 


building flat-cars. 
machine shops. 


All of the larger firms have modern 
This means a wide and widely varied 
market for the supply manufacturer and distributor. It 
means not only sales of new materials, but a heavy and 
constant demand for replacements at good prices, be- 
cause these loggers are strong on quality. 

Of course there are other loggers whose equipment 
consists of only a few motor trucks and trailers, a small 
repair shop, a few thousand feet of wire rope and a lot 
of ambition. But these, too, offer a market for the sup- 
ply distributor. 

As for the actual cutting of the timber, there has never 
been found a successful mechanical or power substitute 
(Continued on page 55) 





st 
to 


August, 1927 





onstantly Guarding 


WHE Dodge Manufac- 











turing Corporation is 

directed by men of en- 
gineering experience, men 
with knowledge of indus- 
try’s requirements—men 
who have a clear under- 
standing of the fundamen- 
tals of merchandising. 


Under the direction of these 
men, the development de- 
partment keeps pace with 
industry’s demands by 
constantly improving equip- 
ment to meet new condi- 
tions. In this department 
drawing board layouts are 
proved in a laboratory un- 
der conditions far more 
severe than actual service. 
A new Dodge product is not 
an experiment—it has with- 
stood the most grilling test 
and has met Dodge stand- 
ards. 


The Dodge engineering department is 
composed of men who know the prob- 
lems of specific fields—who design for 
service as well as for sales. 


In the sales department are men who 
know Dodge products—the markets and 
the needs of the markets. They know 
the distributors’ problems and are will- 





















__Development Dept. 
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“Sales Dept. 


ing to place at their disposal at all times 
all of the factors that will enable them 
to meet every sales situation. 


The Dodge sales department functions 
under the direction of a Sales Commit- 
tee. This committee formulates Dodge 
sales policies and directs their applica- 
tion. On this committee, Dodge distri- 


Dodge Manufacturing Corporation 


Mishawaka, Indiana 


to Advertisers please 


mention Mitt Suppvies. 
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butors are represented by men who have a complete 
understanding of distributors’ problems. 


All of the members of the sales committee travel ex- 
tensively in order that they may learn at first hand of the 
conditions in the field—their service is at the disposal of 
Dodge distributors. 
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Mer Dealer 
Sales 


KW KNORR: Algr Engineering Sales W.W. FRENCH — Seles Promotioz Mgr. 
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Distribution 


Fifteen District Sales Of- 
fices located in Chicago, 
Milwaukee, Minneapolis, 
Cleveland, Cincinnati, 
Oneida, Boston, Philadel- 
phia, New York, Newark, 
Atlanta, St. Louis, Hous- 
ton, San Francisco and 
Portland cooperate with 
500 leading mill supply 
and machinery dealers in 
making Dodge _ service 
immediately available to 
industry. 


Qo 











Dodge sales and adver- 
tising policies are based 
on a desire to create busi- 
ness through dealers and 
have been established on 
a basis of thorough un- 
derstanding of what is 
necessary to attain that 
goal. 
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Service Sheet is the only sheet 
packing most plants need. This 
saves money by cutting down 
your stock room investment. 
Service Sheet also saves money 
in the plant because it can be 
used thinner than other packings 

ith even greater reliability. It 

me of the ‘Standard Seven” 


is on 
Johns-Manville Packings. 
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BRAKE LININGS 
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CEMENTS 
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_ for convenience_ 





and economy 


Service Sheet 
Packing 


OW more economical than ever — as 

the thousands of plants using it will find. 

Lines spaced one inch apart are now ruled 

lengthwise and crosswise on every sheet, 
covering it with one-inch squares. 

By following these lines and counting 
squares, a piece of sheet can be cut to prac- 
tically any dimension withoutarule. Straight, 
accurate cutting is easy, preventing waste due 
to crooked or jagged edges. Center points 
are easily established and a number of gaskets 
can be quickly laid out on a sheet so as to 
get the maximum number of gaskets with 
the minimum of scrap. 

This saves time and money on the cutting 
bench, in addition to the other Service Sheet 
economies in the stock room and plant. 

JOHNS-MANVILLE CORP., 
292 Madison Avenue, at 41st Street, New York City 


Branches in all large cities 


For Canada: CANADIAN JOHNS-MANVILLE CO., Ltd., Toronto 


» Mian Svuerss 


JOHNS-MANVILLE 


Power Plant Materials 
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(Continued from page 51) 
for hand-sawing in the woods. The principal reason 
this is that it is impossible to carry a power outfit 
through the dense woods and over fallen timber to get it 
to the place of operation. So trees still are felled by 
hand. This means a steady market for saws and axes 
and files. 

As for the sawmills, the demand for machinery and 
supplies is as varied as the operation is interesting. 
There are numerous “donkies” and other power ap- 
paratus for pulling the logs out of the water and into 
position for sawing, and there are the various pieces of 
equipment auxiliary to the actual saws used in the pro- 
duction of lumber. 

It is possible that the northwestern lumber industry 
has reached its peak but those closest to it say that it has 
not. At any rate production has more than doubled since 
the entrance of the United States in the World War, and 
certainly there is no possibility of a curtailment of op- 
erations within the next few years. A vast co-operative 
advertising campaign conducted by the lumbermen of 
the Northwest has greatly strengthened the market for 
west coast lumbers and materially increased the price, 
meaning the producers are right now in better position 
to buy needed equipment and supplies than at any time 
since the World War. 

As in the case of practically all commodities, there is a 
growing tendency on the part of west coast loggers and 
lumbermen to buy more and more equipment and sup 
plies manufactured on the coast. Ac | 


ments by a number of mill and machinery supp 
loggers are buying about 95 per cent of their ma !" 
made west of the Mississippi. About 70 percent of 
the saw mill machinery is made in the West. Of the 
logging supplies, such as wire rope and cable, about 60 
percent is brought in from the East: 80 percent of the 
belting and packing used by both | ‘s and mill 
eastern-made. About 40 percent of the pumps 
kinds) used in the combined industry. se 
made west of the Mi issippl. while pract " all Valves 
are produced i 
Wes it is « t imption wester! 
! ’ , ( | n t 3 1D 
vears; that is, the proportion has « 
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PREPARES ROOFING MATERIAL 
Southern Railway Supply Co. Paints. Solders and Rolls 
It. Ready for Delivery 


The Southern Railway Sup} ly Co., Richmond, Va., has 


a shop in ( ul : ! 
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of one of its buildings. Another line in which it special- 
izes is What is known as black iron, which is used in the 
process of curing tobacco. This is sold to sheet metal 
workers and hardware stores in the tobacco districts. 
The main building of the company, which is at 13823 
Kast Main street, and consists of three stories and a 
basement, is of extremely odd shape. At the entrance 
it is scarcely more than four feet wide, but it gradually 
widens until at the rear end it is about 150 feet in 
width. The building which contains the shop previously 
mentioned is located in the rear of the main building, 


and is three stories in height. The company has its own 
siding from the Southern railroad. 

The Southern Railway Supply Co., was established in 
1882, is capitalized at $75,000 and carries an average 
stock valued at $150,000. It handles railway supplies, 
pipe, roofing, iron and steel, and covers Virginia, North 
Carolina and South Carolina with five salesmen. Levin 
Joynes is president of the company; D. Ed Doyle, vice- 
president, secretary and manager, and R. T. Sale, Jr., 
treasurer. Mr. Dovle is also buyer. 

—r- 2 — 
Machinery Exhibit Held 

Wayne Machinery Co., Taylor street and Lake Erie 
railroad, Fort Wayne, Ind., which added a new machinery 
department a few months ago, has set aside an attractive 
display room for these products in its building. A new 
machinery exhibit was conducted by the company from 
June 27th to July 2nd, to which the trade was invited. 

a eS 
Correcting an Error 

In an item appearing in the July issue of MILL 
SUPPLIES concerning the removal of the executive and 
general sales offices of The Columbus McKinnon Chain 
‘ompany from Columbus, Ohio, to Tonawanda, N. Y., 
where the company’s large electric welding plant is 
located, the impression was conveyed that the Columbus 
factory would be closed down eventually. This was in 
error. This factory will continue in operation just as 
before the removal of the general offices to Tonawanda. 

ee eee 
Aeroplane Trip to Client 

The aviation “bug” let loose by Colonel Lindbergh in 
his epoch making flight to Paris, has already entered into 
the relations between The United States Electrical Tool 
Co., Cincinnati, and the Sando Advertising Company, 
Indianapolis, which handles its advertising.  Briant 


Sando, president of the Sando company, and Dick Calkins 


Tit 





SN DD 
and Oakleigh R. Fre h, int executives, made the 
trip from Indianapolis to Cincinn: in an hour's flying 
time, although the two cities are more than 100 miles 


apart. “Service rendered and received nowadays is 
measured by minutes, not miles,” said G. M. Lawrence, 
sales manager of The United States Electrical Tool Co., 
in speaking of the air trip. “Businesses using air 
transportation often find that every minute saved means 
dollars made.”’ Mr. Sando stated that with the aeroplane 
as a vehicle, personal service may be given several clients 
in a single day, whereas the same business transacted by 
other means of travel would require several days. 
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LEATHER BELTING 


You will be able to furnish from the 
Standard Whiting Brands given below 


The RIGHT Belt 
At The RIGHT Time 





STEERBAX 


(Reg. U.S. Pat. Off 


The top-notch Whiting Standard— 
the belt that made the Whiting 
reputation—as good a belt as can 
be made or bought anywhere, at 
any price; made of selected first- 
quality centers of large packer 
steer hides, standard tannage; in 
any size or weight, available quick- 
ly to any one wanting the very best 
in belt quality and serviceability. 





DU-O-TAN 


Rex. | S. Pat. Off.) 


\ first-quality belt built to satisfy 
those who pin their faith to chrome 
and a belt that never 
disappoints; finest packer steer 
hide centers of special tannage, 
having the flexibility and grip of 
chrome tanned leather, with the 
lateral stiffness and non-stretch- 
ability of oak tannage; a special 
belt for special duties. 





tannage 





STEERBAX 
WATERPROOF 


(Reg U S Pat Off) 


All the splendid quality of material 
and workmanship- of | standard 
“Steerbax’’, plus waterproofness; 
waterproof cement and oil dressed 
leather—a combination to stand up 
and deliver its load in the presence 
of moisture, steam, and wet condi- 
tions generally; a belt you can de- 
pend upon for the service you want 
where the conditions are all 
against it. 


SPECIAL PLANER 
\ high-speed belt of standard qual- 


ity but specially designed to work 
over small pulleys; the best of 
leather and the best of workman- 
ship, combined in a belt built for 
service under either wet or dry 
conditions; a belt that is sure to 
please under the dificult conditions 
for which it is intended. 


Look into our Dealer proposition 


Whiting Leather & Belting Co. 


General Office and Factory: 


Long Island City, New York 


Factory Branches at 


24 Noble Court 314 Market Street 
Newark, N. J. 


CLEVELAND, ©. 


9S. Clinton St. 


CHICAGO, ILL. 
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Demand Fair, Prices and Profits Sag 


Walworth Index Indicates the Trouble Lies in Generally Excessive Overhead 


Costs, and That Wasteful Practices, 


Where Present, Must Be Eliminated 


JOSEPH H. BARBER* 


Assistant to President and Chief 
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Figure 1.—Chart Showing Actual Movement Since 1924 
May Final Index—106 
June Preliminary Index—103 
The monthly 


company’s 


index 
er pe rience 


is not based any single 
but developed from broadly 
selected measures of the quantity of demand in all those 
industries that valves and fittings. The index has 
been corrected for irrelevant seasonal fluctuations and 
price variations. 
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Demand is still sagging, according to the Valve and 
Fittings Index, and ever since last fall the course of our 
curve has been irregularly up and down. Its appearance 
has all the earmarks of “dragging bottom;” that 
that it has fallen as low as it is going to fall. Usually, 
when demand slumps at all, it drops pretty promptly 
to the lowest level it is likely to reach and then climbs 
back more gradually. Since demand in recent months 
has not fallen farther than it did at the last vear-end, 
we may conclude that it has probably found the “support 
level” representing minimum requirements, and that it 
will climb back gradually to the higher, more normal 
levels, rather than to sag further. 

Such a prospect for improving demand is in itself 
optimistic, but though all our analyses are based on cold 
facts, somehow the optimistic conclusion does not seem 
to square with our’ present business experience. 
Actually we find many conditions resembling those en- 
countered during a depression. 


is, 


Competition is so severe 
that here and there it is generating drastic price-cutting, 
that accentuates the downward trend of prices. Though 
many well-managed concerns can still show profits, fail- 
ures have been increasing in number. and there is tan- 
gible evidence that net profits generally are meagre or 
lacking. Col. Leonard P. Ayres has aptly described our 
condition as that of “profitless prosperity.” 

But here we are in it. We must study to understand 
the conditions that are without precedent. The profits 
that are being gotten are being earned by those who 
find where present losses are occurring, and who are 
devising ways and means to do profitable business under 
the present brand of economic conditions which the pub- 
lic is beginning to take for granted. 

In some of our earliest discussions here we purposelv 
stated our recognition of certain distinct elements that 
go to make up the total business situation at any par- 
ticular time. The primary distinction as between 
quantity and price. We have stressed the fact that our 
index represents only the quantity of demand, and we 
have previously introduced the evidence of Figure 2, to 
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Statistician, Walworth Company 
emphasize the almost opposite fluctuations that are 
usually evident when demand curves are compared with 
measures of prices. 

The chart shows first the quantity of demand as meas- 
ured by our index. For the sake of simplicity the price 
curve shown is the Jron Age average of pig iron prices. 
Probably there is no other single set of prices more 
closely associated with our industry. Nor does any 
single group of prices any more sensitively measure gen- 
eral prices as they respond to changes in the quantity 
of demand. 

The chart has been drawn so that, when the demand 
index is definitely rising, its line is drawn very heavy 
and, for the purpose of assuring a direct comparison, the 
pig iron price line is drawn similarly heavy in the same 
identical months. Then, for contrast, in the months 
when valve and fittings demand is declining or at low 
ebb, the lines for both indexes are shown spotted for 
identical periods of time. 

The chart indicates that even in the present decade, 
to a certain extent, commodity speculation has occurred 
at low prices. Usually order demand then rises to high 
levels and price increases begin to appear. By the time 
prices have become higher, the pace of ordering usually 
has slackened. Perhaps the most definite evidence that 
quantity and price may move in opposite directions is 
shown by the fact that the long-time growth line of the 
demand curve has been definitely upward over the years, 
while the general trend of prices has been persistently 
downward. 


But quantity and price are not the only distinctions 
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Figure 2—Showing Valve and Fittings Demand Against 


Pig Iron Prices 
nomic conditions. Someone has said that business profits 
are conditioned upon the wise or unwise use of materials, 
men and money. Assuming that money can be freely 
borrowed for any legitimate enterprise, as is certainly 
the case now, profits will depend upon how we spend our 
money for quantities of material, for the use of machines 
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and for the productive time of men. Profits depend on 
the net total we get for what we spend. 

Only if we analyze the present economic conditions 
from this angle do we see what underlies the present 
situation, and what we must do to prepare for profits 
in the future. The balance of this article will present a 
series of facts revealed by indexes or averages that are 


representative of United States industries generally. 
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The aim is to take stock of our economic progress since 
1920, but because annual averages are most suitable for 
the purpose we make our comparisons of the most recent 
full year, 1926, with corresponding full year averages of 
1920. The conclusions formed upon the basis of the facts 
may be summarized as follows: 

In industry generally the primary 
of business now in approximately 
normal balance, including a_ fair profit 
margin; but, except in the best managed com- 
panies, the proportion of sales income spent for 
general overhead expenses (including selling and 
administrative has quite generally 
grown. By now, these expenses nearly or entirely 
consume the gross profit income. Net profits will 
be restored most speedily by eliminating wasteful 
practices that swell those thereby re- 
ducing their cost-per-unit 
Figure 3 shows the 1926 increase of manufacturing 

production over 1920. An increase in the quantity of 
yroduction made it difficult to decrease wage rates. In 
fact, increasing demand for the productive effort of labor 
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Figures 5 and 6 


has resulted in a slight increase in wage rates, even 
though commodity prices decreased more than produc- 
tion increased. Facing this situation, after the 
developments of 1921, management had to direct its first 
attention to the productive efficiency of its plants. If 
labor wage rates could not be reduced, then with the 
cooperation of labor, ways and means had to be devised 
to increase the output per worker so that the labor cost 
per unit would be lower. 
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Figure 4 shows that the increased production since 
1920 has been secured by fewer workers. Those workers 
have been aided by more machines, with a greater ap- 
plication of power, supplemented by improved factory 
methods. The net result has been about a 35 per cent 
increase in the output per worker. Figure 5 calculates 
the effect of this on factory labor costs. We spend money 
for payrolls. A quantity of production is what we get. 
The indexes measure the trend of the two factors since 
1920. We may divide the index of “what we pay” by 
the index of “what we get.” This gives us our index 
of what we pay per unit for what we get. The third 
bar of figure 5 shows that in the average industry we 
are now paying a 30 per cent less labor cost per unit 
than we did in 1920. 

Labor represents one of the primary elements in a 
manufacturer’s costs. Figure 6 shows how this cost ele- 
ment and the other primary element, the cost of raw 
material, compare with selling prices. The price indexes 
here are those prepared by the government’s Bureau of 
Labor Statistics. The reliable evidence shows that on 
the average both the primary factory costs are down in 
line with selling prices. We see here a finished result 
of a combination of circumstances that evolved in 1921, 
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Figures 7 and 8 


namely, a severe economic pressure upon management 
and a disinclination of labor to accept wage reductions. 

Through cooperation of both management and labor, 
the initial post-war problem has been solved and we 
have a demonstration of Adam Smith’s principle that 
“the wealth of nations consist not in the unconsumable 
riches of money, but in the consumable goods annually 
produced by the labor of society.” Labor is already gain- 
ing an advantage through acknowledging this 
truth. Figure 7 shows that, though average weekly wage 
earnings have declined, the cost of living has declined 
more, resulting in an increase in what the employee can 
pay for out of his weekly wage and consequently in a 
betterment in the standard of living. 

Figure 8 shows that progress is still being made in 
these directions. Payrolls in May, 1927, were approxi- 
mately on a 100 per cent level with those in May last 
vear. But this payroll amount was earned by fewer 
employees, indicating a further increase in average 
weekly earnings. Yet the increased earnings per em- 
plovee are justified because, collectively, their total out- 
put has increased. 

On the other hand, we have so far considered the 
brighter side of the picture. It is only the initial post- 
war industrial problem that seems to have been solved. 
What we have just been discussing relates to the two 
primary factory costs only and we see that these two 
primary elements in the “cost to make” are in line with 
the selling price. Yet an important deduction is 
inevitable. If “costs to make” are in line with selling 
prices, it must be true that the share of sales income left 
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for the general expenses (including selling and admin- 
istrative expenses) is proportionately as great as in the 
boom year 1920. Therefore, the percentage margin for 
general overhead must be averaging as good as in 1920. 

But if so, why all this current talk about narrowing 
profit margins? Simply for this reason: Industry has 
not yet met and solved the second major post-war 
problem. Factories have found how to make and produce 
a larger quantity of goods at lower price levels. But, 
by and large, we have not yet learned how to oversee 
and distribute that larger volume at a reduced cost per 
unit. The reason that the profit margin seems to be 
narrower is because it represents fewer dollars. The 
percentage margin may be as good as in 1920, but on 
the reduced selling price basis the same good percentage 
margin represents something like a 30 per cent reduction 
in the dollars received to cover the general overhead 
expenses. The average company has not perfected the 
efficiency of its overhead as it has the efficiency of its 
productive processes. Many companies are still spend- 
ing as many dollars there as when the same percentage 
profit margin meant more dollars of gross profit income. 

Yet a few well-managed companies have recognized 
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that the economic conditions we have been discussing are 
permanent, and that price levels may decline even fur- 
ther. They have faced the situation and have addressed 
themselves toward improving their selling and adminis- 
trative efforts, toward eliminating useless tasks and 
needless services, and toward economizing as much in 
overhead expenditures as they have previously reduced 
costs in their factories. They are now insisting that 
overhead expense practices are justifiable only as they 
contribute a necessary share of effort to secure the sales 
income at the going price levels. 

Fortunately, the economic conditions which are fore- 
ing recognition of this second major post-war problem 
are showing no favoritism as to corporate size. Large 
companies are pinched as badly as the little fellows, and 
in many cases well managed companies, both large and 
small, are making better profits than ever by their agile 
adjustment to the conditions that are likely to persist 
into the future. From this analysis of certain demon- 
strated facts, we reach the conclusion that net profits 
will be restored most speedily by the exercise of improved 
management in eliminating wasteful practices, thereby 
reducing cost-per-unit charge. 





“Old Man Overhead and Industry” 


What a Hard-Headed New Englander Thinks of the Fellows Who Are Doing Busi- 
ness on the Methods in Vogue in 1914—There Are Too Many Fifth Wheels 


In a recent issue of IJndustry, published by The 
Associated Industries of Massachusetts, appeared an 
article by George H. Corliss, advertising manager for 
S. A. Woods Machine Co. Mr. Corliss discussed “Old 
Man Overhead and Industry,” and made a good job of it 
in the following language: 

It is only natural that the thoughtful observer of business 
conditions, watching the changes that are taking place in 
practically all industries throughout the country, should seek 
to relate them so far as possible to the existing situation in 
his own industry. A _ recent bulletin sent out by the 
secretary of one of the most important mill work associa- 
tions, calls attention to the fact that the cost of doing 
business is altogether too high. He finds a variety of 
causes responsible for this, among which are _ insufficient 
production, due partly to the continued use of obsolete and 
worn-out mechanical equipment, and also to poor super- 
vision, inefficient management and a general tendency to 
conduct business on the basis of the period prior to 1914 
rather than that of the present day. 

During the war period when business of every kind 
boomed and competition lost its keen edge, the market was 
dominated by the seller rather than by the buyer, and the 
enterprise, the initiative, the aggressiveness of business men, 
as a whole, suffered severely. 

Of course, that is all changed now. Post-war conditions 
have re-established the old-time competitive era that. calls 
for the constant exercise of watchfulness and intelligence on 
the part of every business man who expects to keep away 
from red ink figures. 

Immediately following the war, concerns that had built 
up large plants felt that it was necessary to go after volume 
business m order to overcome their overhead costs and the 
country generally passed through a volume-craze during 
which sales totals seemed to be more important than net 
profits. That stage also is passing. 

That these developments are generally recognized is 
shown by the way in which the water is being squeezed 
out of the various industries—costs are being more closely 
serutinized than ever—the performance of the individual 
employee is being compared very closely with his compensa- 
tion and if he cannot make good, he becomes automatically 


eliminated. All of this is resulting in the discovery that 
in many business vehicles there are “fifth’? wheels—surplus 
employees on the payroll—“too many help taking things 
easy,” too many people doing the work there is to be done 
and not enough attention being paid to the fact that all 
these things make it impossible for a business to show a 
profit. 

What is true of the human element in business, is equally 
true of the mechanical element. Investigation is showing 
that in many plants obsolete, worn-out machines are being 
employed to do the work that would be done quicker and 
better by more modern machines. 

Naturally, the plants that are viewing these things solely 
with the idea of getting at the facts so as to be able to act 
promptly and with intelligence, are getting a competitive 
advantage over the concerns that are still trying to do busi- 
ness on the basis of 1914 and the years preceding that date. 
They have curtailed the expensive organizations that were 
built up during the war, they have reduced the overhead 
that has been making it impossible to show a profit, they 
have cut everything down to the bone and at the same time 
have taken care that their productive facilities have been 
thoroughly modernized with the result that they are not 
lacking for orders and they are making a profit on the 
business they are doing. 

Today, the sharp-eyed managers of businesses, having 
found out that the law of diminishing returns is in full 
operation and that volume business in itself is a detriment 
unless it shows a profit, are deliberately shrinking their 
activities, trimming their sails to suit the direction in which 
the business winds are blowing, paying equally close atten- 
tion to the production end and to internal management, 
eliminating every employee who can be spared, junking the 
machinery that cannot show a profit and installing the equip- 
ment and the methods that will give the business a chance 
to make good. 

Most emphatically is it true today, as it always has been 
true, that business is to be secured by the concerns who are 
willing to go after it with the intelligent determination that 
commands success. And it is equally true that business can 
be handled at a profit by the simple exercise of good judg- 
ment and hard common sense that one finds in the business 
man who, looking facts in the face, interprets them properly. 
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Electric Tools an Industrial Necessity 


Their Great Development and Increased Use and Adaptability Have 
Resulted in Wide Range of Prospects for Mill Supply Houses 


ROBERT D. BLACK 


s at 2 A 
Advertising Man 


In COl ( { 
toda 
} ) 
a ( 
M ( 
Was 





OL ( It h been in comparatively recent 
vears, however, that the portable electric drill has been 
deve point fh and | 
so manufactured and distributed that it has been | 
within ranve of the great ma of potential users 
by virtue of low price and iler outlets. 

For many vears, W electric drill w ! t 
or less developm« nt was a bulky, heavy and 
more or less clumsy tool, operating on only one type of 


current, and more or I 


ten years, however, 
in the design and « 


unreliable. The last eight or 

e shown very remarkable strides 
struction of portable electric drills, 
perhaps the most important step forward being the per- 
fecting of the universal motor. The advent of the uni- 
versal motor greatly widened the usefulness of the port- 
able electric drill because of the fact that this motor 
will successfully on either direct current or 
alternating current of twenty-five to sixty cycles. This 
is particularly advantageous to the contractor or me- 
chanie who uses his electric drill on many different jobs 
where the type of current may vary. 

Other radical improvements followed, which combined 
to make the portable electric drill of today a compara- 
tively light but powerful, well-balanced tool, easy to op- 
erate and capable of taking care of a very wide range of 
work. Years ago the electric drill was considered a piece 
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These two factors were responsible for a very marvel- 
ous growth in the electric tool business, and resulted in 
hundreds of thousands of factories, machine shops, re- 
pair shops, garages, etc., acquiring electric drills and 
finding them an indispensable piece of equipment. 

The progress of the mechanical world has gone hand 
in hand with the development of tools and machinery, 
which have made our great mechanical achievements pos- 
sible. Considering the popularity of the portable electric 
drill, and the fact that it had become one of the most 
widely used tools, it was quite natural that the manu- 
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facturers of these tools should apply the motor drive 
principle to other tools requiring a rotating motion. 
The hand screw driver and socket wrench are excellent 
tools, and will always have their place, but we have en- 
tered into an era where the mechanic in wood or metal 
trades will no longer drive hundreds and thousands of 
screws and nuts by hand. 

Realizing this, the leading manufacturers of portable 
electric drills have developed very complete lines of port- 
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able electric screw drivers and portable electric socket 
wrenches to take care of the ever increasing demand for 
tools to drive screws and nuts with greater speed than 
could be done by hand. Although the application of the 
electric drive to the screw driver and the socket wrench 
has been a comparatively recent move in the electric tool 
field, these tools have already won popularity and are 
being used in the production of hundreds of different 
commodities. The chair that you are sitting in is prob- 
ably held together with dozens of screws, and the manu- 
facturer of the chair is, no doubt, cutting his cost, there- 
by enabling him to give his consumer a better chair at 
a lower figure, through the use of electric screw drivers. 

For industrial work, electric tools enter into practically 
every phase of manufacture, and it is practically impos- 
sible to glance around and pick out any manufactured 
article in which the electric tool does not play some part. 
Take, for example, the manufacture of automobiles, all 
the way from the first assemblies through to the finished 
product. On the assembly lines electric stud setters are 
used for setting studs in cylinder blocks, for counter- 
balances on crank shaft, etc.; electric socket wrenches 
are used for driving nuts or studs in the engine block, 
for driving cap screws to hold the pan on the crank case, 
tor assembling the transmission and differential, and 
various other component parts of the car requiring the 
use of cap screws. 

Electric socket wrenches are also used for assembling 
springs to axles, assembling brake drums to wheels and 
in a multitude of other places too numerous to mention. 
Portable electric tappers are also used in various places 
for tapping threads in cast iron, steel, brass, or alumi- 
num at a speed several times as fast as tapping could 
ever be done by hand. In the building of bodies, port- 
able electric drills are indispensable for the drilling of 
thousands of lead holes for wood screws or holes through 
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metal and wood for bolts, and electric screw drivers are 
tremendous time-savers for driving all of the screws that 
hold an automobile body together. Electric screw driv- 
ers also insure that all screws are driven to the same 
tightness, making a uniform job as the tightness to 
which the screws are driven depends upon a mechanism 
instead of upon an operator who may become tired toward 
the end of the day. Thousands and thousands of port- 
able electric tools, of all descriptions, play an important 
part in the efficient and economical production of the 
automobiles of today. 
MARKET PRACTICALLY WITHOUT LIMIT 

In practically every kind of factory where products 
are fabricated from metal or wood, electric tools of some 
description will find very ready application in varying 
quantities. Take, for instance, the foundry. Foundries 
present a very good market for portable electric grinders 
and also for electric drills for maintenance work. It is 
a sate bet that wherever there is any manufacturing 
activity of any sort that there lies a prospect for one or 
more portable electric tools. Consider the plumber 
master plumbers everywhere have found the electric 
drill one of the handiest tools in their kit, not only in 
installing new equipment where holes have to be bored 
through hardwood floors for steam risers, fire and ash 
doors to be mounted on boilers, holes to be drilled in bath 
tubs and sinks for fixtures, spud holes to be tapped in 
boilers for the installation of coils, etc.; but also in repair 
work for drilling rusted and burned-in bolts in old boil- 
ers, drilling clogged soil pipes, and numerous other op- 
erations which the plumbers perform every day. 
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Boat Builders Using Electrie Drill and Screw Driver in the 
Production of Small Boats 





Plant and building maintenance also offers a very wide 
and fertile market. It is a pretty safe rule that wherever 
there is any activity of any sort, whether it be a silk 
mill, an office building, a soap factory, a hotel, a hos- 
pital or a museum, that this activity represents a poten- 
tial prospect for one or more portable electric tools. 
This is not theory, but is based upon facts from the ex- 
perience of mill supply dealers’ salesmen all over the 
country, and from the experience of our own men work- 
ing with them. Some people are surprised when they 
hear that a life insurance company, ordinarily never con- 
sidered a prospect for electric tools, has some fourteen 
electric tools of various kinds for the maintenance of 
buildings, elevators, etc. The market for portable elec- 
trie tools is practically without limit, and the jobbers’ 
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salesman who approaches the electric tool situation in 
this frame of mind will be sure to get more than his 
share. 

The electric tool is here to stay, and has established 
a very definite place in the tool field. The attitude of 
the workmen toward the electric tool today is quite differ- 
ent from that of years ago. Then they were considered 
too dear to own, and generally unreliable for service. 
Today they are universally used and indispensable. The 
electric tool is truly a factor which affects us at almost 
every turn in our daily life, and its development from its 
inception to its present day position is nothing short of 
a romance. 

This brings us up to the present day, but the portable 
electric tool industry, like any other, is not standing 
still, and has already moved in the development of what 
may be termed a super-power line of electric tools, pow- 
ered with three-phase, squirrel-cage type motors oper- 
ating from high cycle current. At the present time 180 
cycles are commonly used in the plants employing. it 

usually industrial plants using twenty-five or more 
universal electric tools. 

Speaking of electric tools generally, due to great de- 
velopments and the extensiveness of the line, they de- 
serve a great deal more than passing interest on the 
part of the mill supply dealer. The marginal profit on 
electric very substantial and, in fact, is much 
greater than on the average line of commodities carried 
by mill supply houses. Electric tools have a high unit 
value which makes their sale attractive and this, to- 
gether with the fact that a sufficient stock can be car- 
ried in a very small area, makes over-head on handling 
electric tools considerably below the average.  Elec- 
tric tools offer a very clean line to sell, as the service 
in the practically all brands is taken care of 
direct by the manufacturers of the tool, relieving the 
seller of all annoyance and unprofitable time and effort 
generally put forth in servicing a product. 
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Every customer is a prospect for some portable elec- 
tric tool and, further than that, every type of activity, 
whether it be industrial, business, municipal or what not, 
is a prospect, as has been pointed out previously in this 
article. It being admitted that the market is practically 
unlimited for electric tools, the successful sale of them 
by any mill supply house simply resolves itself into an 
analysis of territory and a well calculated plan to get the 
business. 

SUGGESTIONS TO HELP SALES 

Many salesmen, doubting the market for electric tools, 
have made a very startling discovery by the simple means 
of inventorying their regular customers on electric tools. 
They have found that the greater percentage of their cus- 
tomers were prospects for one or more tools, and that a 
great many of them who had none could very profitably 
use an electric drill, an electric screw driver or some 
other piece of equipment. There is no formula which 
can be given which will show any distributor or his sales- 
men how to get all the electric tool business to be had 
from his territory. There are, however, some simple 
and methods which can be followed which have 
proved, through years of experience, to be the most pro- 
ductive in the sale of these tools. The one most often 
heard and the one which, however, produces the greatest 
results, is that of carrying a sample. Picture a sales- 
man trying to sell a customer an electric tapper without 
one at hand to show that customer how quickly and 
easily the machine actually taps a hole in iron or steel. 
Those salesmen who have followed the carry a sample 
idea have profited greatly. Another thing which can 
be done, and something which is very obvious, is for 
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the mill supply sales manager to check up his large cus- 
tomers on nuts and bolts and screws, as these customers 
would naturally be the most logical prospects for elec- 
tric socket wrenches and electric screw drivers. The elec- 
tric tool line is important, and can be made a leading one 
by any enterprising supply house. 


— a —__—_— 


DEALER GOES IN FOR ART 


Krueger, Sin 


Vax Antonio Machine & Supply Co.. 
Sponsors Foundation of Public Museum 

Max Krueger, chairman of the board of directors of the 
San Antonio Machine & Supply Co., San Antonio, Texas, 
has not only gathered a collection of rare paintings by 
celebrated masters of the nineteenth and twentieth cen- 
turies, but he has also sponsored the foundation of a free 
public art museum in San Antonio. The Walworth Log, 
published by the Walworth Co., Boston, tells about it in 
a recent issue. 

“Mr. 
and its relation to the people,” 


Krueger has some excellent theories about art 
says the Log. “In an 
effort to create interest in art and a public art museum 
he has exhibited his collection to the public and received 
gratifying responses. More than 3,000 persons, repre- 
senting all walks of life, visited the first exhibition of 
twenty masterpieces at a private studio. They came from 
San Antonio and surrounding communities, and so much 
interest was manifested that schools, art societies and 
the press took up and encouraged Mr. Krueger’s plans 
and ideas. It is his theory that people of all classes not 
only are interested in art, but that great paintings, and 
the highest art in music and other spheres are essential 
in the life of a community. 

“The soundness of his idea was proven by the attend- 
ance at the next exhibition, for which he assembled about 
100 valuable paintings. ‘The time has passed,’ Mr. 
Krueger has said, ‘when it was considered a privilege of 
the idle and rich to enjoy art and education in all their 
branches. Today, we, the workers and breadwinners, 
claim equal chances with the best of mankind.’ To that 
end his valuable and rare collection has become of great 
benefit to San Antonio and surrounding communities.” 


——_9——e er 


Contractors’ Equipment Added 

The Mechanical Supplies Co., 205 Vine street, Cincin- 
nati, has recently added contractors’ equipment to the 
lines it handles. Part of the first floor of the company’s 
building is being fitted up to house the new equipment. 
One new salesman has been added to the force to sell 
contractors’ equipment, and J. B. Miller, president, treas- 
urer and buyer of the company, states that another will 
be added as soon as the right man is found. 

re 
Leather Belting Exports 

A total of 420,207 pounds of new leather belting, 
valued at $630,439, was exported during the first five 
months of 1927, according to figures in Commere: 
Reports, a weekly survey of foreign trade, published by 
the Bureau of Foreign and Domestic Commerce of the 
Department of Commerce. Because of a change in 
classification, a comparison with leather belting exports 
during the same period of 1926 is impossible. The 
peak of the export trade was in March, when 100,109 
pounds, valued at $149,845, were shipped. British India, 
the predominating market, received 72,948 pounds, 
value at $109,177, during the first five months of the 
year. Other important markets were Mexico, Canada, 
China, Hong Kong and Kwangtung; United Kingdom 
and Cuba. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 





1 the manufacture of VOGEL closets is the best to be obtained. 

nal] y strong and durable, the operating levers are of mal- 

le zed and will not break, the valve bodies are of good quality brass, 
e enlire xtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 
pm removed in an instant. 








The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


| : Wilmington, Delaware 


























ROYERSFORD 


Manufacturers of Mine Cars, Elevators, Conveying Machinery, 
Washing Machines, Hoisting Machinery, Trucks and Trailers, 
and of hundreds of other kinds of apparatus use Royersford 
Commercial Roller Bearings in their product. 


Perhaps there is someone you are dealing with every day who 
can use Royersford Bearings. Why don’t you look into it, and 
then write the details to us? 


Royersford Foundry & Machine Company, Inc., Box S, Royersford, Pa. 




















When writing to Advertisers please mention Mitt Supp.ies. 
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ueen City Opens Kentucky Division 


Cincinnati House Buys Supply Department of Lexington Mine & Mill 


Supply Co. and Starts Branch with George D. Liebel as Manager 


The Queen City Supply ( Cincinnati, one of the 
oldest and best know } | the Ohio 
valléy, ann bi of a Kent 


division 


following 








Lexit 

George D ( 
Suppls Cc 
manager of the Kentu diy n. Mr. Lie e 
the employ of the compa it an ea ue 
gone through every department of the busit 


during the World W: 
twenty-two months, saw considera 


was in the army 


western front and went into Germ 
of occupation. He was a city sale 


for two years prior to his promotior 


The Lexington Mine & Mill Supply ¢ 
of the supply business entirely, the Q 
purchased its stock, name and good w 
tinue its electrical and hardware lines a 
pany is incorporated. The Queen City > 
leased a building at the corner ot Mai 


streets as the home of its Kentucky 
approximately 40 by 100 feet in dimensi Jw 
stories in the rear and one floor only fronting Ma 
street. The building is of brick. The compa will 
operate the branch with a complete personne! ot 
“This will not change our distributing territory 
great deal, for we have always solicited business in 
Kentucky and Tennessee,” stated Lawrence G. Puchta, 
vice-president of The Queen City Supply Co. “We have 
found, however, in later vears that it is necessary for 
us to have the merchandise near the consumer, thus our 
branch in Dayton and now the one in Lexington. 
“Kentucky and Tennessee will be solicited by our 
Kentucky division. Orders will be filled by the branch 
whenever it is possible to do so, and where this is im- 
possible the orders will be sent to our main office for 
attention.” 


‘ompany’s Dayton branch was opened two years 
ago uncer the management of W. T. Wroe. The com- 
pany covers a radius of approximately seventy-five miles 
from that branch (with the possible exception of south) 
on contractors’ supplies and equipment. The company’s 
mill supply salesmen who radiate from the Dayton 
office are under the supervision of that office, but sell 
from the Cincinnati office. 

The Queen City Supply Co. had its incipiency in the 
firm of Perkins, Livingston & Post, which was organized 
» railroad and machinists’ supplies, and 

| telephones and electrical equipment. 
was changed to Post & Company, 
ut twenty-five years. George 

d organized The Queen City 


LQG 









S d the supply department 
the company, a former 
n leading figures in the 
* has been active as a 
ply and Machinery Dis- 
t a former president of that 
( r of the advi ‘ board. Mr. 
| | As ion members 
0 suncil, and was char- 
‘mer president of the 
S ~ * Association, at 
he M Supply 
C Pu a vice- 
tt . 
)p Db Ss 
‘ W. EF. Butle 
i Ka e} 
"T 
at ° 2 
(QUE 
FACTORY 
MINES - ' 
“ay ™ QUE a 
= SUPPLIES sg : ( S KENTUCRY 
ENLITY UPPLY Co" 
i 
LEAINGTON ) ( Q 
Tennessee and West Vi a ng mill, mine, 
machinists’, railwa and " supplies and 
machinery. It has a str ( actors’ supply depart- 


ment, with twelve experienced sales engineers. Among 
the interesting features of the house are a service de- 
partment for any type of repair work contractors may 
need, a rental equipment section, modern pipe shop for 
special and general service, a department giving expert 
engineering advice on gravel plant equipment, and new 
sales and display rooms at the main offices, as well as 
at the warehouse. 
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Welcome as measles | 
in an army camp! 


* 1? 0 * * Crack-Slam-Bang! 
“Another hand truck repair bill—they’re 
always busted up!” 


The Bad News about hand truck repairs comcs 
around too often in most plants. 


ool 





Settle the truck repair problem for your customers 
by supplying them with Anchor Trucks—built to 
stand the gaff of hard usage 365 days in the year. 
Steel throughout. No wood to splinter or break. 
Practically nothing to get out of order. 


A wide variety of types. Write for Catalog 101. 


ANCHOR POST FENCE COMPANY 
9 East 38th St and York, N. Y. 


Left Hand Off-Set Tool Right Hand Off-Set Side 
Tool 


AW Steel Sell COMPLETE SETS of 
y ee ARMSTRONG Tool Holders 
TRUCKS 


—and Increase Your Profits! 





Tool Too 





































Shop foremen and superintendents 
are rapidly becoming sold on using the 
complete ARMSTRONG Tool Holder 
System instead of just a few scattered 
tool holders. Others who have been 
using the System are ordering Com- 
plete Sets for each machine. 





We suggest that you check over 
your stock of ARMSTRONG Tool 
Holders now, so you can immediately 
supply the demand and get the bene- 
fits of the steadily increasing use of 
the ARMSTRONG System. 


* For bigger and more profitable sales 
—push Complete Sets! 


Write for Catalog B-27, showing 
the Complete ARMSTRONG Line 
with descriptions, sizes, prices, etc. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


305 No. Francisco Ave. 
CHICAGO, U. S. A. 


? 























Whi writing t \dvert rs please mention Mitte Suprritrs 
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RE A AS SE HO IE PCO A BO 


When the Real Buyer is Concealed 


Some Suggestions as to Breaking Down the Sales Resistance of the 
Power Behind the Throne—He Is Often the Shop or Production Manager 


FRED COUNTERMAN 


Just how it will come out I do not know, but I am 
optimistic enough to believe I shall get the order I want. 

It isn’t a case of selling mill supplies, but of selling 
equipment for an insurance office. There is Joe Gurney 
(not his real name), a mighty good fellow, a business 
builder, who has his insurance company’s business grow- 
ing rapidly under his wise management. The company 
is moving into new quarters, and requires considerable 
additional filing space, involving a purchase of document 
files or flat filing units. 

After going over his proposition and getting the in- 
formation, I agreed to have drawings and prices ready 
for him in a short time. And then I could not help sug- 
gesting that by adopting a more modern system he would 
get his whole policy filing plan on a better basis. The 
details don’t matter, but the new plan would involve 
changing the present method of work done by the typists, 
and several days of work in readjustment. 

And that is where I went up against what many a 
mill supply salesman goes up against. I sold Joe on 
the idea of making the change, showing him that it 
would save him money in equipment expense, and that 
it would in the end save a considerable sum by making 
the office work easier and simpler and faster. But when 
he called in the head of the office force, a competent 
young woman in charge of the whole present system, I 
was in trouble. The woman declared that she was for 
any improvement in system, but she could think of objec- 
tions to the change faster than I could dispose of them, 
even though they were not valid. 

As I see the proposition, Joe favors making the change. 
The office woman opposes it because it is a change and 
necessitates a lot of trouble now to save trouble and ex- 
pense later on. Hers is the attitude we often encounter 
in selling. It is that of the buyer finding every possible 
reason for not buying instead of trying to find out how 
it would be an advantage to buy. 

In this particular case I think I have the matter 
cinched, since Joe has agreed to visit two or three really 
big insurance offices where they are using the system I 
advocate for him and where he will be told that his own 
method is antiquated. When he gets around he will ap- 
preciate the fact that he cannot allow the future of the 
office to be entangled by the present disinclination of his 
office manager. 

But it is not always that simple. 


In this case, if I 
fail to sell the equipment 


for the change, I shall sell 
equipment for developing the old system further. I win 
either way. In most cases there is no alternate sale. 
You convince the subordinate or you lose out. Plenty 


of men in the position of buyers, convinced though they 
may be of the advisability of making a change, will not 
go against the ideas of some shop boss they know will 
make all kinds of trouble if the change is insisted upon. 
The trouble comes not only from objections to the change, 
but from a continued determined effort, after the change 
is made, to show that it was a mistake. 

It is usually the elderly production manager or shop 
boss who fights the changes. He has always done things 


a certain way and change means bother. It may mean 


learning some job over again. It is likely to mean the 
necessity for giving a lot of special instruction to the 
men. All this looks a good deal more formidable than 
it will turn out to be, and the boss thinks up all the ob- 
jections he can. He is not thinking in terms of ultimate 
advantage. He is thinking in terms of immediate incon- 
venience. 
BREAKING DOWN SALES RESISTANCE 

I know a clever salesman, at least I think he is clever, 
who is selling to buyers of mill supplies, and he has a 
system of his own for getting around the possible ob- 
jections of the men who are likely to oppose a change. 
The installation of new machinery or tools means a con- 
siderable investment, and the making of a future con- 
tinuing customer. He can afford to spend some time in 
getting a buyer lined up. 

When he gets the proper official sold on the idea and 
finds that the production manager is going to be con- 
sulted and his opinion valued, he tells the official that 
he realizes that the manager is going to find objections, 
and that he will need to be sold on the idea, and suggests 
it may make the matter easier if the salesman be given 
a chance to approach the manager before the latter knows 
there is talk of making a change. 

Then this salesman sends some literature. He writes 
a few letters at short intervals. These letters, in effect, 
suggest. ‘You have seen a great deal of progress in your 
kind of work since you started, and you have found it 
necessary to discard certain methods because they have 
been superseded by better methods. And improvement 
is still going on and will continue to go on. Perhap 
your management will not think it worth while to make 
a change in such-and-such work, but we have a plan that 
would save the concern a lot of money and make your 
work simpler and easier to handle. I wish you would 
look over the enclosed printed matter and let me know 
what you think about it, how you think it would work 
out in your case.” 

Human nature is such that the man approached in this 
way will be pleased and interested. He will learn some- 
thing about the proposition, and as he takes it up volun- 
tarily, he seeks to see the advantages of the new propo- 
sition. It is easier to interest the man when the initia- 
tive is being put up to him, and if he can be brought to 
the point of suggesting that the new stuff be considered. 
you have him presenting to the management reasons for 
its adoption, not reasons against it. 

I realize that there is need for great tact and diplomacy 
before the salesman can bring matters around to the 
point where he can work in this way, but there are in- 
stances where the situation can be so handled. 

It is rather important that the employe who may op- 
pose a change in methods or in the make of a certain 
sort of product bought regularly, shall not be given a 
chance to express himself definitely in regard to the 
adoption of some thing new until there has been oppor- 
tunity to sell him on the idea. 

Such a man, once he has declared himself against the 
change, is very apt to stick stubbornly to his position. 
After he has said the plan would not work, he does not 





like to back down and thereby admit that he was mistaken 
in his opinion. None of us like to admit we are wrong. 

I have had a little experience with the kind of men 
who, having decided that their way was right, refused to 
change, or at least to admit any change of mind. They 


have been induced to accept my say so on certain work 
I wanted them to do, but with the distinct attitude that 
t would probably go wrong and that the blame would 


] 
i 
¢ 
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all entirely upon me. In that case I always accept the 
responsibility and tell them to go ahead my way. But 
selling is a different proposition and the buyer has to 
be converted in his own mind as well as in the seller’s 
mind. 

There are many instances in this day of strings of 
small plants operated under a centralized head, where 
the buyer for the organization is almost compelled to 
be guided by the recommendations of the man on the 
job, the boss in charge of the individual shop. In cer- 
tain sections, for example, there are strings or chains 
of creameries, or small plants for handling other prod- 
ucts, such as canneries, or grain elevators. Machinery 
is ordered as needed for each plant, and the man who 
knows when it is needed and what is needed is the man 
in charge of that plant. He may do no actual buying, 
but in effect he is the buyer. 

“Where are you headed for?” I asked a salesman the 
other day as we were parting in a hotel lobby. 

“Boomertown,” was the reply. 

“That’s the end of the world,” I told him. “I thought 
you hit only the big time towns. There isn’t anything 
at Boomertown, unless it’s a little country creamery.” 

“That’s it, the country creamery. There’s a creamery 
and a milk sugar plant there that are operated by the 
Soandso Company, and I got a tip that the company is 
going to make some changes in the kind of machinery 
they are using. So, as I travel along, I stop at every 
one of their plants and get acquainted with the boss and 
talk over the machinery proposition with him and try to 
sell him on my equipment, and generally I succeed. That 
means that when I come to a show-down with the buver 
for the organization, he has had half a dozen or maybe 
a dozen letters from different plant managers suggest- 
ing that the machinery I sell looks pretty good and might 
be the best kind to buy in making the contemplated 
change. Everything else being equal between me and 
the competing salesmen, I ought to get the business on 
the strength of the fact that the men out in the plants 
seem to favor my line.” 

This kind of visiting among the bosses of the different 
units of a string of plants is only missionary work, and it 
may or it may not pay out, but 
will do some good somewhere along the line. 
When the 


is necessary to 


the chances are that it 


buyer is not the buyer, in a certain sense, if 
sell the real behind the throne, 
that is what calls for ingenuity along with all the 
other qualities salesmanship demands. 


power 


and 
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THE TRIPLE CONVENTION 

For Many a Year What Was Said and Done on the 

*Noronic” Will Be Told and Retold 
some time the American Supply and Machiner 
Manufacturers’ Association has been sending out bulle- 
tins, headed “Little Talks with Mill Supply Men.” MILL 
SUPPLIES has frequently had the pleasure of reproducing 
them, and finds that one sent out soon after the Triple 
Convention, captioned “Forward March!” carries a mes- 
sage worth while. So here it is: 


For 


triple convention is over. It was the biggest success 
of our career. Everyone present wore a pleased and happy 


August, 1927 


expression. Every business man knew that good had been 
accomplished. The trade papers will give you the story of 
the talks and of the discussions. They were on broad topics, 
and were handled by men of outstanding ability. Mr. Good- 
win, who had back of him a big: success in the marketing of 
electrical goods, and whose experience as operating vice- 
president of the Society for Electrical Development stood him 
in good stead, not only started several conflagrations, but 
threw on the additional gasoline that kept them flaming. 
Men got up on their hind legs and talked like men. Alto- 
gether it was our least lady-like convention. 

As we all know, the profitable production and sale of mill 
supplies is not an easy way of making a living. It appears 
that we have lived through unnecessary grief because we have 
not scrutinized our industry through the eyes of an out- 
side trained observer. In the first place there is a lack of a 
book of definitions, so that two men who thought they were 
arguing about the same thing were actually talking about two 
different things. To one man “distributor” means the firm 
or person who takes a factory’s output for a state or a 
definite territory; to another it means a man who may be 
a combination “jobber-retailer.” 

Discussion brought out the possibility that one manufac- 
turer may be carrying a burden not his, because the re- 
tailer or the jobber insists on selling certain staples at less 
than full cost, which means that the manufacturer of a profit- 
able article has to do more than his share in keeping the mill 
supply merchant going. 

The best part of the convention 
Way. 


was that action is on the 
A Mill Supply Council was formed, with five men from 
each of the three These will be at 
work formulating a code of practice. They have a big job 
ahead and will Will you 
send your ideas? 


associations. men soon 


need assistance. 


will forward them. 


suggestions and 
This office 
Of course 


that is 


there is to be 


all settled. 


a triple convention next year; 
If you were on board the Novonie you know, and if you 
that the voyage 
Constructive action is on the way! 


were not you will now know convention 


+ 


start 


ted something. 
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\eroplane Rides Provided 

At the recent Automotive Equipment Association con- 
vention in Portland, Black & Decker 
their taking 
a trip to the clouds. A. F. 
Decker Mfg. Co., 


Oregon, gave a real 


thrill scores of members and Wives by 
lesired for 
lack & who covers 


‘tively connected 
itv, piloted the plane 
altitude of about three 
obtained an excellent view 
mountains. This was the first 
aeroplane ride for many of the members and their wives, 
and, for this reason, the occasion will be long remem- 
bered. Those in attendance at the convention from The 
Black & Decker Mfg. Co. were R. W. Procter, sales 
manager; M. A. Johnson, Pacific Coast manager; R. W. 
Somerville, Canadian manager; A. F. Roth, H. G. Ratz, 
and C. R. Bodemann, salesmen. 


» all 
ere thev 


( y snow-capped 











MANY INDUSTRIES HAVE DISCOVERED 
THE ECONOMY AND DEPENDABILITY OF 
“AMERICAN” PRESSED STEEL TRUCKS 


A LARGE USER SAYS: 


“Weare very pleased to say that these‘American’ 
Trucks have proven more than satisfactory. 
The writer took particular notice of one of 
them the other day and examined it to see how 
many bolts and nuts were missing as is usually 
the case after the truck has been in service fora 
few months. We are happy to say it is all 
intact and is in the same condition as it was 
at the time it was received, with the exception 


of its complexion which is disturbed slightly 


here and there.” 
1U CI 


AMERICA 
“Light as Wood and Twice as Good”’ 
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The Stevedore Has Met His Match— 
It’s the All-Steel, All Red “American” 


N the past—whenever a stevedore 

and a hand truck started out to- 
gether—there was never a doubt 
about the outcome. Sometimes it 
was swift and sure; at other times, 
a longer, more drawn out misery 
attended by frequent layups for 
repairs. 


Painful experiences for the trucks 
—but even more disastrous to trans- 
portation budgets. 


Something had to be done and 
the American Pulley Company, 
specialists for years in pressed steel 
construction, did the obvious thing. 
They designed an all-steel*, lock- 
bolted hand truck, stronger than the 
roughest stevedore service—yet no 
heavier than wood and even better 
balanced. 


They built this truck, and nine 
other smooth running models, scien- 
tifically designed to serve every ordi- 


nary truck transportation need, and 
sent them out into many industries 
where these pressed steel trucks 
demonstrated their merit. 


And on the heels of approval has 
come demand—the most conclusive 
evidence of merit. A demand that 
has caused, in a relatively less good 
business year (1927), an average 
monthly rate of sales in the first 
quarter, 50 per cent greater than in 
1926. In individual cases, where 
decided interest and effort has been 
exerted on the part of the dealer, 
startling and gratifying results have 
occurred proving conclusively the 
salability of the article and its value 
as a merchandising account. 


Whether you use or sell hand 
trucks, it will be well worth your 
while to know more about the 
‘‘American” line. A letter or wire 
will bring further information. 


THE AMERICAN PULLEY COMPANY 


Makers of Steel Split Pulleys, Pressed Steel Shaft Hangers, 


*Wooden hand grips 


for comfort 


MERICA 


PRESSED STEEL 


TRUC 


PATENTS PENDING 


Pressed Steel Hand Trucks and Pressed Steel Shapes 
4200 Wissahickon Ave., Philadelphia 








cs 


PATENTS PENDING 
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CKS 


“Built to Wear Without Repair” 
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This year marks the one hundredth anniversary of 
the founding of the Joseph Dixon Crucible Company, 
Jersey City, N. J., manufacturers of graphite products, 
for it was in October, 1827, that the late Joseph Dixon, 
founder of the company, started making crucibles and 
other articles from plumbago, or graphite, in 
Mass. 


Salem, 


Mr. Dixon’s first invention was a machine for cutting 
files. He then turned to printing, and, finding it neces- 
sary to make his type and engravings of wood, soon 
became skilled in wood carving. Then came experi- 
ments in the melting of metals for making type, and 
this aroused his interest in developing a crucible capable 
of withstanding the heats required in such work. 

The attention of Mr. Dixon was first called to graphite 
by a discovery of this mineral on a New Hampshire 





GEORGE T. SMITH a. 
President 


SCHERMERHORN 
Vice-President 


farm. Realizing, however, that this supply of graphite 
did not assure quantity and quality, he arranged with 
sea captains sailing to the Far East to stop at Ceylon 
on their return trips and pick up a small tonnage of 
graphite for his use. Thus commenced the business ot 
the Dixon company. Today the company manufactures 
in a big way black lead crucibles, graphite paints, flake 
graphite, graphite cup greases, pipe joint compound, 
waterproof graphite grease, stove cement, solid belt 
dressing, graphite brushes, boiler graphite, carburet of 
iron stove polish, cycle chain graphites, graphite foundry 
facings, and pencils, crayons, erasers and penholders; 
and practically the only products which do not contain 
graphite are rubber erasers, solid belt dressing and some 
of the crayons. 

The business established for the manufacture of plum- 
bago crucibles and other plumbago products in Salem by 
Mr. Dixon in 1827 was continued by him for many years. 
In 1847 the business was transferred to Jersey City, 
N. J., and later a partnership was formed between Mr. 
Dixon and J. H. Gautier. This partnership was dis- 
solved March 1, 1858, and a partnership between Mr. 
Dixon and his son-in-law, Orestes Cleveland, formed, 
under the name, Joseph Dixon & Company. 

The Joseph Dixon Crucible Company was organized 
March 11, 1868, by Messrs. Dixon and Cleveland, and 
Daniel T. Hoag, Michael S. Allison, Joseph McCoy, 
Jeremiah Bb. Cleveland, Job Falkenburgh, David Smith 
and William L. Dickinson. Orestes Cleveland was 
president; John A. Walter, secretary, and J. B. Cleveland, 
treasurer. The new corporation acquired the business 
previously conducted by Joseph Dixon & Company on 
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Dixon Company a Century on the Job 


Big Jersey City, N. J.. Organization, Manufacturer of Graphite 
Products, Was Founded by the Late Joseph Dixon in October, 1827 


March 2, 1869. 
died. 

Joseph Dixon, scientist, inventor, chemist and 
sociologist, was included in the late Elbert Hubbard’s 
published list of “Twenty Men Who Have Practically 
Made the Civilized World What It Is Today,” and he 
was emphasized by Mr. Hubbard as a man whose work 
profoundly influenced civilization. 

On January 4, 1881, the Joseph Dixon Crucible 
Company was placed in the hands of Edward F. C. 
Young as receiver, and was operated by him in that 
capacity until August 1, 1890, a period of more than 
nine years. At that time the receiver, by decree of the 
court of chancery, returned the property and affairs 
of the company to the owners, the creditors having been 
paid the principal of their claims and interest at six 


This was the year in which Mr. Dixon 


HARRY DAILEY 


Secreta ry 


WILLIAM KOESTER 


7 reasurer 


per cent per annum. This was the most phenomenal 
financial achievement in receivership in New Jersey up 
to that time. Mr. Young was subsequently elected a 
member of the board of directors and chosen unani- 
mously by the board as president of the company. 
John A. Walker was vice-president and treasurer, and 
George E. Long, secretary, at that time. Under Messrs. 
Young and Walker this business, with a splendid foun- 
dation, but comparatively small, was developed into a 
nationally recognized industry. 

Mr. Walker continued as vice-president and treasurer 
until his death, May 3, 1907, when George T. Smith 
was elected vice-president: Mr. Long, treasurer, and 
Harry Dailey, secretary. Upon the death of Mr. 
Young, December 6, 1908, George T. Smith was chosen 
president; William H. Corbin, vice-president, and J. H. 
Schermerhorn, assistant treasurer. Mr. Long was 
elected vice-president following the death of Mr. Corbin, 
September 25, 1912, to fill the unexpired term, and Mr. 
Schermerhorn was chosen treasurer. An additional vice- 
presidency was created April 16, 1917, and Mr. Scher- 
merhorn was elected to fill that office, William Koester 
being chosen to fill the office of treasurer. left vacant 
through the advancement of Mr. Schermerhorn. Mr. 
Long retired as vice-president in April, 1920, but con- 
tinued as a director until his death, May 21, 1924. 

Present officers and directors of the Joseph 
Crucible Company follows: George T. Smith, 
president; J. H. Schermerhorn, vice-president; Harry 
Dailey, secretary; William Koester, treasurer; John I. 
McComb, assistant secretary; H. A. Armstrong, 
assistant treasurer; G. F. MacOmber, assistant secretary 
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and treasurer; directors—Edward L. Young, George T. 
Smith, Harry Dailey, J. H. Schermerhorn, George F. 
Perkins, John M. Enright and Horace K. Corbin. 

The outstanding feature of the administration of 
George T. Smith as president of the company has been 
increased consideration for the human element in day-to- 
day operations. Mr. Schermerhorn, the vice-president, 
has made himself a recognized force, not only in his 
own company, but throughout the industries his cor- 
poration serves. The other officers, executives and em- 
ploves of the company, combine with Messrs Smith and 
Schermerhorn, to form a highly efficient organization. 
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President Smith is authority for the statement that 
on December 31, 1926, the Joseph Dixon Crucible Com- 
pany owed nothing (no bonds, no notes, no acceptances, 
no open accounts) except its liabilities to stockholders. 

In commemoration of the anniversary a handsome 
booklet, entitled, “A Tale of Yesterday, Today and To- 
morrow,” by Floyd W. Parsons, well known writer, was 
published. To this booklet and the letter of President 
Smith to the stockholders at the last annual meeting, 
which appeared in Graphite, published by the Dixon 
company, MILL SUPPLIES is indebted for the material 
contained in this article. 





Supply House Has Side Line 


Nashville Company Sells Refrigerators—New Superintendent Named 


The Nashville Machine & Supply Co., Nashville, Tenn., 
is successfully conducting a refrigerating department. 
Although this department is entirely separate from the 
mill supply department and the company finds that the 
regular mill supply salesmen cannot sell initial installa- 
tions of refrigerating equipment, the latter take 
orders on accessories and supplies. 

“The selling refrigerating plants of 
medium sizes offers machinery distributors a very good 
opportunity to increase their profits by taking on a line 
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business of 
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M. T. GOSSETT 


which carries with it a larger profit than ordinary ma- 
chinery carries and does not require any heavy invest- 
ment and capital in stock,” stated T. C. Keeling, presi- 
dent and treasurer of the company, and newly elected 
president of the Southern Supply and Machinery Dealers’ 
Association, in reply to an inquiry from MILL SUPPLIES. 
“Tt does, however, require trained sales engineers, care- 
ful supervision of credits extended and the extension of 
fairly long terms. 
“We agents for 
manufacturers of ice 


are one of the largest and oldest 
and refrigerating equipment in 
this country, and we have found them willing in every 
way to co-operate with their distributors by giving ex- 
clusive territory and effective sales help. The interest 
of the general public in refrigeration of all kinds has 
increased tremendously in the last few years, and the 
possibilities for the sale of medium size refrigerating 
plants is really very large. Practically no community of 


any size can exist today without refrigerating plants, 
and their uses are multiplying. 

“We cannot sell initial installations of refrigerating 
equipment through our regular salesmen, as they know 
nothing about the business, and we conduct our refrig- 
erating department entirely separate from our mill 
supply department. The regular salesmen, however, can 
take orders for such things as ammonia fittings, am- 
monia pipe and other supplies from customers whom 
they formerly could not sell.” 

M. T. Gossett, for the last four years sales engineer 
of refrigerating equipment at the Memphis branch of the 
United Iron Works, Kansas City, Mo., has recently been 
appointed superintendent of the refrigerating depart- 
ment of the Nashville Machine & Supply Co. 

Mr. Gossett is a native of Dickson, Tenn. After com- 
pleting his studies in the Dickson high school, he entered 
the employ of the Memphis Engineering Company, Mem- 
phis, refrigerating engineers, and was with that com- 
pany for two years, erecting refrigerating equipment. 
Later he went with the Hoosier Ice Machine Works, 
Evansville, Ind., resigning after two years to accept the 
position with the United Iron Works. 
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San Francisco Houses Unite 
Two San Francisco houses, the Scovel Iron Store Co., 
distributors of heavy hardware, iron and steel, and the 
Waterhouse & Lester Co., distributors of machine tools, 
machine shop, garage and automotive supplies, have con- 
solidated under the name, Waterhouse-Lester-Scovel Co. 
The new company is located at the old Waterhouse & 
Lester address, 540 Howard street. Officers are as 
follows: George S. Scovel, chairman of the board; S. W. 
Waterhouse, president and treasurer; G. H. Scovel, vice- 
president and general manager, and A. W. Hanson, secre 

tary. Norman F. Hindson is sales manager. 
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Addition to Chicago Plant 

Arthur Harris & Co., Chicago, have just completed an 
addition to their plant at 210-218 North Curtis street. 
The plant extends from Curtis to May streets and con- 
sists of three departments—the coppersmith shop, bronze 
foundry and float department. The new section will allow 
extension and rearrangement of the float department. 
New equipment has been installed that will increase the 
output. This company was established in 1884 under 
the name of Geo. P. Harris & Bro. In addition to floats, 
bronze castings and general copper work for various in- 
dustries, vacuum pans and other milk plant equipment 
have been from the first among the company’s products. 
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Business That Started in a Kitchen 


That Is Where the Founder of Samuel Harris & Co. Started His Business in 


Chicago—He Made Small Tools, Engines, Boilers and Speed Indicators 


MARGERY BEEM 


Many interesting stories have been told of Samuel 
Harris, founder of the house of Samuel Harris & Co., 
Chicago, but none of them so revealing as the tales he 
recorded in the “Personal Reminiscences of Samuel 
Harris,” published and copyrighted in 1897. His father 
was graduated from Darthmouth in 1826 and moved to 
Rochester, Mich., in 1837, when Samuel was a year old. 
The boy was ever interested in mechanics, and when 
12 years of age made a working model of a steam engine, 
all of brass. The cylinder was of 2-inch stroke and 
three-quarters inch bore. It drove a small lathe which 








SAMUEL HARRIS IN 1896 


Harris made. With this outfit he did sewing 
machine repairing and gun work. In the late ’60’s he 
patented this engine as ‘Harris’ Rotary Steam Engine.” 

From 1852 until 1862 Harris worked in various ma- 
chine shops, became a locomotive engineer and operated 
a foundry and machine shop at Rochester. In August, 
1862, he became second lieutenant of Co. A, Fifth Michi- 
yan Cavalry, and served with the Fifth until December, 
1864, when he was honorably discharged on account of 
wounds received in various actions, and general dis- 
abilities resulting from incarceration in Libby and other 
Southern prisons. He had earned a first lieutenancy. 

Harris remained in Washington after his discharge, 
became a claim agent, patented his rotary engine, and 
in 1868 operated a small factory for its manufacture, up 
to four horse power. In 1870 he invented and manu- 
factured what he called the “porcupine boiler.”” It was 
made of a tube about six inches in diameter, with smaller 
tubes sticking out all the way around, and up about 
two-thirds the length of the large tube. This was placed 
in a sheet iron casing. Fire was built under the tubes, 
which were filled with water. 


voung 


Mr. Harris moved to Chicago in 1873, and began the 
manufacture of small power engines and boilers and 
made money for a time, but later lost the business as 
a result of costly legal entanglements caused, he stated, 


by an unfortunate partnership. He then began the 


manufacture of speed indicators, governors and small 
tools in the kitchen of his home, using the small lathe 
he made when but 12 years of age. 

The romance of big things that came from small be- 
ginnings can have no better illustration than in this 
story of Samuel Harris. In 1877 he leased a store and 
factory building at Canal and Washington streets. Here 
the story continues, with L. A. Clark, president of 
Samuel Harris & Co., as the narrator. In 1898 the com- 
pany erected its present home on Clinton street. The 
business grew and prospered because, as Mr. Clark said: 
“Mr. Harris knew his business.”’” Mr. Harris died in 
1920 at the age of 84, and Mr. Clark, then general man- 
ager, was elected to the presidency. 

“What were the outstanding characteristics of the 
Harris Company?” I asked. “The same then as now,” 
said Mr. Clark, “service and quality. Mr. Harris was 
conservative to a degree when it came to unnecessary 
and unjustified expansion, but he was not too cautious 
to back with tools and credit many a young man whose 
only capital was skill and industry. Twice he lost all 
he had from unfortunately selected partners, but the 
friends he had helped stood back of him and he started 
over again.” 

From a kitchen store the business has grown until 
it now handles thousands of items. 

“Wherever there is a wheel that turns,” said Mr. 
Clark, “‘we are needed. We not only sell machinery parts 
and tools, but service as well. Our salesmen, who are 
trained from the ground up in mechanics, can often show 
a customer how he can get more service from his 
machinery and tools. Perhaps he is using an expensive 
speed steel tool, where a carbon one would do just as 
well. Perhaps he has forgotten or overlooked the care 
or use of some part of his shop. Our salesman will 
be there to help him.” 

“What are the most important changes in the mill 
supply business since Mr. Harris started in?’ I asked. 
“IT might name a number of things,” he answered. 
“There is the introduction of high speed steel, which 
doubles the life and service of a tool. There is the intro- 
duction of direct drives on individual machines, instead 
of deriving energy from one central power. And then 
there is the coming of the automobile, and the springing 
up, almost over night, of the thousands of garages which 
need our wares.” 

Mr. Clark was sturdily optimistic about the business 
outlook. ‘The Mississippi flood is bound to affect all 
parts of the country,” he said, “but on the other hand 
there will have to be a replacement of all that has been 
destroyed, and the mill supply houses will have their 
share. 

“If the distributors of machinery and tools would 
work together, if they would reduce overhead by 
eliminating the costliness of long distance and frequent 
deliveries, the slack from wartime overproduction would 
soon be taken up. I can see nothing but good times 
ahead. Not a boom, mind you. We don’t want that, 
but do want a steady increase in prosperity that depends 
on the wheels that turn.” 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 
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impossible, are now proven tacts. 
A patented feed and distributing system found ovly in 
hi jesign establishes and maintains the perfect oil film. 
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The Hill Clutch Machine & Foundry Co. 
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Simplification in a Hardware House 


Lines Carried, Territory Covered and Customers Served Were 
Reduced and Net Profits Increased Notably, Winning Essay States 


During one of the meetings of The National Supply 
and Machinery Distributors’ Association on the Noronic, 
Former President B. H. Ackles called attention to an 
article, or essay—‘Applying Simplification to a Business 
as a Whole’—written by L. H. Bronson, of Bronson & 
Townsend Co., New Haven, Conn., hardware jobbers, 
which won first prize in a contest conducted under the 
auspices of the Division of Simplified Practice of the 
Department of Commerce. Copies of this article have 
been mailed to members of the association by the secre- 
tary’s office. 

Mr. Bronson stated that perhaps it was the war which 
caused his firm to begin a serious study of the entire 
problem of distribution, which they did during the clos- 
ing months of the great conflict. At about this time they 
came to see that none of the three factors of distribu- 
tion made a real profit until the consumer had purchased 
a piece of merchandise and used it to his own satisfac- 
tion, also that the consumer must be cultivated. 

“Although we were confident that the manufacturer- 
wholesaler-retailer plan of distribution was able to take 
care of the consumer’s hardware requirements more 
economically than any other method could, we recognized 
that wastes and loose methods had crept into our dis- 
tributive machinery,” he wrote. ‘‘As is always the case, 
the consumer was paying for this waste. * * * It 
might be possible that the consumer would be willing to 


pay a little something extra because of the superior 
services our method gave him, but we knew that we 


must be sure not to charge more for any service than 
it was worth, nor to make use of any service which cost 
the consumer more than he would be willing to pay if 
he were to know its direct cost. In other words, we 
felt sure that the manufacturer-wholesaler-retailer 
method of distribution would have to demonstrate to the 
consumer that it economical as other methods 
which might be developed if it were to have his (the 
consumer’s) continued and loyal support.” 


Was as 


The first thing the company did was to eliminate from 
the operating end of the business everything wasteful 
and inefficient, and it did succeed in making its business 
machine operate at much and with 
efficiency. At about this time Secretary of Commerce 
Herbert Hoover brought out his plan of simplification 
and elimination as applied to manufacturing, and the 
heads of the Bronson & Townsend Co. came to the con- 
clusion that this plan could be worked in a business. 

The company began working it 
careful study of its customer list. Records showed that 
any ordinary order for than $15 worth of mer- 
chandise was unprofitable; that an order running from 
$15 to $25 in value was profitable or unprofitable, de- 
pending largely on the amount of selling time used and 
the class of merchandise sold, and that an account which 
averaged under $50 a month and was made up of orders 
which averaged less than $15 per order was unprofitable. 
Using these figures as a basis, the company found that 
734 of its 1.464 accounts were unprofitable, and that of 
these 734 unprofitable accounts more than 90 per cent 
were merchants who carried no general line of hardware, 
but put into stock certain items to expand their sales, 
these accounts being detrimental to the interests of the 
company’s natural customer, the established retail hard- 
ware merchant. 


less cost 


greater 


out by making a 


less 


The next problem taken up was that of sales territory. 
Although they had sold in what they thought was a 
compact territory and one fairly economical to travel, 
they found upon thorough investigation that the cost 
of selling varied from just over 2 per cent to as high 
as 15 per cent. Knowing that any territory with a sell- 
ing cost of more than 6 per cent charged against it was 
unprofitable, they eliminated that part of their territory 
which cost materially over that amount to cover. 

They then studied their stock with a view to deter- 
mining what lines and variety of merchandise they 
should carry. In order to take care of the reasonable 
requirements of the retail merchants they were trying to 
serve, they were obligated to carry some hardware lines 
that were unprofitable, but they did not feel it was 
necessary to carry more than one line of the same kind 
and grade. Making the decision to carry but one each 
of these lines, they tried to choose those most favorably 
known in the territory. When the company started in 
on its plan of elimination, 10,000 items were being 
carried. When the officials got through they had re- 
duced this number to 7,000. 

“We endeavored to accept our full responsibility 
toward the manufacturer by co-operating with him in 
the development of his own sales policies,” wrote Mr. 
Bronson. ‘We made a point of selling the manufac- 
turer’s name as well as his merchandise, and refused 
to sell under our own label. In determining the variety 
of each line we should carry we depended on a perpetual 
stock inventory which we had kept for years. This 
record showed not only the quantity of each item sold 
but also the number of It seemed only reason- 
able to us to refuse to continue to carry in stock items 
which had not sold at least three times during the pre- 
vious year. This was the rule which we applied to 
strictly hardware items. Non-hardware items we con- 
tinued to carry only when they could be sold at a profit. 
In other words we did not feel that there was any obliga- 
tion on our part to carry non-hardware items unless 
their sales resulted in a net profit to us. 

“Necessarily it took some courage to put into effect 
some of the plans which our investigation seemed to 
prove were sound. We had, however, at the beginning 
that we would follow along where sound 
economics and sound morals appeared to lead, believing 
that adequate profits would result. The fact that our 
business was. not large and was under thorough 
control made it possible for us to use it as an experi- 
mental laboratory much more safely than could have 
been done in the case of a larger business. And yet I 
must confess there were many times when I almost 
questioned the wisdom of our decisions. Necessarily 
there is no point when it can be said that plans such 
as we are following have been completed but we have 
already gone far enough to know that they are success- 
ful, and presumably the farther we go the more suc- 
cessful they will prove to be.” 

The net results of the process of elimination were 
that 56 percent of the company’s customers were 
eliminated, 28 percent of the territory and 31 percent 
of stock items. There naturally has been some decrease 
in gross sales, but the volume of net profits increased 
25 percent in three years and the percentage of net to 
sales increased 68 percent. 
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Can You Control Your Retail Price? 


If You Read the Anti-Trust Laws and Various United States Supreme 
Court Decisions, You Will Know You Do Not Know Where You Stand 


ELTON J. BUCKLEY 


A manufacturer in Davenport, Iowa, wrote me as fol- 
lows: 

“We manufacturers selling direct to the retail 
trade and we have had much trouble in the past through 
our line getting into the hands of cutters and becoming 
discredited with the general trade, who we find are quick 
today to throw out an article which some cutter has de- 
pressed so much that it is not possible to sell it at a 
profit. We have tried various plans for protecting the 
trade from the cutter by keeping our goods out of the 
hands of any dealer who will not hold to our idea of 
a fair-selling price. This has worked to some extent, 
but not satisfactorily, and we would like your opinion 
as to what a manufacturer can do to fix and hold the 
price at which his goods are to be sold. We have fol- 
lowed to some extent the decisions of the supreme court 
on the subject, but of course have no clear view on the 
subject. Is the manufacturer helpless against the cutter 
today or is there anything he can legally do to pre- 
serve his good will?” 

It must be admitted that from the standpoint of this 
manufacturer, or any seller, the condition of the law 
is today very unsatisfactory as to the length to which 
the manufacturer may go to protect his price against 
cutters. The United States supreme court has spoken 
several times on the subject, but it has not cleared up 
the crucial doubt in the case, which as I pointed out in 
a previous article, is as to what amounts to an agree- 
ment (which is forbidden) between a manufacturer and 
his customers to hold to a certain price. 

Perhaps I can make the situation clear by the follow- 
ing analysis: 


are 


1.—The United States Supreme Court has ruled that 
a manufacturer is not guilty of violating the law when 
he simply refuses to sell to others, and he may there- 
fore refuse to sell to dealers who will not sell his goods 


at the price which he has fixed for their resale. ( Beech- 
Nut Packing Co. case. ) 

2.—The United States Supreme Court has also held 
that if the manufacturer has no purpose to create or 


maintain a monopoly, there is nothing in the law to 
take from a manufacturer, if he is engaged in a purely 
private business, the long-recognized right to exercise his 
independent discretion as to parties with whom he will 
deal, and he may announce in advance the circumstances 
under which he will refuse to sell. To make it still 
clearer, he may say to the retail trade, “My goods cost 
vou $1 per dozen, I think you should resell them at $2.00 
per dozen, and I will not sell to anybody who will not do 
that.” (Colgate case. ) 

3.—The United States Supreme Court has also ruled 
that a manufacturer may not go any further than this. 
He may not, by contracts or combinations, express or 
implied, unduly hinder or obstruct the free and natural 
flow of commerce, nor can he restrict competition by 
agreements between himself and his customers to hold 
to a certain price. (Beech-Nut case.) 

4.—The United States Supreme Court has also ruled 
that agreements between a manufacturer and his whole- 
salers or retailers, by which the manufacturer seeks to 
maintain resale prices, and to prevent price-cutting by 


wholesalers or retailers in their sales of the manufac- 
turer’s products, are violations of the law. (American 
Tobacco case. ) 

5.—The United States Supreme Court has also ruled 
that an actual contract between a manufacturer and his 
customers to hold to a price, which is forbidden, need 
not be written, or even oral, or even express; it may be 
implied from a course of dealing or other circumstances. 

From the above on there is nothing to guide in the 
application of this. Take a manufacturer who tells re- 
tailers he will sell only to retailers who will hold his 
price. The retailers who orders knowing of that con- 
dition practically promises that he won’t cut, doesn’t he, 
and if he does that he and the manufacturer have prac- 
tically made an agreement, haven’t they? Where is 
the line between the manufacturer’s right to fix a retail 
price and to refuse to sell retailers who won’t keep to it, 
which is conceded, and the agreement, express or implied, 
between the manufacturer and the retailer to hold the 
price, which is forbidden? There is no light on the 
subject from the United States Supreme Court and very 
little from other courts. 

To sum it up, the only thing which a manufacturer 
can safely do today in order to hold his retail price up, 


is to tell the trade what he thinks it ought to be and 
then cut off anybody who cuts below it. 
— ¢—~=@ 4 - 
S.J. DONOVAN MAKES CHANGE 
Sells Interest in Donovan Packing & Rubber Co.. and 


Opens Factory in Chester. Pa. 
S. J. Donovan, formerly president of the Donovan 
Packing & Rubber Co., Inc., Philadelphia, manufacturers 
of steam and hydraulic packings, has sold his stock in 
that company to T. Brennan, secretary and treasurer, 
and is now operating a factory under the name, S. J. 
Donovan, at 310-16 Patterson street, Chester, Pa. Mr. 
Brennan is now president of the Donovan Packing & 
Rubber Co. Aside from Mr. Donovan, the personnel of 
the organization, both in the factory and on the 
force, remains the same as formerly, he states. 
Mr. Donovan is manufacturing not only a complete line 
of packings of the fibrous duck and rubber types, but 
also metallic packings of all types. The Chester plant 
is of up-to-date construction, with daylight on all sides, 
and, according to Mr. Donovan, has the most modern 
equipment, which is spread over one floor to avoid the 
necessity for re-handling raw materials. Mr. Donovan 
states that he plans to distribute exclusively through 
jobbers. 
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Cineinnati House Moved 


The Wm. T. Johnston Co., Cincinnati, has moved from 


Third and Vine streets to 210-214 Vine street. This 
company is a distributor of factory, mill, mine and con- 
tractors’ machinery and supplies, and covers Ohio, 


Indiana, Kentucky and West Virginia with sixteen sales- 
men. William T. Johnston is president and business 
manager of the company, which was established in 1886. 
H. H. Johnston is vice-president and treasurer, and 
William T. Johnston, Jr., secretary and buyer. 
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When you place a Kalamazoo covered 
catalog in his hands you have given him 
the means of maintaining a neat attrac- 
tive catalog—sheets are held as securely 
as they would be in a bound book yet 
they may be easily and quickly changed. 
Kalamazoo covers have a finished attrac- 
tive appearance which is retained through 


years of service. 


If you are planning on getting out a new 


catalog—write us. 


KALAMAZOO LOOSE LEAF BINDER CO. 


Factories at Kalamazoo, Mich., and Los Angeles, Calif. 
Sales Offices in Principal Cities. 
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THe WOOD SHOVEL AND TOOL CO. piqua omo.usa 


IGHTY MILES of granite spalls represent quite an 

excursion for a shovel blade. How much farther 
the H. K. Wood's Mo-lyb-den-um Steel Shovel blade 
would have gone, without giving a trace of inclination 
to fracture, seemed an unnecessary part of a trip on 
which the other makes of shovels that started out broke 
up under the strain of one-fifth of the distance. 


Incidentally the Moly lifted about 3,500 tons of fear- 
fully hard granite spalls but gave no real evidence of 
having been put to a test. 


Picked at random from a pile of blades in the factory, 
this blade is no different than any other H. K. Wood's 
Mo-lyb-den-um Steel Shovel blade. They are all alike, 
and it's the persistence with which they are alike that 
establishes these shovels on any and every kind of job 
as being durable and preferable beyond comparison. 


Where shoveling cost and shovel consumption are 
watched, the Moly shows up as consistently and per- 
sistently economical. Lighter weight for equal capacity 
and strength means an increase in the quantity of mate- 
rial handled with less effort. The extraordinary durabil- 
ity, because of the hardest and toughest blade made, 
reduces the expense for shovels. 


In every-day use, like on the 80-mile excursion, the 
Moly goes five times as far and is then just about ready 
to out-wear half a dozen more shovels. 


THE WOOD SHOVEL AND TOOL CO. 
Piqua, Ohio, U. S. A. 
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Hartford Favored With 
Good Mill Supply Houses 


Most Companies Have Long Records and Are Generally Con- 
servative, but They Have Progressed Solidly with the Growth 
of Their Historical City to Its Present Industrial and Business 


Prominence. and Have Records of Successful Accomplishment 


C. E. LINDSTROM 


There is no handicap quite so unfair as that which 
encumbers the progress of sons of famous men and the 
husbands of famous women, or obscures the normal 
activity and growth of a city which has made a name 
for itself. At the mention of the word Hartford, the 
thought of insurance springs into the minds of men the 
world over, for insurance is to Hartford what automo- 
biles are to Detroit, what movies are to Los Angeles, 
what cheese is to Roquefort. 

3ut insurance is only half the story of Hartford. 
Aside from all the insurance companies which make their 
sumptuous homes here, the capital city of the state has 
an industrial community which of itself would be suffi- 
cient to make it unnecessary to specify Connecticut when 
one mentions Hartford. - 

If Hartford has its 
Travelers and its Aetna, 
it also has its Colt’s, its 
Underwood, its Pratt & 
Whitney, etc., and it has 
been so from the begin- 


ning. The city has in- 
dustrial organizations 
which have been in ac- 


tive operation for more 
than a hundred vears, 
while some of the better 
known make up for their | 
comparative youth by 
their size and fame. 

The character and 
background of industrial 
Hartford is well illus- 
trated by a miscellany of facts recently gathered by the 
Manufacturers’ Association of Hartford County: 

The first woolen mill in America was started in Hart- 
ford in 1788. Gen. Washington visited this factory and 
was presented with cloth, from which was made a “crow 
colored suit” that he wore at the assembling of congress 
in 1799. The first steam road wagon and the first brick 
pressing machine were invented and operated in Hart- 
ford. The first wool carding machine run by power was 
operated here in 1770. 

In 1834 the first watches produced in this country, 
known as the American lever, were made by Henry and 
James F. Pitkin, who figured prominently in the early 
industrial activities of Hartford. In 1783 Noah Webster 
laid the foundation for the book publishing industry by 
publishing a spelling book, grammar and reader—the 
first in America. It is claimed that the first iron plow 
castings in America were made in Hartford in 1820. 

Samuel Colt, the founder of Colt’s firearms manufac- 
turing company, was the inventor of the revolver. He 
was a pioneer in introducing manufacturing on a large 





Hartford, Looking North-east Over the Connecticut River 


scale into Hartford. Pliny Jewell, Sr., in 1848 estab- 
lished a tannery here, and he and his sons did much to 
educate manufacturers to the use of belting as a substi- 
tute for gearing in the transmission of power. Hartford 
is the birthplace of the electro-plating industry as applied 
to table ware in America. Asa H. and William Rogers 
were leaders in this industry. James L. Howard & Co. 
inaugurated in a systematic and broad way the manu- 
facture of railway car trimmings. 

Associated with the manufacture of machine tools and 
gun tools are the names of Francis A. Pratt and Amos 


Whitney, founders of the Pratt & Whitney Company. 
The Weed Sewing Machine Co., through the influence 
ef Col. A. A: 


Pope, introduced and manufactured the 
English bicycle in this 
country. Charles’ E. 
Billings was the father 
of modern drop forging 
In 1869 he 


processes. 


organized The Billings 
& Spencer Co. Asa S. 
Cook and Christopher 


M. Spencer were the in- 
ventors of screw making 
machinery on a modern 
basis. Envelope making 
machinery is due to the 
initiative of Lewis B. 
Plimpton, founder of the 
Plimpton Manufactur- 
ing Co. The founders 
of Pratt & Cady Co. in- 
troduced into this coun- 
try trom England the uses of asbestos as applied ‘to 
steam valves. The Caligraph typewriter was developed 
in Hartford under the direction of George A. Fairchild 
and his associates. 

George A. Capewell was the inventor of machinery for 
the manufacture of horse shoe nails, thus revolutionizing 
blacksmithing. The Thorne typesetting machine was in- 
vented and developed in Hartford. The Smyth Manufac- 
turing Co. developed machinery for sewing books. Wil- 
liam Gray invented the process for toll equipment made 
by the Gray Telephone Pay Station Co. 

So much for the industrial birth of the city which is 
best known for its insurance companies. Connecticut 
was from revolutionary days an arsenal state, and Hart- 
ford always has been one of its leading cities in the 
production of firearms. It was in 1830 that Samuel Colt, 
then 16 years old and a native of Hartford, ran away 
to sea, and, equipped with the combination of a romantic 
life and an inventive brain, produced a model for a six- 
shooter, which he patented in 1835. Manufacture was 
begun in Paterson, N.J., the following year, but in 1842 
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Turned and Polished Shafting 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 





Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 

















COOPERATION 


Between distributor and manufacturer was the 
thought left with you after the convention 


A BARTON distributor is always assured of 


complete cooperation 


H. H. BARTON & SON CO. 


Holmesburg, Phila., Pa. 
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Friction Clutches 





CRESCENT WOOD WORKING 


MACHINES 
“Type B” Clutches are simple, easily operat- are efficient, practical,simple in adjustments 
ed and reliable. Especially adapted for the and in selecting Crescent your customers 
jobber trade on both new applications and will get equipment that is designed for en- 
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assure them of long continued service. 
A catalog, sent on request, will start you Check hist of C . 
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matter and be prepared to quote on the 
Crescent line at every opportunity. 
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the company failed. Soon afterward, however, a factory 
was built in Hartford, and in 1847 a government contract 
was secured for the manufacture of firearms for use in 
the Mexican war. Since then the Colt product has made 
itself known the world over. At various times the Colt 
company has produced sewing machines, lawn mowers, 
dish washing machines, etc. In 1922 it purchased the 
Johns-Pratt Co., makers of asbestos for air pumps and 
steam valves. 
TYPEWRITER MANUFACTURING CENTER 

Hartford is the typewriter manufacturing center of the 
world. The largest firm is the Underwood, which came 
to Hartford from Bayonne, N.J., in 1901. Up to that 
time it had manufactured 15,000 machines, and since that 
date the total production has been well over 2,500,000. 

Next in size is the Royal, organized in 1906 at Bay 
Ridge, N. Y. In 1907 the company moved to Hartford, 
having secured a site covering about seven and one-half 
acres. The export business of the Royal is exceedingly 
large, due to the fact that typewriters are produced by 
this company with the characters of almost every known 
language. 

Machine tools long have been associated with Hartford, 
due to the Pratt & Whitney Co. This company, which 
absorbed the Hartford Screw Maechine Works and the 
Pope Industries, is now a part of the Niles-Bement-Pond 
group. Chucks, accessory to machine tools, date back to 
the time when Simon Fairman devised a holding attach- 
ment for a lathe in which the piece to be held was auto- 
matically centered while it was being gripped. President 
Andrew Jackson signed the patent in 1830. A. F. Cush- 
man, son-in-law of Mr. Fairman, developed and made 
practical use of this device. 

HARTFORD INDUSTRIES EXPANDING 

Hartford at the present time is expanding safely and 
soundly. During the last year Pratt & Whitney Co. has 
established its aircraft division, which gives promise of 
developing into a substantial unit of the parent plant. 
The Case, Lockwood & Brainard Co. has just moved into 
a new plant, which is one of the largest and best equipped 
printing establishments in New England. 

The Royal Typewriter Co. has just completed an addi- 
tion to produce its new portable machine. The Colt com- 
pany is now producing bakelite products in novel and 
varied lines. The Gray Telephone Pay Station Co. re- 
cently erected a new addition and has begun production 
of Security locks. The Gray & Prior Machine Co. is ex- 
panding by adding outboard marine engines to its 
products. The Hart & Hegeman Co. is expanding into its 
south wing, the former Billings & Spencer plant. The 
Hartford Faience Co. has built a new addition and added 
high tension insulations to its products. The Union 
Drawn Steel Co. recently added a modern building, with 
an area of 15,000 square feet, to its plant. The Spencer 
Turbine Co. added 6,000 square feet of floor space last 
vear, and is now planning for an additional 15,000 square 
feet. The Hartford Machine Screw Co. has taken over 
the manufacture of a_ novel lock, which the 
Sesamee Co., an affiliated branch of the same company, 
was formed to produce. The Whitlock Coil Pipe Co. built 
a $100,000 addition last vear for the manufacture of 
tanks and sheet metal products. The Skayef Ball Bear- 
ing Co. added 10,000 square feet to its works in 1926. 

Other widely known Hartford companies which could 
not be omitted in an industrial survey of the city are the 
Arrow Electric Co., Atlantic Screw Works, Inc., Austin 
Organ Co., Automatic Refrigerator Co., the Asa S. Cook 
Co., the Fuller Brush Co., the Hart Manufacturing Co., 
Hanson-Whitney Machine Co., Hartford Rubber Works, 
The Jacobs Mfg. Co., the Jewell Belting Company, the 


keyless 
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Maxim Silencer Co., Merrow Machine Co., Pratt & Cady 
Co., The Sigourney Tool Co., the Smith Worthington Co., 
manufacturer of harness and leather goods, and which, 
by the way, is one of the oldest active factories in the 
city, if not the oldest; Taylor & Fenn Co., Veeder Mfe. 
Co., Whitlock Coil Pipe Co., The Whitney Mfg. Co., the 
Wiremold Co., and The Billings & Spencer Company. 
CITY GROWING FAST 

The city today is regarded as the fastest growing in 
Connecticut. Its population is 173,111. The number of 
skilled and semi-skilled workers is 30,000 and the annual 
payroll is approximately $50,000,000. 

Industry, like a family, must be fed and clothed, hence 
the eight mill supply houses that are flourishing in the 
city, along with some half-dozen other houses which at 
least skirt the mill supply field. A history of these mill 
supply houses is a history of the industrial city. Taking 
them all together, they show no periods of abnormal ex- 
pansion and no spells of desuetude. They are old, for the 
most part; they are conservative, they are progressive, 
but they are solidly progressive. Some were born when 
the last century was in its ’teens. They have grown, but 
they have grown solidly. All, naturally, shared in the war 
mobilization, but such were their foundations that the 
post-war deflation and the re-orientation to a peace basis 
was an orderly process with no casualities. 

That the mill supply business in Connecticut is local- 
ized is not surprising in an area where industry has so 
little elbow room. The Hartford houses, while all of them 
reach into surrounding territory more or less, are really 
local businesses. New Britain, Bristol and Waterbury are 
industrial entities unto themselves, despite the fact that 
they lie within a radius of twenty-five miles. Another 
noteworthy feature of Hartford mill supply houses is 
that nearly all of them depend in a measure upon retail 
trade with related side-lines. With one or 
tions they lie within the shopping area. 

L. L. Ensworth & Son, Inc. 

On Front street, just a block below the historic build- 
ing which once was the state capital, and which was the 
scene of the famous Charter Oak incident, stands a 
business-like brick structure which houses the office of 
L. L. Ensworth & Son, Ine. This site has been occupied 
by the company and its predecessors for the last 126 
vears. The building is the original, and inside are some 
of the very desks and chairs which began their service 
in 1801 and are still in use. 

But it must not be supposed that the company has been 
standing still in its tracks. Around this nucleus have 
sprung up ten warehouses, besides a store on State street 
adjoining, which serves chiefly as an outlet for automobile 
supplies. 


two excep- 


L. L. Ensworth & Son is primarily a mill supply house. 
and one of the largest in the city. Back in 1801 it was 
Watkinson’s blacksmith supplies store. About seventy- 
five years ago Ezra Clark took it over and widened the 
field somewhat. It was in 1867 that L. L. Ensworth gave 
the house the name it now and his two 
Horace H. Ensworth and George H. Ensworth, are presi- 
dent and vice-president respectively of the corporation 
which was formed in January of this vear. The other 
officers are: F. W. White, vice-president; B. R. Dwyer. 
vice-president; John E. Mullen, vice-president, and 
Charles W. Gentino, assistant treasurer and secretary. 
Some of these executives have been with the company 
from forty to fifty vears. L. L. Ensworth died 
twenty years ago. 

L. L. Ensworth & Son, Inc., handles heavy hardware 
of all kinds, belting, tools, hammers, pulleys, hangers, 
roofers’, tinners’ and contractors’ supplies and general 
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The Trio Triumphant 
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Steam 
Traps 





Class B, 1 to 20 Ibs. 





Class C, 20 to 70 Ibs. 


In 1841 we started 
and have been at it 
ever since. Write us. 





side Lug, 40 to 150 Ibs. 


Nason Manufacturing Co. 
Steam Specialty Specialists 


71 Fulton St., New York 


SWARTWOUT 


CAST IRON 


STRAINER 


Baffled to save the cage. 


Bucket Type Steam Trap 

Steam Separators 

Return, Lifting and Vacuum Trap 
Steam Separators—Receiver Type 
Low Pressure Float Trap 


Air Separator 





Cast Iron Exhaust Head 


THE SWARTWOUT COMPANY 


General Offiees: 18523 Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 
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Michigan Lubricator Company 
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“Arm & Hammer” 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Vain Office and Plant, 115-129 Frankfort Street 


Columbus, Chio, U. S. A. 
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transmission supplies, and serves mills 
throughout northern Connecticut. 

David Watkinson was Hartford’s leading philanthro- 
pist in the early days, and his name is connected with 
the foundation of the Watkinson library and the Hartford 
Orphan Asylum. He was a director of the Hartford bank 
and a supporter of almost all the leading financial institu- 
tions which began business in the early part of the 
nineteenth century. Aggressive and a leading citizen, he 
associated with himself young men of energy and enter- 
prise even before their majorities. Samuel W. Collins, 
founder of The Collins Company, Collinsville, Conn., 
makers of axes and cutlery, became Watkinson’s partner 
before he was twenty-one, and the same was afterwards 
true of Ezra Clark, Jr., father of Charles Hopkins Clark, 
noted editor of the Hartford Courant, who died recently. 
It was David Watkinson who founded the firm now known 
as L. L. Ensworth & Son, Inc. 

David Watkinson & Co., which included David’s 
brother, William Watkinson, started operations in 1801 
in West India trade, but some time prior to 1819 en- 


and factories 


tered upon the business of heavy hardware and steel. To 
this day that has been the fundamental line of the com- 
growth of 


pany, although with the the automobile 





L. L. Ensworth & Son, Ine., Office Building 


business an automobile accessories department was es- 
tablished and has flourished. Some items in the 
hardware list also have been added to the firm’s stock. 

President Horace Ensworth was born in Hartford and 
joined the firm in 1891; his brother, George, entered the 
business in 1908. General Manager Frederick W. 
White, another native of Hartford, has been with the 
company since 1888. Assistant General Manager Mullen 
was Sheffield, Mass., and came to the firm in 
1886. Sales Manager Dwyer, a Hartford man, joined the 
company in 1887, and Mr. Gentino, also a native of Hart- 
ford, has been connected with the company since 1901. 
George W. Daily, although still on the company’s payroll, 
was retired on a pension after fifty-three vears of service. 

The directors of the corporation are the officers and 
F. W. Parmelee and R. FE. Hughes, both natives of Hart- 
ford, and J. P. Sprague, of New Haven, manager of the 
automobile and supply department. Mr. 
Parmelee joined the company in 1873 and Mr. Hughes 
in 1901. Mr. Sprague opened the new department in 1919. 
David Watkinson & Co. were in turn: 
Clark, Gill & Co., Ezra Clark & Co., Clark & Co., L. L. 
Ensworth & Son and L. L. Ensworth & Son, Inc. 

The two cannons shown in the accompanying photo- 
graph at either side of the front door are revolutionary 


559 


born in 


accessories 


Successors to 


guns brought to Hartford by Mr. Clark in 1850, and 
placed there to keep wagons from tearing the corners 
off the building. 

The Tracy, Robinson & Williains Co. 

The Tracy, Robinson & Williams Co. had its inception 
in April, 1835, when a partner of Charles Sigourney, 
husband of the poet, Lydia Huntley Sigourney, estab- 
lished a hardware store at 78-80 Asylum St. This man 
was Henry C. Porter, who after a year’s time sold out 
to Joseph B. Gilbert and Charles J. Gilbert, his son. As 
Gilbert & Co., the firm continued until 1842, when Charles 
J. Gilbert and William R. Donaldson formed a partner- 
ship. They in turn sold out in the year 1845 to John S. 
Gray & Co., by which name the store was known until 
1848, when it was changed to John S. Gray. 

Gray sold out to Bulkley, Fales & Rising in 1854, and 
the company continued business under that name until 
1855, when it was sold to Mrs. John S. Gray and Mrs. 
Augustus N. Le Roy, who composed the firm of Le Roy 
& Co. until 1867. During the term of Le Roy & Co. the 
company did a large export business, having correspond- 
ents in some eighteen South American cities and eight 
cities in Cuba. The principal commodities dealt in at 
that time were tacks, plows, hogshead shooks, chairs, 
sheeting and drilling, safety fuse, clover seed, charcoal 
shield irons, machetas, case knives, rope and clocks. John 
S. Gray was in entire charge of the business during this 
period. 

From January Ist, 1867, Mrs. Gray, Clinton B. Davis 
and John F. Tracy owned the business under the name 
Davis, Tracy & Co. In 1872 Mr. Davis left to take charge 
of the Higganum Manufacturing Co. at Higganum, Conn.. 
and the firm became Tracy & Co. In 1881 the firm of 
Tracy, Tarbox & Robinson was formed, John F. Tracy. 
Frank S. Tarbox and Henry N. Robinson buying out 
Tracy & Co. In 1892 Mr. Tarbox retired, and the business 
continued as Tracy & Robinson until 1902. In that year 
William D. Williams, who had been a salesman for the 
house for a number of years, was admitted to partner- 
ship. In 1904 Mr. Tracy retired and in the 
the company was incorporated by Henry W. 
William D. Williams and Charles E. Martin, 
having been a bookkeeper with the company for many 
years. In 1919 Mr. Robinson retired and Frederick 
W. Norris was admitted to the corporation. Mr. Williams 
died in 1922, and Messrs. Martin and Norris now have 
entire charge of the business. 

Clapp & Treat, Inc. 

Forty ago two young employes of J. Allen 
Young, a Hartford retail hardware dealer, purchased the 
business in partnership and laid the foundation for one 
of the city’s important mill supply houses—Clapp & 
Treat, Inc. Since 1887 growth has been continuous and 
steady under the combined acumen and initiative of 
George I. Clapp, now president of the incorporated or- 
ganization, and Irving C. Treat, who since the beginning 
has been the field executive of the company, and is also 
secretary and treasurer. 

Expansion into the mill supply field dates from about 
1900, the first factory orders coming from such manu- 
facturers as the J. B. Williams Co. of Glastonbury, Conn., 
and the Comstock-Cheney Co. of Ivoryton, Conn., which 
accounts are still active. 

A somewhat unusual but very successful line for a 
house in what is practically an inland city is the enviable 
business which Clapp & Treat have established in marine 
hardware. Motor boat activity on the Connecticut river 
is accountable in a measure, but the Clapp & Treat busi- 
ness in this direction transcends the natural local demand 
and illustrates the reward of keen business imagination 
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Power blade users today more than ever realize the 
superior qualities of some blades over others. 

After using a great many different makes of blades 
they have singled down to the use of one blade that 
lasts the longest with the greatest number of cuttings. 
And this blade that out performs and outlasts all 
others is the Victor. 

Why not profit by the experience of others and select 
the Victor blade, saving the cost of experimenting 
with inferior blades. 


Victor Saw Works, Inc. Middletown, N. Y. 
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The Grinding Wheel Dresser meets all 
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Long Range 


At short sight Stanley Solid Woven 
Cotton Belting costs look high, but on 
cost records of long range for service per- 
formed, Stanley has proven itself the most 
economical, time and time again. 


Whether on a tiny high speed grinder 
or a ponderous main drive in a _ mill, 
Stanley costs have been proven lower than 
the belts against which their records were 
compared. 


Stanley quality is creating an increasing 
demand for its service. 


Stanley Belting Corporation 
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and action. Messrs. Clapp and Treat are also proud, and 
justly so, of the house’s reputation for complete fishing 
tackle supplies, of which their stock is considered the larg- 
est of any house between New York and Boston. In the 
early days the partnership found it profitable to develop 
the garden seed business, supplying storekeepers all over 
Connecticut. For its sidelines the company enjoys an 
advantageous location, being near the heart of the city 
on what is partially a retail trade street. With the ex- 
ception of a move of two doors, the company has occupied 
the same location since its organization. 

The K. B. Noble Co. 
Noble Co. was established in 1911 and in- 


1913. The business has never changed 
hands and the present officers are: K. B. Noble, president, 


The K. B. 
corporated in 





Home of The kK. B. Noble Co, 


and W. D. Jopson, secretary. The company deals in equip- 
ment for general contractors, builders, masons, road- 
builders, sand and gravel dealers. It does business largely 
with industrial and manufacturing Companies and muni- 
cipalities. It also handles belting, feed pumps and con- 
veving equipment. 

The Hartford Mill Supply Co. 

The Hartford Mill Supply Co., which was incorporated 
in February, 1924, existed for about fifteen years prior 
to that time as a partnership of H. A. Hamilton and 
N. D. Merwin. When Mr. Merwin sold out his interest, 
the organization proceeded with Mr. Hamilton as presi- 
dent, H. S. Coyne, vice-president and C. A. 
secretary. 

The company's growth has been healthy and steady 
from the beginning, and the expansion has been on such 
a seale as to necessitate the erection of a large modern 
building some five years ago. This is expected to take 
care of normal growth for some years to come. This 
structure is 40 by 60 feet, has four floors and a base- 
ment, and in addition there is a pipe shed, 60 by 60 feet. 

The Hartford Mill Supply Co., while covering the mill 
supply field in its entirety, is also a steam specialty house. 
It carries steam traps and reducing valves, wrought, cast 
iron and brass pipe, cast and malleable iron fittings, 
valves, packings, pulleys, hangers, belting, electric drills, 
vrinders, etc. 


Sleeper, 


J. H. & W. E. Cone 
The house of J. H. & W. E. Cone dates from the early 
nineteenth century. The link between past and present 
was Col. William E. Cone, who died only a year or two 
ago. At the outbreak of the civil war he gave up his 
clerkship with Terry & J. H. Cone and enlisted in the 
22nd Connecticut regiment. After serving throughout the 





war Col. Cone returned, bought out Mr. Terry’s interest 
in the hardware store in 1865, and from that date the 
firm has been known by the name which it now bears. 

Prior to 1859 it had been Terry & Lester, but the 
business did not begin with that partnership. Its real 
origin is buried in remote archives, but certain it is that 
Mr. Terry was a close friend of Gov. Buckingham, Con- 
necticut’s governor in revolutionary war days, for the 
office files of J. H. & W. E. Cone to this day contain 
letters exchanged between Gov. Buckingham and Mr. 
Terry, documents which are destined ultimately for the 
state library as historical mementoes. 

The house at present handles light hardware for mills 
and factories, and builders’ and contractors’ supplies. 
Purinton & Smith 

The firm of Purinton & Smith was launched in 1915, 
shortly after the outbreak of the world war, and not only 
prospered during the boom period but grew steadily to 
the point where 1926, the record year, saw a $450,000 
business. L. A. Smith, who is now the sole owner, bought 
out Mr. Purinton last year, but the firm name is 
unchanged. 

The house was organized for the purpose of doing 
business in second hand machinery, and transmission and 
a general mill supply line were added later, but it was 
and still is a specialty house. Sixty percent of the present 
business is in machinery, and that special production 
machinery. An example of what is handled is a machine 
for filling and sealing at high speed small envelopes with 
counted screws which sell with an appliance produced by 
a Hartford company. Another is a special drill entirely 
outside of stock lines which multiplies the speed of a 
certain operation required by another company. 

Because of the nature of the business, unusual sales 
methods are required. Thus Mr. Smith himself devotes 
practically all of his time to machinery, while other lines 
are handled by other members of the organization. No 
territory is assigned because of this specialized system. 

The Bidwell Companies 

J. C. Bidwell & Co. and The Bidwell Hardware Co. are 
closely allied in one respect, as close as the relationship 
of J. C. Bidwell and Frederick C. Bidwell, who are 
brothers, but business-wise the organizations are distinct. 

In 1890 D. M. Baldwin bought the rubber store of J. W. 
Gray and carried on a rubber goods and mill supply 
business under his own name. J. C. Bidwell, who had 
worked for Mr. Gray, bought the Baldwin store in 1894 
and since that time has carried on the business. Asso- 
ciated with him is F. A. Morton, who was also an employe 
of Gray. The company now handles belting, packing, 
hose, rubber boots and shoes and tennis goods. 

The Bidwell Hardware Co. is an incorporated company 
and devotes itself to the hardware field almost exclusively. 
The officers are: Frederick C. Bidwell, president; H. W. 
Marshall, vice-president; Harold F. Bidwell, treasurer; 
Miss Alice Schultz, secretary. 

Other Companies in Hartford 

Other Hartford houses which reach into the mill supply 
field are Thomas Trant & Bro., distributors of plumbing, 
gas, heating, water and mill supplies, at 228-232 State 
street; Avery, Kretzmer, Olcott, Inc., dealing in scales, 
trucks, wheelbarrows, gasoline engines and hoists, power 
pumps, coal dealers’ supplies and belting; J. L. Purcell, 
Inc., plumbing fixtures and supplies for steam, water and 
gas; The Blodgett & Clapp Co., which deals in reinforcing 
and structural steel and iron and has done a large number 
of the big bank, insurance company and public building 
jobs of the city. Henry Prentiss & Co., Inc., of New York, 
maintains a Hartford branch at 902 Main street, as does 
also the Crane Co. of Chicago, at 710 Windsor street. 











WOOD SPLIT PULLEYS 





WHERE OTHER PULLEYS 
FAIL 


GILBERT PULLEYS SUCCEED 


Saginaw Manufacturing Co. 
Saginaw, Mich. 
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Sold 10 Days’ Trial 
No Stock to Carry—Liberal Dealers’ Discount 
= gf ae _ ait 
Ke . 
> , : Every In- 
‘ > dustrial 
: Plant Is a 
Good _ Pro- 
Wy spect for 
This Porta- 
ble Blower 
> Price 
OVER 4000 IN USE 
Think of the manufacturing plants you are calling on regularly that 
have motors, generators, switchboards, wood-working machinery, 
looms, knitting machines, and other equipment where dirt, dust and 
lint quickly injure the delicate working parts. You can’t remove 
this dust efficiently by using rags, a broom or a duster. 
6“ 99 
The “Marvel’’ Portable Blower 
forces DRY air into every nook and ; 
corner. Dust and dirt cannot accumu- “y 
late if you use “The Marvel.” It will j t 
keep your customers’ machinery free , 
from dust. Manufacturers immediately -—-—-- 4 
S 


















recognize the value of this equipment. 
It is easy to sell for we will ship a 
*“*Marvel"”’ Portable Blower on 10 days’ 
Free Trial. Simply demonstrate it. Thes 
machine sells itself. You have no stock Wg 
to carry. 

Write at Once for Discount 


This is a SELLING proposition, NOT 
an ORDER taking one. YOU won't 3 
get the business UNLESS YOUR & 
salesmen put this 10 DAY TRIAL offer 
up to the plant supt. 


ELECTRIC BLOWER CO. 


352 Atlantic Avenue 
Boston 9, Mass., U. S. A 


Fastest selling portable blow- 
ar On the market 
ight 





Operates 





socket, Cuts motor 
s and the Fire Hazard. 











G TOape MARK 


AHER ' Rotary 
- Pumps 


For Every Purpose 





[here is a durable, efficient and low priced TRAHERN 
Pump for practically every pumping need. 

TRAHERN Pumps are suitable for Water, Gasoline, 
silge Water, Milk, Cream, Alcohol, Paint, Syrup, 
Molasses, Road Oil, Asphaltum, Brine, Fuel Oil, Etc. 

Also used for Pumping Chemicals and Acids of all 
kinds; circulating cooling water to gasoline engines; used 
extensively in Factories in which Food Products are 
handled in liquid form, in Textile Mills, at Gas Plants 
and in Construction Work. 


Catalog 50 (Second Edition) fully illustrates and describes the line. 


Rockford 


Illinois 


Geo. D. Roper Corporation 





PUMPS FOR PERMANENCE 











Merely for Protection 
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AUTOMATIC 
INJECTORS 
Are Worth Their Cost 





No one who has ever had experience with them 
doubts their reliability and sure-fire operation. 
Give them steam and water and the Penberthy will 
do the rest—no one ever worried about getting 
water into the boilers where a Penberthy is part 
of the equipment. 


Engineers all over the world know the Penberthy 
Injector—they are used in every country. They are 
absolutely automatic and they 
always operate — particularly Gaksmcard Adtecatts 
when you need them the most. Water Gage 
We will be glad to send you rs Sod fe 
particulars. Write now. Fy 


| 
PENBERTHY  .,” 


INJECTOR COMPANY 


6 








Write for 
1262 Holden Ave., Detroit, Mich. particulars 


Canadian Plant, Windsor, Ont. mK. 
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KEEP STOCK AT PROPER LEVEL 

It has been said that a good stockkeeper is one ‘‘Who 
has everything on hand that is wanted, when it is wanted, 
and has nothing on hand that is not wanted.” A short- 
age of stock holds up production. The real value of any 
store room lies in the possibility of being able automat- 
ically to keep the stock of materials at the proper level. 


MOTOR OUTCLASSES MAN IN DAY’S LABOR 


“Power has always been in America a cheap substitute 
for labor,” Prof. J. B. Davidson of Iowa State College 
said recently in a discussion of electricity on the farm. 
““As a motor, man is hopelessly outclassed. A good husky 
man is able to develop about one-tenth of a horsepower. 
With horsepower at ten cents per hour, his value as a 
motor is one cent an hour.” 
NUT SPLITTER A TIME SAVER 

When nuts won’t turn, won’t come off in the regular 
way, the tool known as a nut splitter does the work 
perfectly, accomplishing in a few seconds work which 
would otherwise consume valuable minutes or hours. If 
carefully handled the nut splitter will not seriously dam- 
age the bolt itself. In operation the jaws of the nut 
splitter close to nearly the diameter of the bolt and splif 
the nut clear through so that it will drop off the bolt. 

TOOL FOR RETREADING TRUCK TIRES 

To get the maximum life and traction from solid rub- 
ber truck tires after they have worn below the original 
tread design, it is necessary to recut the tread grooves. 
Consequently, re-grooving has become an important part 
of the solid tire dealer’s service. The tool used in doing 
this work is an attachment for an electric drill containing 
a “V” shaped knife. The tool can be made to cut curves, 
circles and right angles, and to enter or leave the tread 
at any point. 

OPEN GARAGE DOORS AUTOMATICALLY 

No reason any more to hop out of your car after you 
leave your garage to close the doors and hop out again 
when you return to open them. Automatic garage door 
openers are now on the market. The door is opened by 
merely pressing a button fastened onto a post in the 
driveway. This post can be so placed that the driver 
can reach it from his car. By a simple arrangement 
the lights in the garage may also flash on when the 
doors open. 

HARDENED STEEL SPUR GEARS 

Engineering practice, says Boston Gear Works, Inc.. 
calls for the use of hardened gears for nearly all instal- 
lations where severe duty is required. This eliminates 
excessive wear, Which nearly always occurs with the use 
of softer materials. This is demonstrated in a practical 
way in the daily operation of over 20,000,000 motor 
cars in which two or more gears operate together. 
Where it is impossible to harden both gears, usually 
the pinion is hardened. But in such cases the mating 
year, being of softer material, has a tendency to become 
worn by the hardened pinion, due to distortion resulting 
from the hardening process. By grinding the teeth of 
hardened pinions all distortion is eliminated and they 
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may then be successfully operated with gears of softer 
materials without this liability of wear. When ground 
tooth pinions are operated with cast iron gears, the 
bearing surfaces of the cast iron teeth become glazed, 
thus forming a hard and smooth surface. 


IMPROVED METHOD FOR THREADING BOLTS 


The method commonly employed in threading bolts 
has been to cut away the metal with a threading die. 
One of the older manufacturers of bolts has improved 
upon this method by using exceedingly accurate dies in 
which the threads of the bolts are molded instead of cut. 
It is claimed that when this method is used the molec- 
vlar structure of the steel is not disturbed, but is actu- 
ally strengthened because the molecules are brought more 
closely together. The purpose of this new method is to 
eliminate inaccurate and poorly fitting threads and to 
save time for manufacturers who use bolts in assembling 
metal parts. 

TO DETECT HOT BEARINGS 


A simple way to detect a hot bearing is to paint a 
stripe on the bearing that will change color with increase 
in temperature. A German engineer recently stated 
that such a paint is readily made from a mixture of 
mercuric iodide and cuprous iodide. He paints a stripe 
about an inch wide on the bearing. It is bright red 
when cold but fades on warming to a temperature that 
is noticeable to the touch and disappears when the tem- 
perature reaches 140 degrees F. As soon as the color 
begins to fade the operator sees the danger signal and 
has time to correct the difficulty before serious trouble 
results. 

ORIGIN OF WELDING PROCESS 


Acetylene gas was discovered in 1836. It remained a 
laboratory gas until the invention in 1891-92 of com- 
mercial methods for producing calcium carbide in quan- 
tities, the credit for which is given to Wilson, the Amer- 
ican electro-metallurgist, and Moissan, the French chem- 
ist. The application of the oxy-acetylene process to 
metallic welding dates experimentally from 1901, and 
industrially from 19038. The process struggled along 
from that date until about 1907, its use being restricted 
because of the difficulty in obtaining oxygen. Most users 
obtained their oxygen by generating it themselves from 
potassium perchlorate and manganese dioxide in small 
retorts. There were two disadvantages to this method 

-the oxygen was not sufficiently pure for welding and 
its cost was too high—and as the electrolytic and the 
liquid air processes came into use, the last obstacle to 
the development of the welding process was removed. 





WELDED PIPE LINES 


The construction of pipe lines has been greatly im- 
proved during the last few years by the use of welded 
joints. A welded joint is of the same metal as the pipe 
and its strength approximates that of the pipe itself, 
being greater than that of a screwed fitting. Higher 
pressures can be carried with less friction loss through 
welded pipe lines than through screwed or bell and spigot 
joints. The whole pipe line becomes practically one 
length of pipe and weighs less than one joined by fit- 
tings. Portability of equipment is in favor of the weld- 
ing process, as well as avoidance of delays due to waiting 
for special fittings to be made and delivered. As an 
instance of the speed at which welded lines are laid, 
fifty miles of 10-inch pipe were laid through a series of 
towns in forty-five days. The pipe was welded faster 
than three trenching machines were able to dig, the 
machines working twenty-four hours a day. 
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ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 





A high grade lubricant and preserver. Easy to apply. Treat 
your belts while on the pulleys. They will hold their shape 
better and last longer. Made in three grades, for rubber, 
leather and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 






















ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 
Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 
| 
| 
| IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 















SCHULTZ 


Friction Clutches 


30 Years on the Market 


Thousands in use on 
= machines and trans- 
mission lines 


Simple—Powerful 
rip eae 


A. &. Schultz & & a; 


1675 Elston Ave., Chicago, Ill. 














RED DRAGON 












asoline Bloforch, 


6 Cc > ” 
No Clogging”— 
says Blotorch Bill 
The RED DRAGON will NOT fail to blow when you need 
it most. Powerful ot ner with special needle-point construc- 


tion. Leak-proof bottom, full-size cool wire handle on both 
qt. and pt. sizes. 


BLAKESLEE JET PUMPS 


All parts inter-changeable--Economical, reliable-* 
Freezing does not injure it as it is self draining. 


Send for Latest Price List and Catalogue 








Has No'Valves--Cannot wear out--Pumps 
sandy or dirty water equally well--En- 
tirely Independent of Engine. 


BLAKESLEE MFG. CO. 
10 Q Street, Du Quoin, Il, 








None Genuine Without Trade Mark 


LENK MFG. CO., 34 Merrimac St., Boston Mass- 














When writing to Advertisers please mention Mitt Suppiies 
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H. D. Conkey & Co., Mendota, IL, 
is now manufacturing the new red 
guard ball bearing trolley. This is 
built in 12, 1 and 11% ton capacities 
and is adjustable to 4, 5, 6, 7 and 8 
inch I-beams. Guards are so placed 
that the trolleys may be run in series 





without jamming. The Conco trolleys 
are of the steel side plate type, self 
aligning, so that the load is equalized 
on all four wheels. Special Conco 
wheels are used on all ball bearing 
trolleys manufactured by the company. 
According to the company, because of 
the large size of the balls used and the 
construction of the ball race, a line 
contact instead of a point contact is 
gained. The company states that the 
ten half-inch balls used give a high 
factor of safety. 
Chicago Automatic Eleetric Boile 
Co., 1420 Center street, Chicago, has 
developed an automatic electric water 
heater for domestic use, which elim- 
inates the conventional heating element 
by utilizing water as the resistance 
medium. This unit employs a principle 
which has been used extensively in 
other fields, namely, the heating of 
water by the direct passage through it 
of a current of electricity. The heater 
is entirely automatic in action, the 
amount of current used being controlled 
by the amount of heat required. The 
heater is equipped with a temperature 
regulating valve, which provides for 
water at any desired temperature from 
110 to 180 degrees. The apparatus is 
compact and simple and is enclosed in 
heavy insulation to prevent wastage of 
heat. 

Link-Belt Company, 910 South Michi- 
gan avenue, Chicago, has introduced a 
new anti-friction belt conveyor idler 
and return rolls. The outstanding 
feature of the idler is the protection 


afforded by a labyrinth grease seal, 
mounted in a grease cap, which also 
serves as an outboard reservoir and 


lubricates the bearing’ on the outside 


a. well as on the inside, especially when 


the rol! is on an incline. This, in turn, 


is protected by a deflector plate. The 
rolls are mounted on a_ self-cleaning 
“T” base, and all are interchangeable, 


being capable of serving in any of the 
three positions. The entire frame is 
riveted. Another advantage claimed is 
the close working tolerances to which 
all parts are built. Bearings are Tim- 
ken tapered roller bearing type, which 
are totally encased within the roll hub. 

The Buckeye Belting & Supplu Co., 
135-201 St. Clair avenue, N. E., Cleve- 
land, distributor of the Nol Vex file, 
announces that a new handle known as 
the straight handle, has been brought 
out for ordinary work in machine shops, 
auto repair shops and at the bench, 
which is less expensive than the com- 
pany’s jack plane and semi-straight, 
heat treated aluminum handles used in 
the automobile industry. 


Goodell-Pratt Greenfield, 
Mass., has just brought a new electric 


’ 
( Oni pany, 


drill stand. This stand, manufactured 
under the number 1905, is designed 
especially for the 


company’s No. 1042 
14-inch heavy duty 


drill. This com- 
pletes the drill 
stands for the en- 


tire line of Goodell- 
Pratt electric 
drills, consisting of 
eight sizes, from 
14-inch heavy duty 
to %-inch stand- 
ard. The overall 
height of the new 
stand is 25 inches 
and the weight 
(complete without 
drill) is 18 %4 
pounds. The extreme distance between 
chuck and table is 11%; inches, and it 
is possible to drill to the center of a 
9-inch circle. The lever feed can be 
set to any depth up to 5% inches. 
According to the manufacturer, the 
drill slips into position in the stand 
easily and may be locked in quickly 
by means of a thumb screw. 

The Oster Manufacturing Co., 2087 
East Sixty-first place, Cleveland, has 
brought out the new No. 414 four-inch 
“Power Boy” portable pipe threader, a 
larger machine of the same type as the 
Oster No. 412, two-inch “Power Boy,” 
which has been on the market for a 
little more than a year. The No. 414 
is built of the same aluminum alloy 
used in the No. 412 machine and weighs 





only 380 pounds. It will handle all 
sizes of pipe from !2 to 4 _ inches 
through its barrel, and_ will drive 


geared die stocks from 412 to 12 inches 
by means of an auxiliary drive shaft. 


Any square end or roller type pipe 





y] 


arene 


cutter of 
be driven. 


two-inch capacity can also 
The pipe is held stationary 
in a three-jar, self-centering chuck, and 
the pipe tools are turned by the driving 
arms. Self-centering, universal guides 
in the rear of the machine assist the 
front chuck in centering long lengths of 
pipe. 

G. M. Davis Regulator 
122 Milwaukee avenue, 
ers of automatic valve 


Company, 
Chicago, build- 
specialties, has 
developed = an 
automatic 


pressure re- 
ducing valve 
known as the 
P & W type, 
which is de- 
signed espe- 
cially for the 
variable de- 
mands of va- 
por, vacuum 
and low pres- 
sure heating 
systems, and 
which, the 


cempany states, has extreme sensitivity. 
The company further states that this 
valve, having a flexible fabric insert 
rubber diaphragm of large area, and % 
frictionless stem, gives accurate and 
efficient service in all kinds of low 
pressure steam circulation where the 
reduced pressure is low. 


The Black & Decker Mfg. Co., 
Towson, Md., is offering to the trade 
a new radial arm to facilitate the use 
of portable electric tools, particularly 
large size stud setters and nut drivers. 
This arm is furnished with heavy 
brackets that bolt or clamp to wall or 
post, and the brackets support a large 
steel column which carries the arm. 
The arm has a vertical adjustment up 
and down the column of 24 inches, and 
will swing through an are of 180 
degrees. The distance in centers from 
the column to the center of the bearing 
carrying the bracket is 22 inches. 

Flevible Steel Company, 
1607-31 Lexington street, Chicago, an- 
nounces additions to its lines of 
Flexco-Lok and 
Flexco lamp guards. 


Lacing 























These consist of six =) 
numbers of reflector a|S 
guards for lamps 4 er | 
guards for lamps < me 
inches long or less, 

as follows: The Fi 
key-locking Flexco- 


Lok, the non-locking 
Flexco and the 
Flexco portable type 
each made to fit 
standard brass and 
1'2-inch weather- 
proof sockets. The company states that 
these additions provide a selection in a 
minimum of lot numbers that 
tically covers all service requirement 
Jevkins Bros., 80-88 White street, 
New York City, is now manufacturing 
a new low bonnet pattern radiator 
valve, the feature of which is its com- 
pact design. The manganese 
spindle has double threads 


prac- 


bronze 
so that the 
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the Right Start—Equip with - -MEDARE- 











The Salt of 
Belting 


Like salt in food, Al'i- 
gator Steel Belt Lacing 


4] What are the sizes, 
regardless of what 
quantities, you want 


shipped TODAY? 








€ Wire them— phone them—they ll go off our ware- te costs little but it seasons 
house racks and on the cars in a jiffy. ’ — i cg vise- 
« — can always get them from stock, and for a fair aero Seren eee 
= > stalls trouble at the belt 
price, “Medart’ S. pee NS 
q MR. St PPL SALER—We have been engaged in the : 
Pulley business for 45 years, ane we know a great deal more . ; 
ibout making good pulleys than many other concerns. FlexibleSteel LacingCo. 
1 LI in | ling Wood Spist Pulleys is: Cheap- 3 4633 gs ag St. 
’ ts pr best tn their class. We j Chicago, U. . A. 

= wold) rl t risk of impatwing the n England at 1 Be 





Get the “MEDART" Woop <P 11T PULLEY from stock! 


l'rade Mark 
Keyistered 


emeriy Medart Patent Pulley Co.) 
General Of; ces and Works: §&t. Louis, U. S. A. ig 
Office and War enc ony CINCINNATI ee 
CHICAGO PHILADELPHIA NEW YORK PITTSBURGH 
Sha S ars anc arincs earring S rts 
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Belt Clamp for Belts up to 6 in. in 
width 


INTERESTING TO DEALERS look- 


ing for a rare specialty. 


NO COMPETITION. GOOD MAR- 
GIN. EXCLUSIVE HANDLING. 


Every Mill Needs One or More. 
The Geo. W. Southwick Co. 


Inventors and Manufacturers 
Stamford Conn. 





LINEAR 


High Pressure 
Asbestos Steam Packing 


After the “CURE ALLS” have 


been tried, you will find your trade 


returning to LINEAR High Pres- 


sure Packing for High Pressure 





Write for proposition. 
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omer“ LENOY?” -:: 
DESIGN eee 


SUPER WELL 
QUALITY BALANCED 








The Jobbers’ Quality Packing Line 
Built to Bring You 
Repeat Orders and Satisfied 
Customers 
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SCREW DRIVERS 


Linear Packing & Mfg. Co., Inc. + “The Toots tn the Pui Bor” 





Philadelphia —_—_— BSS AMERICAN SAW & MFG. Co. SPRINGFIELD. MASS. 
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valve may be fully opened with approxi- 
mately one turn of the hand wheel. 
Valves carried in stock have nickel 
plated body with union outlet, in sizes 
from ‘2 to 1'% inches. Other styles of 
finish can be supplied on order. 

The W. Southwick Co., 60 
Summer street, Stamford, Conn., is 
manufacturing the “Little Giant” belt 
tightener, which, the 
manufacturer states, 
is a tool designed 
for the purpose of 
eliminating guess 
work when shorten- 
ing all kinds of ma- 
chine belting. Where 
hinge hook lacing’s 
are used the belt 
may be drawn _ to- 
gether while over 
: ‘ the pulleys, and 

‘ where the rawhide 

rt ' laecings are used, the 
D belt can be drawn up 
to its proper ten- 

held in that position while 
the work of lacing is done, giving the 
operator both hands to work with. The 
tighteners are made in two types, one 


Geo. 





" 


; 


sion and 


for belts up to 6 inches in width, the 
other for belts 4 inches and under. 
According to the manufacturer, more 


than 70 per cent of the natural stretch 
can be taken when a belt is 


out in- 
stalled, thus saving several relacings. 
The Standard Eleetrical Tool Co., 


1938-46 West Eighth street, Cincinnati, 
has added a new heavy duty, electrically 
driven grinder to its line of similar 
equipment. The machine is made in 
three sizes of 5, T'2 and 10 h.p. capac- 


ity. Each of these new grinders carries 





two wheels, with 3-inch, 4-inch and 4%) 
inch faces, respectively, and diameters 
of 18 inches for the 5 h.p. and 24 for 
each of the The grinders are 
equipped with 40-degree General Elec- 
tric motors, with push button control. 
Four S.K.F. deep-groove ball bearings 
supporting the spindle are encased in 
dust-proof chambers, and a locking de- 
vice holds the shaft while wheels are 
being changed. The emery wheel guards 
are of the hinge door type with exhaust 
connections, and each guard is fitted 
with a spark breaker and wired-glass 
eye shield. 


others. 


Blackhawk Manufacturing Co., Mil- 
waukee, announces a line of hydraulic 
jacks using oil as the lifting medium. 
The line is complete from 1!2 to 75 
tons. The company states that since 
acquiring the line from the Hydraulic 
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Tool Company, of Los Angeles, it has 
made improvements on it. The com- 
plete line of Blackhawk. hydraulic oil- 
power jacks consists of ten various 
models in nine capacities. 
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Rowell Manufacturing Co., and G. D. 
Rowell & Son, Appleton, Wis., manu- 
facturers of railway car movers, melt- 
ing furnaces, melting ladles, metals, 
etc., have issued the first number of the 
pamphlet, “Rowell,” which the compa- 
nies announce is published “for the 
purpose of forming a closer contact be- 
tween manufacturers and jobbers’ sales- 


men.” The first issue includes an intro- 
ductory editorial by L. V. Benjamin, 
sales manager, and a reprint of the 


article by John D. Nicklis, “The Dealer’s 
Place in the Present Development of 
Distribution,” which was reprinted from 
the American Machinist of April 14th. 
In the introductory editorial Mr. Ben- 
jamin tells the distributors’ salesmen 
what his organization is doing to help 
them sell its merchandise and solicits 
contributions and ideas from these 
salesmen in order that “Rowell” may be 
a salesman’s pamphlet. 

W. S. Nott Minneapolis 
and Chicago, manufacturers of leather 
belting and other leather goods, has is- 
sued Catalogue No. 20 on ladies’ leather 
cases and hat on men’s and 
ladies’ luggage, brief and sample cases 
and other products. The catalogue. 
which is completely illustrated, con- 
tains descriptive matter and prices. It 
contains 38 pages and a very attractive 
cover and is handsomely gotten up. It 
measures 1014 by 7 inches. 

Yost Manufacturing Ce. Meadville, 
Pa., is out with Catalogue No. 10 on 
Yost vises and gas soldering furnaces. 
This is a well arranged booklet of 40 
pages and a handsome cover, and meas- 
ures 9 by 6 inches. The various prod- 
ucts are listed, with prices and speci- 
fications, and there is some descriptive 
reading matter. Two pages are given 
over to part drawings and 
names. The catalogue contains many 
illustrations. 

Clipper Belt Lacer Company, 1042 
Front avenue, N. W., Grand Rapids, 
Mich., has issued to its dealers a very 
interesting and handsomely gotten up 
brochure entitled, “The Sales Pressure 
Behind Clipper Products.” This shows 
what is being done in advertising the 
company’s products and contains sev- 
eral reproductions of outstanding ad- 
vertisements that have appeared in 
national or trade magazines. It also 
eentains records of Clipper advertising 
in various publications during 1926, 
names the publications in which Clipper 
ads are appearing this year, lists the 
exhibitions and conventions at which 
products were displayed last year and 
indicates some of the dealer helps sup- 
plied by the company. A_ personal 
touch is added to the brochure by the 
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fact that the name of each dealer is on 
the booklet sent to him. 

Standards Yearbook, 1927, prepared 
by the National Bureau of Standards 
of the Department of Commerce, is 
now off the press. This book, which 
will be issued annually, contains infor- 
mation on the present status and trend 
of standardization in all fields of in- 
dustry, commerce, science and govern- 
ment, with references to sources of 
further information. The book is 
bound in blue buckram, has 10 chap- 
ters, 398 pages and 39 illustrations, and 
is 6 by 9 inches in dimensions. Copies 
may be obtained for one dollar from 
the superintendent of documents, Gov- 
ernment Printing Office, Washington, 
DL G: 

Edwin L. Wiegand Co., 422 First 
avenue, Pittsburgh, manufacturer of 
Chromalox heating units, is out with 


a new issue of Bulletin C-106 on its 
electric strip heaters, space heaters, 
ring units and immersion heaters. 


This bulletin, which consists of eight 
pages and is illustrated, contains de- 
scriptions, ratings, prices and electric 
heat engineering data, the latter sup- 
plied by Lee P. Hynes, consulting engi- 
neer. It supersedes all previous issues. 

Among the small bits of trade litera- 
ture received in the office of MILL 
SUPPLIES during the last month are a 
four-page illustrated circular, with 
prices, on the new No. 4 electric ham- 


mer manufactured by The Black & 
Decker Mfg. Co., Towson, Md., and 
accessories for use with that hammer; 


and a four-page pamphlet, illustrating 
and describing new “Over-Way” con- 
veying and hoist units recently placed 
on the market by the Richards-Wilcox 
Manufacturing Co., Aurora, Ill. This 
pamphlet is known as Form C-24 and 


contains prices. 
(Obituary ) 
Robert A. president and 


A. Keasbey 
Keasbey, 
general manager of the Robt. A. 
Keasbey Co., New York City, manufac- 
turers of asbestos products, died re- 
cently in his home in Roseland, N. J., 
at the age of seventy years. 








Robert 


Frederick J. 
Frederick J. Kingsbury died = in 
Bridgeport, Conn., July 12th, following 
a brief illness, at the age of sixty-four. 
Mr. Kingsbury was chairman of the 
board of the Bridgeport Brass Co. 


Kingsbury 


James M. Caraher 

James M. Caraher, works manager of 
Goulds Pumps, Ince., Seneca Falls, N. Y., 
died June 19th in his home in that city 
following an illness of months 
duration. He was fifty-seven years old. 
Mr. Caraher commenced working for 
Goulds Pumps, Inc., thirty-seven years 
ago as a machinist. He was 
Seneca Falls July 24, 1870. 
is survived by his widow, two sons, a 
brother and two sisters. 


two 


born in 


Deceased 
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A Longer Wearing 
Bass Broom 


Here is a fibre broom that you can 
offer to your customers on a basis of 
greater sweeping mileage. Notwith- 
standing its light weight and good 
balance, this Osborn Bass Broom is 
virtually indestructible. 























The one-piece seamless steel cap is 
shrunk around the fibre under tre- 














J Ne mendous pressure. It is nailed to 
Three Grades further clinch the fibre and, as an 
The Coarse broom is particu- added protection against loosening, is 
larly designed for railroad *S ‘ ‘ 
track and heavy-duty sweep- filled with a special cement. 
ing. Ie can be supplied with . p 
ne ee The handle is held by the close-fitting 
ee collar of the steel cap and is securely 
sansa ihc fastened with two heavy rivets. 
Tie Pane pads io ted be Each of the three grades available 
ble and sweeps clean. uses a full weight of specially mixed 
™ fv bass fibre, combining the right flexi- 


bility with toughness and durability. 


INCORPORATE. 
5401 Hamilton Avenue si Cleveland, Ohio 
Branch Offices: 


New York Detroit Chicago San Francisco Los Angeles 





MAKERS OF QUALITY BRUSHES SINCE 1892 


rs please mention Mitt Suppcies. 
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THe Mitt Suppry Sacesman Was Founded by Ernest H. Smith in 1922, and 
Jistribution of Mill Supplies. Ernest H. Smith, Associate Editor. 


Dedicated to the Practical 


Application of Correct Sales Principles in the 








Building the Salesman’s Background 


The Proposition for the Supply House is to Buy Products With a Reputation, 
and Then Stand by Them and the Purchaser 


Most of the responsibility for sell- 
ing is placed upon the salesman him- 
self, but there is one responsibility 
that is not his. It needs to be con- 
sidered by the executives of the con- 
cern. 

That is the responsibility for the 
background behind the selling force, 
the platform on which they stand, 
the reputation of the house. 

I was recently talking with the 
head of a concern making filtration 
plants for large industrial concerns. 
We were discussing this matter of a 
house getting a reputation that 
would make selling its product com- 
paratively easy. “Just the other 
day,” said this man, “one of our 
salesmen closed a deal running into 
big money, and he did it without any 


competing bid being put in. The 
buyer got our quotations and full 
information on what we recom- 


mended, and then he said: ‘I’m 
not going to ask anybody else for 
prices. If you tell me your price 
is right on this thing, the order goes 
through.’ 

“The salesman assured him that he 
was getting a good price, and that 
competition at lower prices would 
not induce us to sell lower. Our 
prices are based on quality, and we 
don't try to meet the prices on 


cheaper lines. Once the buyer was 
satisfied that the equipment de- 
scribed was what he wanted, that 


was all there was to it. He knew 
the reputation of our house and he 


bought on that reputation. We 
have plenty of instances like that, 
and it was only last week that we 


closed a sale in competition with an- 
other house whose price was three 
thousand dollars lower than ours.” 


“A vear ago I learned that the 


FRANK FARRINGTON 


committee in charge of the buying 
of equipment for a certain county 
court house was in the market for 
steel filing cases of various types 
for a new vault to be installed,” a 
salesman told me. “I got in touch 
with them. I saw the county judge 
and the treasurer, for whose offices 





Salesman in His Task 


He Ip the 


the vault was to be arranged. They 
told me what they wanted, and I pre- 
pared blue prints and specifications 
and developed a plan that suited 
them. ‘When we get all your plans 
and prices, we'll see how they com- 
pare with others and when we get 
to it, we'll place the order,’ the com- 
mittee told me. 

“It required some time to figure 
everything out and to get the figures 
on construction and installation, but 
finally everything was arranged to 
the satisfaction of the buyers and 
they said, ‘We might just as well 
sign that order now and you can go 
ahead with it. We haven’t had any 
quotations from anybody else, but 
we know you and your reputation 
and the reputation of your house, 
and we are sure we'll get what we 
pay for and get it as cheap as any- 
one could.’ 


“And there was where I reaped 
the reward for a policy of never tak- 
ing advantage of any possible oppor- 
tunity to get a bigger price from a 
public institution than I would get 
from an individual. And there was 
where the house cashed in on a rep- 
utation for putting out a quality line 
and standing behind it and adver- 
tising it until it became standard- 
ized in the minds of the possible 
purchasers.” 

Every manufacturer knows that 
some sales come through like that. 
He knows that distributors of his 
products find his line easy or hard 
to sell, according as customers know 
or do not know the reputation of the 
maker and his product. 

The distributor who is handling 
the products of others, products he 
does not himself make, may not be 
responsible for the quality of those 
products, and he may not be re- 
sponsible for their reputation. He 
is, however, responsible for his own 
reputation, and his own reputation 
may stand or fall according to the 
reputation of the lines he sells. 

I have seen salesmen who seem to 
think that, because they were sell- 
ing products their house did not 
manufacture, they need not worry 
much about the quality of those 
products or about the reputation be- 
hind them. 

What a mistake! The buyer of 
anything looks first to the man from 
whom he bought it. If there is any 
dissatisfaction it reacts first upon 
the seller. The distributor may be 
able to pass that dissatisfaction 
along back to the manufacturer, but 
it injures him as it goes by. 

We have all had the experience of 
buying something which did not 
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prove satisfactory, and we _ have 
made claims upon the people who 
sold it to us, only to be told to ap- 
ply direct to the manufacturer. We 
may have met with proper adjust- 
ment and compensation at the hands 
of the manufacturer when we got 
to him, but the man who sold to us 
lost some of his prestige, some of 


prestige, and familiarize prospective 
purchasers with their products and 
establish them as standard. They 
gradually eliminate from the sales- 
man’s work the necessity for proving 
that his company and his products 
are reliable. They leave him free to 
devote his efforts to selling. They 
help to free him from the necessity 


Shooting the Alibi Shooter 
What an Unknown Author Thinks of That 
Particular Kind of a Marksman 

In a recent edition of the house 
organ of the Lyon Metallic Mfg. Co., 
Aurora, Ill, appeared an article 
headed “The Alibi Shooter,” which 
the publication stated was by an un- 


known author. It is a rather clever IT 
his standing. He forfeited a little for proving that his prices are right. thing, and we take pleasure in re- 8] 
good will. It was all fair enough, Quality and price and guarantee will — producing parts of it as follows: p 
but we couldn’t entirely escape feel- all more and more become accepted I hold this truth to be self-evident, n 
ing that he was in some measure as a matter of course by prospective that the better the alibi, the flatter the t] 
ducking his responsibility. purchasers, and utility or resale failure. An alibi is a piece of dough ti 
When we go to a concern to com- qualifications will be the matters which started out to be a biscuit and c 
plain about something, we don’t — left for his consideration. ended as & pancake. The slihi is sed J 
ays Ld See neg = me tended by its fond parent to be an ex- c 
want to go up against the old army The salesman has the responsibil- planation, but is really nothing but an 
game of passing the buck. No one ity for building up his own personal admission. An alibi is a worthless sub- 
enjoys that pastime. reputation, and he will do all he can stitute for an achievement. The world . 
The supply house which stands to advance the reputation of his is roughly divided into two classes— " 
best with its customers—and that house, but advertising offers the those who use alibis, and those who t 
means that its salesmen also stand house a means of advancing its rep- get the thing done. t 
best with them—is the one accept-  utation much faster than it can be It is remarkable how expert an alibi , 
ing responsibilities for what it sells. done by the word of its representa- Shooter becomes. At first he tries one ; 
Go to them with a complaint about tives. sunghe Skule ate te: ance Kile Drom Sie . 
something bought, and instead of re- 6 scarcelv sai , eee Ss ee FS Oe 
hey : It can scarcely be said that the The thing seems so easy that next day 
ferring vou to the manufacturer, _ 


they will offer to take up the mat- 
ter with the manufacturer, being 
more interested in doing the cus- 
tomer a service than about escaping 
responsibility. 

The distributor may have exclu- 
sive sales control of a certain prod- 
uct or line in his territory, and he 
may feel that with that line strongly 
in favor and in good demand, all the 
service he need give in connection 
with it is to sell it. He may think 
he will lose nothing by refusing 
service he is not technically obliged 
to give on that line. 

In theory he may be correct, Sut 
in practice he may be wrong, because 
there may be competing lines offered 
with a better service background, 
and customers may turn to those 
other lines merely for service rea- 
sons. 

HOW ADVERTISING AIDS THE SALESMEN 

Advertising is an important fac- 
tor in building such a reputation as 
will make selling easier for the sales- 
men. Incidentally let me say that 
I have heard manufacturers take the 
position that they are not primarily 
interested in making it easy for 
their men to sell their line. They 
say that it is up to the salesmen to 
exert themselves and sell whether it 
is easy or not. They overlook the 
fact that by making their line easier 
to sell, no matter thouzh they have 
a force that can sell it anyway, they 
increase the sales of every represen- 
tative, whether efficient or not. 

Advertising in MILL SUPPLIES and 
in other good mediums, all kinds of 
advertising by manufacturers give 


house ought to obligate itself to 
carry out all promises made by its 
salesmen. There are careless and 
reckless salesmen who will be led 
to promise anything to get business, 
provided they feel that the house 
will back them up. They will go too 
far. But it must be admitted that 
the house that does not stand behind 
what its salesmen promise is destined 
to acquire a reputation that will be 
a serious detriment in selling. Those 
sales mentioned above where com- 
petition had no _ influence would 
never have been made by a house 
that did not stand behind the prom- 
ises made by its representatives. 
Reputation counted heavily. 
Consider, then, what are the 
forces that operate to build up a rep- 
utation for the house and to make 
selling easier for its salesmen. First, 
quality of its products, whether made 
by the house or bought by it. And 
by quality I mean not necessarily 
only the highest grade products, but 
quality that is fully up to what is 
claimed. A house may sell medium 
priced lines, or even low priced lines, 
and acquire a satisfactory reputa- 
tion because its goods are always 


full up to the quality claimed for 


them. Second, careful adherence to 
all promises made by the house or 
in its name by representatives. If 
a salesman promises too much, it 
may be necessary to get rid of him, 
but it will be good business to live 
up to such promises as he has made. 
Third, advertising that keeps the 
name of the house and its advantages 
and its good qualities constantly be- 
fore buyers. 


he finds himself shooting two alibis to 
explain two failures. The number in- 
creases to three, four and five. The 
thing becomes a passion. Eventually 
all the skill, energy and ability of the 
individual is directed towards the mak- 
ing of ingenious excuses. 

You will know the alibi shooter. 
You meet him every day. He is the 
clerk whom you send across the street 
for a couple of ten-cent cigars, who 
comes back with a package of bird- 
seed, and then explains that he did 
not go out himself personally, but sent 
someone else because it was raining, 
and the other fellow misunderstood 
him. 

He is the man who has a luncheon 
engagement with you at 12:50 and 
blows in at 1:15 all out of breath, but 
not out of excuses. 

He is the salesman who requires 
twelve full shects of hotel stationery 
to write you a weather report and an 
essay on “conditions.” 

He is the chap who is due back from 
his two weeks’ vacation on Monday 
morning and wires you Tuesday noon, 
“Missed the train. Will return. to- 
morrow.” 

The alibi shooter eventually arrives 
at that mental state where he begins 
his alibi before he begins his attempt. 

When you give him an assignment 
he is careful to mention all of the dif- 
ficulties. With a task set before him 
his mind instantly commences the man- 
ufacture of good excuses which he can 
offer in case of failure to put the thing 
over. 

Procrastination is usually the beset- 
ting weakness of the alibi shooter. The 
man who never does anything new is 
more than lazy; he is afraid. 

The reason there’s so much room at 
the top is that the crowd is all at the 
bottom. 
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He Was Hard Boiled, But He Was Sold 


Old Jim Spared Nothing in Stating His Views to the Salesmen, 


Nevertheless He Became a Good Customer 


The true names of the characters 
in this story are not necessary, and, 
since use of them would not be ap- 
propriate, we will refrain from it, 
nevertheless, the story is as true as 
the law of gravitation, and it was 
told to the writer by one of the prin- 
cipals, a man whom we will call 
John Billings, representative of a 
company manufacturing bearings. 

John Billings’ company was repre- 
sented in a certain territory by a 
well known and highly successful dis- 
tributor of mill supplies, who was 
thoroughly sold on the bearings 
made by John’s company. One of 
the distributor’s salesmen had sought 
to sell a certain plant superin- 
tendent, Old Jim, on these bearings, 
but Jim would have none of them. 
Jim, according to John Billings, was 
apparently about as hard boiled as 
they make ’em, and he could cuss 
more efficiently and more volu- 
minously than any man he (John) 
had ever met, and John said that he 
had met some of the keenest cussers 
on the face of the earth. 

Well, it seems that the dis- 
tributor’s salesman happened _ to 
engage in conversation with the chief 
executive of Old Jim’s company, and, 
without deliberately trying to go 
over Jim’s head, sold the chief on 
the bearings, with the result that one 
was installed. When Old Jim heard 
of the purchase he was wild. 

“Well, you sold the that 
bearing,” he exclaimed angrily, “but 
it’s the last cent of business your 
house will ever get from this place.” 

Now John Billings felt badly when 
he was told of the situation. 
Naturally, he wanted to see his 
bearings sold, but he didn’t want his 
distributor to get in bad with a good 
customer, and was ready to do any- 
thing he could to straighten matters 


boss 


out. Consequently, when word 
reached the distributor that some- 
thing had gone wrong with this 


bearing, John, who chanced to be at 
the distributor’s place of business, 
eagerly grasped the opportunity to 
call with the salesman. 

“C’mere.”” said Old 


Jim gruffly, 


when they arrived at the plant. 
“Feel that bearing.” 

John Billings followed him. He 
felt the bearing. No doubt of it; 


it was hot. 
tion quickly. 
“Yes, it’s hot, 


He surveyed the situa- 


Jim,” he said 


coolly. ‘You can ruin it, all right, 
but you could do it a lot more quickly 
with a sledge hammer.” 

“What?” barked Old Jim. 

“T said you can ruin it, all right, 
but that you can do it a lot more 
quickly with a sledge hammer,” John 
repeated. 

“What do you mean?” asked Jim. 

“Your shafting is bent. Think of 
the job you’re giving that bearing.” 

Old Jim didn’t give John much 


satisfaction, but after he had gone, 


Many A HARD SHELL HAS. 
BEEN CRACKED FOR AN 
ORDER. 





the shafting was straightened and 
the bearing is said to have given 
satisfactory service. 

Following that came more orders 
from Old Jim, and the distributor 
didn’t lose the plant’s business, but 
there were more amusing incidents 
in the relations between Old Jim and 
John Billings. 

On one visit John told Jim that 
his company was bringing out some- 
thing new, and, though he wasn’t 
trying to sell him, he would like his 
opinion on it. Jim became inter- 
ested and John offered to have draw- 
ings of the new product sent to 
him. 

“They're no good,” said Jim, “I 
want to see the real thing. But 
send ’em on.” 

The climax came when Billings 
showed something else new that his 
company was producing. 

“Send me one,” said Jim. 

“But I’m not trying to sell you 
any,” said Billings. 

“Well, can’t I buy one if I want 
to?” exclaimed Old Jim. “Send it 
along, and if the boss won’t pay for 
it; I will.” 

It was a complete reversal on Old 
Jim’s part. From a declaration that 
the distributor who had sold his 
boss the bearing would never get 


another bit of business from his 
plant to the order to “send it along, 
and if the boss don’t pay for it, I 
will,” was quite a step. But John 
Billings’ diplomacy and the quality 
of the goods his company manufac- 
tured, as well as the high standing 
of the distributor, had a lot to do 
with it. While Old Jim raved and 
cussed and grew demonstrative gen- 
erally, John Billings remained calm 
and collected, handling every situa- 
tion without the slightest perturba- 
tion. 

Old Jim was probably another 
example of those buyers who think 
it’s part of the game to be hard 
boiled. He is an excellent plant 
superintendent, according to John 
Billings, and an exceedingly bright 
man. He simply has that gruff man- 
ner, which the salesman must learn 
to meet on many occasions. With 
a man of that type, it does not pay 
to be frightened, for business with 
him is then out of the question. 
Neither is it advisable to get hot- 
headed and come back at him in the 
same manner he attempts to handle 
you. You can come back at him, 
all right, but in a more diplomatic 
and efficient way. 

“That’s something like a_ story 
that appeared in ‘The Mill Supply 
Salesman’s Section’ of MILL SUPPLIES 
last month,” said the writer. “It 
was about an old former salesman 
who had become a sort of a coach 
of salesmen for his company and—” 

“Yes, I know,” laughed John Bill- 
ings. “I read it, and it was good, 
too.” 


Selling Goods in Sets 

Some types of tools and accessories 
are now being put out in complete sets 
by manufacturers. One manufacturer 
of tool holders is advocating the sale 
of the complete set or system of tool 
holders for each lathe. Wrenches are 
being put out in complete sets, with 
handy kits, and manufacturers of these 
tools heartily endorse the idea of sell- 
ing the complete set wherever possible. 
Here, it seems, is a good opportunity 
for the mill supply salesman to sell his 
customers on an idea well worth while. 
There are plenty of arguments in favor 
of having complete sets, and the sales- 
man will do well to assemble them and 
make a determined effort along these 
lines. 
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Better 
PLANER KNIFE 


that gives five times more serv- 
ice than the carbon steel thick 
knife. ‘“Tungsweld”’ is the name 
and it means that a cutting edge 
of high speed steel is welded to 
a carbon steel back. We said 
‘“welded,” and that’s just what 
it is. The two metals are fused 
so that the knife can be heat- 
treated without dan- 

ger of the cutting / 
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brazed knife. 

Users of thick 

knives find 

a ‘* Tungsweld "’ 

more economical to use. It holds 

its edge longer and cuts smooth- 
er lumber. 


know about 
You can sell them. 


SIMONDS 
Saw & Steel Co. 


Your customers 


this knife. 
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Tough Nuts to Crack 


When Once Opened Are Often Mighty Meaty, So Don't 
Pass Up Those Difficult Prospects 


One of the things that’s easiest to 
do in salesmanship or anything else 
is to follow the path of least resist- 
ance. In the selling business, for in- 
stance, it’s much more pleasant to 
call on customers with whom the 
salesman is well acquainted, and 
where it’s simply a question of 
whether said customer needs any- 
thing or not, than it is to go after 
the nut that’s hard to crack. 

Very often a salesman in his first 
few trips around his territory will 
call on practically every prospect he 
has time to see. Some perhaps are 
old customers of his house. Others 
he wins over to the house. Still 
others he calls on a few times, re- 
ceives no encouragement, and decides 
there is no use wasting his time 
visiting them, particularly if they 
are a bit out of his way. 

He may build up a good business 
and become content with it. In some 
cases his efforts may consist of calls 
on his regular clientele, some good 
orders, then luncheon and perhaps a 
game of golf in the afternoon with 
one of his particular friends. Now 
the writer is not at all against the 
game of golf. He plays it, himself, 
or, rather, plays at it, and loves the 
game. Furthermore, it is true that 
many sales result from friendly en- 
counters on the links. Nevertheless, 
some salesmen waste too much time 
on the golf courses, at other enter- 
tainment, or in idle talk—time that 
could well be devoted to persistent 
calls on the aforementioned hard 
nuts to crack. 

A friend of the writer’s who had 
been successful in the selling game 
for several years wanted to make a 
change. He felt that he could never 
make any real money at the particu- 
lar line he was in and considered an 
opportunity to sell bonds. The sales 
manager of the company with whom 
he discussed the matter painted the 
picture as well as he could. He told 
him that bond selling is discouraging 
in the early months of trial. Only 
a small percentage of those who 
make the attempt stick to it and be- 
come successful, he said, and of 
those who give it up in discourage- 
ment many are just at the point 
where the worm is about to turn and 
they are due to begin enjoying suc- 
cess and profit. 

The mill supply salesman who 
gives up tough prospects after a few 


calls may learn a lesson from this. 
Maybe the worm is just ready: to 
turn for him when he gives up. 
Sometimes it takes months, even 
years, to win a customer, but many 
customers won after strenuous and 
persistent efforts eventually become 
fine accounts. 

Try making calls at some of those 
plants you have been passing up be- 
cause you thought there was “noth- 
ing doing.” 


Regarding Hand Shaking 
Do you make it a practice to offer 
your hand at the same time you give 
a customer a card or introduce your- 
self? Perhaps it isn’t a very good idea. 
Generally the man you meet will extend 
his hand in greeting, but it is just as 
well not to assume too much by offer- 
ing yours first. Modesty is a mighty 

good thing if not carried too far. 


Interest in Customer's City 

It is a good thing to manifest a lively 
interest in your customer’s city. Usually 
he is proud of his home town, whether 
it be large or small, as most people are. 
If he tells you something about his city, 
listen attentively and absorb it. It pays 
to know a great deal about the places 
you visit on your sales trips, not only 
for your own general education and 
convenience, but because it helps you to 
talk “close to the heart” of the buyer. 


A Bad Breath Kills Sales 

A bad breath may kill a sale. No 
buyer can be expected to listen atten- 
tively to the reasoning of a salesman 
if the latter has a breath that is ob- 
noxious. Therefore, it behooves the 
salesman who is suffering from that 
affliction to see that his teeth, or stom- 
ach, whichever may be the source of 
evil, are taken care of. Almost any man 
should be able to tell when his breath 
is bad, and if he can’t, his family will 
do him a charitable act by telling him 
about it. 


Don’t Assume Too Much 

It’s hardly wise for the salesman to 
feel that he knows a buyer so well that 
he can “bust into” the latter’s office, 
no matter who’s with him or what he’s 
doing. Maybe he can get by with it 
time after time without annoying the 
buyer, but perhaps some day said buyer 
will have gotten up on the wrong side 
of the bed or have some important vis- 
itor with him, and he’ll just naturally 
explode and say what he has to say 
about the matter. Then the salesman 
won’t feel exactly comfortable. 
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A Lesson from the Fight 


Old John Rosey Used It Effectively to Make Jim Morgan 
See What Salesmanship Really Is 


Young Jim Morgan wore a hang- 
dog expression when he came into 
the office on Friday morning. With- 
out removing his hat or coat, he 
glanced at one or two letters that 
lay open on his desk, lurched into 
his chair, lit a cigarette, and gazed 
absently out of the window. 

It was Old John Rosey’s task to 
watch just such things as this, but, 
more than being simply a duty for 
him, it was a pleasure, and he set 
about working on Young Jim Morgan 
with real interest. 

“Morning, Jim,” he greeted the 
young man, as he walked over to the 
latter’s desk. 

“Morning, Mr. Rosey,” replied 
Morgan without the slightest show 
of enthusiasm. 

“Nice morning, Jim,” 

It wasn’t a nice morning; it was 





Salesmanship Is Like Bowing 


dark and gloomy, but Jim Morgan 
Was so wrapped up in his own 
troubles that he absent-mindedly 
agreed to John’s statement. 

“Hear the fight over the radio last 
night?” 

“yes.” 

“Did you have it figured out 
right?” asked Old John, lighting his 
ever reliable pipe. 

“No; had Sharkey doped to win.” 

“Why?” 

“T didn’t 
come back.” 

“But he did, didn’t he, although 
many critics were of the opinion that 
he was in for a trimming?” 

“Yes, he did,” replied Jim, show- 
ing a bit more enthusiasm. 

“You know, Jim, the more I see of 
boxing, or any other game, the more 
I realize salesmanship is a game just 
like the rest.” 

“How come?” inquired Jim, turn- 
ing about in his chair to face Old 
John for the first time. 

“Well, you’ve got to be able to 


think Dempsey could 


take knocks, stand ’em and come back 
for more if necessary. You know, 
this game of salesmanship isn’t soft 
stuff all the time. 

“IT know what’s the matter with 
you. You’re discouraged because the 
Acme Supply got that big belting 
order from McFarran. 

“Now, listen here, Jim. Suppos- 
ing you had offered them that belt- 
ing for the price you suggested. 
Why, man, do you realize we would 
have lost money? True, the price 
you wanted us to make was a little 
more that what the belting actually 
cost us, but what of the other ex- 
penses that go with conducting a 
business of this kind? What about 
our overhead, our shipping expense, 
your salary, for instance? They all 
have to come out of our profits. 

“In the end, Jim, the only really 
successful salesman is the man who 
makes money for his house. Volume 
doesn’t count if there’s no profit.” 

Jim had a spark of argument left. 

“But, Mr. Rosey, it would have 
given us a chance to get in with 
McFarran,” he exclaimed. ‘We've 
never been able to sell them any- 
thing. Even if we had lost money 
on that deal, we would have been 
able to get more orders.” 

“That may be so,” rejoined Old 
John cheerfully, “but never forget 
that we would have gotten in with 
them because we were price cutters, 
and they might have expected us to 
make prices for them all the time. 

“No, Jim,” he continued, patting 
the young man on the shoulder, 
“that’s not the way to get business 
for this house. Keep hammering at 
McFarran. Remember our policy. 
We’re out to sell goods—dquality 
goods—but we're also out to make a 
reasonable profit on what we sell. 
Go after McFarran with the argu- 
ment that we have the goods they 
want and will supply the service they 
need, and that all we ask is a reason- 
able return for our work.” 

Jim Morgan cheered up and went 
about his work in a_ business-like 
manner, and eventually found that 
Old John Rosey’s advice was good; 
and it is a matter of record that 
McFarran is now one of the stead- 
fast customers of the Milner Supply 
Co., and that its executives under- 
stand that a mill supply house must 
make a profit, the same as any other 
business. 
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CRESCENT OTHER 
Original Adjustment METCO METHOD 
35Minutes @*5°%permin *175.00 *175.00 


2 Extra minutes 10.00 
$185.00 * 175.00 


With Crescent Belt 
Fasteners 9Months 
of Continuous Service 
as compared with an 
average belt joint life 
of 6to7 weeks with 
other methods, or 73 
shut-downs from belt 
joint trouble in a 
9 moith period at 


*/75 per Shut down + 1312.50 
Total Time loss 
Crescent Method *185.00 
Other Method + 1487.50 
Actual Saving with 185.00 
Crescent Belt Fasteners $1302.50 

















-S— 


How would you like to be 
the salesman who brought 
Crescents to the attention 
of a large mill with the 
above results? This is an 
actual example of business 
building service, typical of 
the result of recommending 
Crescent Belt Fasteners. 


CRESCENT BELT FASTENER CO. 
247 Park Avenue, New York, N. Y. 


Sales Service! 


Crescent 
T\\" i ae 
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CRESCENT 
BELT FASTENERS 
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OU can’t actually know what 
a transmission belt will cost 
you per foot until it has lived 
its life on a drive in your plant. On 
this basis you can’t buy belting for 
less money than the cost of Ladew 
Belting. Measured solely by length 
of service and horsepower deliv- 


ered, Ladew Belting costs less. 


The “Proof Book” contains a lot 
of pictures and a few words 
about the way Ladew Belts have 
performed on some difficult 
drives. Send for a copy. 


cow. LADEW CO. «« 


BELTING AND OTHER LEATHER PRODUCTS 


Since 1835 


29 Murray Street. New York City 





MONARCH 
BALL METAL 


Eleven New Territories Opened 


MONARCH METAL stands high with Mill Sup- 
ply Distributors. Since the triple convention we 
have had seventeen applications for territory. In 
eleven cases the territory was allowed. The other 
six applications came from territories already held 
by other distributors, and, according to our policy 
of appointing exclusive distributors, the applica- 
tions could not be accepted. 


It is possible that your territory is open. 
Delay may mean its loss to you. Let 
us hear from you. 


MONARCH METAL CO. Chicago 
ase South Lincoln Street 


As M National Suppl ind Machinery 
Distributors’ Association 

















yee Goods 





We make ty of Copper Goods for all industries. 
Whenever you a ph yr bend, a float, an expansion 
int, speci iy fittings, a kettle, vacuum pan, tank, fore- 
arme ig els ade fr copper or brass sheet, 
ibin send us the specifications. Below are 





























COPPER U-BENDS for storage 


and service heaters. With special 
equipment for bending copper tub- 
ing, we supply bends for all makes 
of heaters. Also copper coils in 


any shape for any purpose. 


EXPANSION 
MOUNTS 








COPPER BALL 
FLOATS carr iedin 

ock in 4 5, 6, 7, 8 
10 and 12-1nch diam- 
eters. Specify pressure 
and tapping. 





ARTHUR HARRIS & CO., 210-218 N. Curtis St., Chicago 


Enzineers, Coppersmiths, Brass Founders and Finishers 








il Look 
werent for the 


LTonagram 
co 


> the 
SIGN * VALUE 


—~your guarantee that 


SCOTT VALVES 
are buil? for long life 


are 














A COMPLETE LINE OF 


BRONZE «2 IRON-BODY VALVES 


GATES SAFETY 
GLOBES RELIEF 
ANGLES HOSE 
CHECKS RADIATOR 


STOP-CHECK, BACK-PRESSURE 


SCOIT VALVE MFG. CO. 


* MAXIMUM SERVICE PER DOLLAR’ 








n Mitt Supriirs 
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and Harker Mfg. Co., Cincinnati, made starting as a grinder of castings and 
Personals a combined business and pleasure trip oiler of shafting in 1873. In 1903 he 
to Chicago in July. While in Chicago was made superintendent and later be- 
he met his son, Robert, who has just came works manager. During recent 
The Johns-Manville Corporation, competed in a tennis tournament at years he has been purchasing agent and 
New York City, announces the election Culver Military Academy, Culver, Ind. employment manager. 
of rheodore F. Merseles as president. I). P. Hess, for the past six years Emil Adolph Rudin has been appoint- 
H. It. Manville, who has served as manager of the Columbus, Ohio, plant ed to sell the products of the Flexible 


of the Timken Roller Bearing Co., has 
been appointed assistant to the presi- 
dent of that company, with offices at 
Canton, Ohio. 





W. W. Wixson, of Bonney Forge & 
Tool Works, Allentown, Pa., who has 
been with the organization for a num- 
ber of years, has been appointed dis- 
trict sales manager of the Central [Di- 
Vision, effective July Ist. 

W. F. Graver has been elected presi- 
dent and treasurer of the Graver Corp., 
East Chicago, Ind., fabricator of steel 
tanks, succeeding his brother, J. P. 
Graver, who will remain with the com- 
pany as second vice-president. 





F. K. Armstrong has been placed in 
charge of the recently opened branch 
office of the Ingersoll-Rand Co., at 256 
High street, Newark, N. J. He for- 
merly was connected with the com- 
pany’s New York sales branch. 








THEODORE F. MERSELES 


EMIL ADOLPH RUDIN 


president since the death of his brother, Harrison W. Wood has been ap- : : ' ceed ; 

F. Manville, in 1925, has been elected pointed service representative for the Steel sania ompany, ¢ hicago, in On- 
chairman of the board of directors. Quigley Furnace Specialties Company, taro, Quebec, Nova Scotia and New 
- Wecciinn wie bce Gite tbe New York City, in the South Central Brunswick. For the past ten years he 
presidency of Montgomery Ward & and South Atlantie States. Mr. Wood has be en associated with the sale of belt 
Company, will continue as a director of | Will make his headquarters in Atlanta. lacing and mill supplies Jin this terri- 
that company and as chairman of its J. P. Harper, for a number of years comic hen ‘Yaegee 1 * inc a 
executive committee. While the business sales representative in Washington, 1) “dahon a 4 Pe 5 geo ; Sia aie 
activities of Mr. Merseles have centered C., for the Sloan Valve Company, Chi- : rn ogrseabge elgg ss 


headquarters will be at 60 Grandview 
avenue, Toronto. 


in Chicago since he headed the Mont- 


cago, has been made sales manager. 
gomery Ward organization in 1921, he 


He is succeeded as the company’s Dis- 


has retained his interests in the east, trict of Columbia representative by . Stanley Ss. Boyer has been elected 
where most of his business life has been J. Healy. vice-president and general manager of 
passed. After a short European pleas- P: ID a a a Ee the Herbrand Co., Fremont, Ohio, man- 
ure trip with Mrs. Merseles, he will eedesidie pete odes Ee dmeaaiae sp ufacturer of small tools and forgings. 
: , . eral counsel of the Westinghouse Elec- ee =e ‘ 
return to New York to assume his new tie & Wie. Co. Bact Piticerek. hes He succeeds A. J. Farrabaugh, who has 
duties about August 15th. Relations sibel i in Py ae: ing resigned, and Alphonse J. Barth suc- 
with the trade are to be one of the been elected oe chairman os the ceeds Mr s0yer as secretary-treasurer. 
principal concerns of the new adminis- —-. succeeding the late Guy E. 2 1 ee us ae 
Oe eer? ; Tripp. He will serve until the election E. Theodore Sproull has resigned as 
tration, according to Mr. Merseles. of a permanent chairman. general sales manager of the Oliver 
Arthur Walser has been appointed Be =: : pees Iron & Steel Corporation, Pittsburgh, 
South American representative for the Thomas H. Winston, manutacturers to become commissioner of the Cold 
Dodge Manufacturing Corporation,  ®8°n% has been appointed the er tolled Steel Institute, also of Pitts- 
lishawaka, Ind., manufacturer of con- sentative of the Skinner Chuck Com- burgh. He is succeeded by Warren M. 
veying and transmission machinery. pany, New Britain, Conn., to cover the Heim, who has been manager of the 
KE. C. Dewald, 206 South West Tem- southern territory. mer. Winston's atl pole line material division of the com- 
ple street, Salt Lake City, hereafter eoinaaabiat address & 1155 Real Estate — pany. 
will represent the layton-lDowd Com- lrust building, Philadelphia Gottfrid Olson, formerly foundry 
pany, Quincy, Ill., in the sale of its W.G. Stebbins, director and clerk of superintendent of the Illinois Malleable 
centrifugal pumps in Salt Lake City. the board of the Millers Falls Co., Mil- Iron Co., Chicago, sailed June 21st for 
Joseph <A. Seallan, of the Seallan lers Fails, Mass., has retired. He had Stockholm, Sweden, to become plant 


Supply Co., Dayton Safety Ladder Co., been with the company for 54 years, manager of the Pump-Separator Co 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers. 


Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 


“Va 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 


Sold Extensively by 
Will Supp!y Houses 





tsk for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 315 W. Austin Ave. Factories: Easton, Pa. 








HUFFMAN OIL MEASURES 
“‘Spillproof”’ 

A new and improved Oil Mea- 
sure designed for accurate, 
quicker and cleaner oil service. 
There is no spilling on the 
customer’s fender with the 
“Spillproof” Top. 





Made of stronger material—empties quicker—more 
convenient to operate 


The Huffman Manufacturing Co., Dayton, Ohio 


COCHECO 
LEATHER BELTING 


Always the first choice of engineers 
who know that it pays to buy the 
best in belting — and that is 
Cocheco. 


I. B. Williams & Sons 
Dover, N. H. 


14-16 N. Franklin St. 71-73 Murray St. 111 Summer St. 
Chicago New York Boston, Mass. 











MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


oo aa * ROT ING. © see 
456 N. Union Ave., Chicago 
































Reduces Friction, 
Increases Power—Daniel’s P.P.P. 


Engineers have learned the efficiency and 
long life of Daniel’s P.P.P. Rod Packing, 
on heavy engine duty or light valve stems. 
P.P.P. is self-adjusting and self-lubricating. 
Alters its grip on the rod to suit varying 
steam pressures. 





QUAKER CITY RUBBER CO. 


Main Offices and Factories: Wissinoming, Philadelphia 


Branches: New York Chicago Pittsburgh San Francisco 












PIPE WRENCH 


FORGED STEE!. 
THROUGHOUT 






COMPARE! 


and your next Wrench 
will be a LAWSON 





If your Jobber cannot supply you write 


THE LAWSON MFG. CO. 


2720-24 East 53rd st., Cleveland, Ohio 











Cushmané 
wirgeg LOSCIUAL ye 
CHUCKS =", 


3 &4elaw Self-Cantering Chug 
2 .-- 2Jaw Lathe Chucks 
4) 2g o> ‘~-Face Plate Jaws 2” 


Cushman Chuck Cocaiileraseres aes 


W TRI-PLEX CHUCK : 


) HARTFORD.CONN. Beiersrmpotcccut cuss or 
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He had been associated with the Illinois 
Malleable Iron Co. for the past ten 
years, and previously was connected 
with the Chicago Hardware Foundry 
Co. and the Manitoba Bridge & Iron 
Co., Winnipeg, Canada. He is a mem- 
ber of the Swedish Engineers’ Society, 
the American Foundrymen’s Associa- 
tion and the Chicago Foundrymen’s 
Club. 

R. L. Lowder has been appointed dis- 
trict manager of the Atlanta branch of 
the Link-Belt Co. to succeed J. H. Bar- 
bee, effective September Ist. Mr. Bar- 
bee will be transferred to the engineer- 
ing sales division of the H. W. Caldwell 
& Son plant of the Link-Belt Co., in 
Chicago. 

George L. Rogers, works manager of 
Henry Disston & Sons, Philadelphia, 
celebrated his fiftieth anniversary of 
employment with the company on June 
28th. He operated the first saw file 
cutting machine put into operation by 
the Iisston company in 1877. Mr. 
Rogers was presented with a_ gold 
watch at an informal reception given 
by executives and employes of the com- 
pany. 

Frank C. Page has been elected presi- 
dent of the E. W. Bliss Co., Brooklyn, 
to succeed the late James W. Lane. 
Frank |). Mackey has been elected first 
vice-president. Both Mr. Page and Mr. 
Mackey have been with the E. W. Bliss 
Co. since boyhood. Mr. Page for many 
years had occupied the post of first 
vice-president and general manager, 
and Mr. Mackey had been second vice- 
president. 

Levin Joynes, president of the South- 
ern Railway Supply Co., Richmond Va., 
will leave August 2nd on one of his 
frequent trips to Europe, accompanied 
by his wife and daughter. He and his 
family will spend most of their time in 
England, Ireland and Scotland on this 
trip. They expect to be gone until 
October. Mr. Joynes has many friends 
in the mill supply field, with which he 
has long been associated. 

G. H. Babcock, of the Monarch Metal 
Company, Chicago, left Tuesday eve- 
ning, July 15th, on a two months’ busi- 
ness trip. Mr. Babcock’s itinerary in- 
cludes calls on the company’s distribu- 
tors in Canada and on the Pacific Coast. 
He will return to Chicago via the south- 
ern route, calling on distributors along 
the way. Mr. Babcock will be in Los 
Angeles for the convention of the 
National Association of Stationary En- 
gineers during the week of August 
22nd, and will be present at the exhibit 
that will be maintained at the conven- 
tion by the company’s distributor in 
that territory. 

J. A. McGee, for the last four years 
Pacific Coast manager for the Chas. A. 
Schieren Company, manufacturer of 
leather belting, with offices in Los An- 
geles, has been appointed manager of 
the Chicago district, with headquarters 
at the Chicago branch of the company, 
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116 West Illinois street. Mr. McGee 
will continue to manage the Pacific 
Coast territory, making periodic trips 
to the coast and northwest. Previous 
to going to Los Angeles, he was for 





J. A. MCGEE 


three years manager of the Chicago 
branch, and prior to that in charge of 
the Detroit branch. Before joining the 
Chas. A. Schieren Company, he sold 
belting for the Graton & Knight Co. in 
China, Japan and the Philippine Is- 
lands, doing the pioneering work for 
that company in those places. F. E. 
Wieber, who has been manager of the 
Chicago branch of the Schieren com- 
pany, will continue to call on distribu- 
tors in the Chicago territory, outside 
of the city proper. 

John C. Ruf has resigned as presi- 
dent of the Johnson Belting Company, 
effective July 15th, and is planning a 
vacation which will be spent with his 
family at 417 Jersey avenue, Spring 
Lake, New Jersey. He is so well known 
to the mill supply field that it seems 
unnecessary to say that he has been 
with the Johnson Belting Company for 
about a year, and for many years was 
a star salesman for I. B. Williams & 
Sons. Mr. Ruf has stated that while 
he has no very definite plans for the 
future, it is probable that before Sep- 
tember has passed he will announce his 
connection with one of the large belting 
manufacturers. It will be recalled that 
he was for two years president of the 
American Supply and Machinery Manu- 
facturers Association, and for many 
years active on its membership com- 
mittee. 





Factory Additions 





The National Lock Co., Rockford, Il., 
is erecting a one-story machine shop 
addition. 

National Spring & Wire Co., Grand 
Rapids, Mich., has prepared plans for 
an addition. 

The American Steel & Wire Co., 
Anderson, Ind., will erect a two-story 
addition, 170x300 ft., and will install 
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equipment for the production of elec- 
trically welded fabrics formed of steel 
rods, as well as other machinery. 

Cleveland Chain & Mfg. Co., Bedford 
road, Cleveland, is erecting a two-story 
50x100 ft. factory addition. 

Ohio Forge Co., 2955 East Ninety- 
second street, Cleveland, will build a 
one-story, 50x80 ft. addition. 

Columbus Bolt Works, Inc., 276 West 
street, Columbus, Ohio., producer of 
bolts, nuts, ete., is building an addition. 

The Hamilton Caster Mfg. Co., Ham- 
ilton, Ohio, is considering plans for a 
two-story addition to cost 
mately $40,000. 

Streine Tool & Mfg. Co., New Bre- 
men, Ohio, manufacturer of sheet metal 
machinery, is drawing plans for an ad- 
dition to its plant. 


approxi- 


Ross Gear & Tool Co., Lafayette, 
Ind., will build a one-story and _ base- 
ment addition, 66x68 ft., to cost ap- 
proximately $24,000. 

Sleeper & Hartley, Inc., 335 Chandler 
street, Worcester, Mass., manufacturers 
of wire machinery, are erecting a one- 
story 90x100 ft. addition. 

West Virginia Pulp & Paper Co., 200 
Fifth avenue, New York, will invest 
about $65,000 in an addition, 70x240 ft., 
at its Covington, Va., plant. 

Westvaco Chlorine Products, Ince., 
Charleston, W. Va., is reported to be 
planning an addition to cost more than 
$50,000 including equipment. 

Patterson-Kelley Co., East Strouds- 
burg, Pa., producer of hot water heat- 
ers, etc., has begun the erection of a 
one-story addition, 70x100 ft. 

Prentiss-Wabers Co., Wisconsin 
tapids, Wis., manufacturer of sheet 
metal specialties, stoves, etc., will erect 
a one-story addition, 50x200 ft. 

The Dillon Machine Shops, Ferriday, 
La., of which George F. Dillon is head, 
are building a two-story addition, 50x75 
ft., to cost approximately $23,000. 

The Bergen Point Iron Works, Bay- 
onne, N. J., has let contract for the 
erection of a two-story addition, to cost 
in excess of $21,000 with equipment. 

The Niagara Machine & Tool Works, 
637-83 Northland avenue, Buffalo, plans 
to build a one-story machine shop addi- 
tion, to cost close to $90,000 with ma- 
chinery. 

The Carbon & Chemical Corporation, 
South Charleston, W. Va., plans the 
immediate erection of a power nouse 
addition, to cost about $65,000 including 
equipment. 

The Tung-Sol Lamp Works, Inc., 95 
Eighth avenue, Newark, N. J., is re- 
ported to be making plans for an ad- 
dition to be erected on a local site, re- 
cently purchased. 

R. TD. Nuttall Co., Harrison avenue 
and McCandless _ street, Pittsburgh, 
manufacturer of gears, pinions and 
kindred transmission equipment, plans 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











The 
Standard 





Drills 


Ball Bearing Grinders 
Buffers ne 

Made in Eight Sizes pS for 

up to 15 H. P. atalogue 
The Standard Electrical — 


Tool Co. 
. . - Established 
Cincinnati, Ohio 


1912 








SKINNER Clamps 
Stop Leaks 


SWACO LE 
SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit— 
33 1/3% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 





SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 






PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding—Polishing— 
Drilling — Buffing—Rotary 
Filing—S c re w Driving— 

Nut Setting 


and hundreds of other useful 
operations, Several sizes. 


Manufactured by 


N. A. STRAND & CO. 


Chicago 


M6—"! 


6 H.P. Capacity 


All Sizes — All Assemblies 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


ELCO Wood Sescus 


Prompt shipments are made Iron and Brass 


from our large stock of Iron 


and Brass Wood 


Machine Screws. 


Screws and | 
You will be pleased with the at- 
tention given to your orders 


and instructions. 
Let ELCO Serve You 


ELCO TOOL & SCREW CORP. 
Broadway at 13th Rockford, Il. F. H. 





NEW! 

. 

The Wallace Electric 
Hand Saw made by J. D. 
Wallace & Co., special- 
ists in portable wood- 
working machinery for 
years. 


It’s SAFE = 


The Wallace kk 
tric Hand Saw # 
is listed as 










rORLES — 

&\ 

J. D. WALLACE 
& CO. 








_ 
Bei 2801 WILCOX ST. 


. ee CHICAGO, ILL. 


THE CORRECT 
Grinder and Buffer 


This outfit i r grinding 
tools, preparing metal surfaces for = 
welding, and for counties ther / 






vestment of the year will be pu 
f a Marathon Grinder am 
te for Bulletin 








We fully co-operate with mill 
supply houses, 
MARATHON ELECTRIC 
MFG. CO. 

50 Island St., Wausau, Wis. 


EEE WY 


e mention Mitt Supp ties. 


Sar Re 
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to build a one and four-story and base- 
ment addition, costing close to $200,000 
with equipment. 

The American Brass Mfg. Co., 1521 
Kast Forty-ninth street, Cleveland, 
plans to build a two-story and basement 
addition, 22x75 ft., to cost about $45,- 
000 including equipment. 

Columbia Steel Equipment Co., Third 
and Ansbury streets, Philadelphia, 
manufacturer of metal filing’ cabinets, 
ete., is building an addition to cost 
about $40,000 with machinery. 

The Gulf Refining Co., 21 State 
street, New York, is investing’ $200,000 
in additions to its Bayonne, N. J., plant, 
including a gas pumping plant, oil 
heater building and other units. 

The Union Metal Mfg. Co., Canton, 
Ohio, manufacturer of metallic columns, 
prepared plans for a 
one-story addition, 50x100 ft., to cost 
approximately $45,000 with equipment. 

Walter P. Miller Co., 452 York ave- 
nue, Philadelphia, manufacturer of 
paper goods, will soon build a_ four- 
story and basement addition, 80x92 ft., 
costing in excess of $85,000 with ma- 
chinery. 


posts, ete., has 


United States Hoffman Machinery 
Corporation, Syracuse, N. Y., producer 
of clothes-pressing machines, ete., 1s 
said to be planning an addition which 
will include a foundry as well as gen- 
eral assembling works. 

The Wisconsin Appleton Co., South 
Milwaukee, Wis., producer of malleable 
castings, hardware, ete., plans to erect 
three additions totaling about 30,000 
<q. ft. of floor space. Cranes and other 
equipment will be purchased. 

The Steel Products Engineering Co., 
Springfield, Ohio, has started construc- 
tion of an addition to cost in excess of 
$55,000, and will arrange immediately 
for equipment purchase. 





New Factories 





The Maring Wire Co., 
Mich., producer of insulated copper 
wire, is building a branch plant at 
Anderson, Ind. 

Western Paper Products Co., Salt 
Lake City, is reported to be erecting a 
new factory, to cost in excess of $45,000 
with machinery. 


Muskegon, 


Ellsworth E. Hoadley is planning the 
erection of a stone fabricating mill at 
Columbus, Ohio, to cost about $75,000 
including equipment. 

The Laneaster Poster Advertising 
Co., Lancaster, Pa., is erecting a one 
and two-story sign manufacturing 
plant, to cost about $25,000. 

The Heff Mfg. Co., North Chicago, 
Ill., manufacturer of incubators, etce., 
plans to erect a one-story factory, 80x 
200 ft., to cost approximately $35,000. 

The Maizwood Products Co., 209 
South State street, Chicago, manufac- 
turer of wallboard materials, is award- 
ing contract on the first unit of its new 
plant at Dubuque, Iowa, to cost up- 
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wards of $100,000 with equipment. 
Hugh Brennan is president and E. H. 
Hussey, company engineer. 

The Port Chester Iron Works, Inc., 
Port Chester, N. Y., is erecting a one- 
story plant, 50x76 ft., to cost approxi- 
mately $23,000 with machinery. 

The National Packers’ Supply Co., 
Inc., St. Louis, has started to build a 
one-story factory, 110x150 ft., to cost 
in excess of $85,000 with equipment. 

Golding Sons’ Co., Trenton, N. J., 
producer of feldspar, flint and allied 
materials, will erect a grinding mill, to 
cost about $200,000 with machinery. 

White Crown Products Co., Los An- 
geles, is said to be drawing plans for 
a cement mill to be located near Ven- 
tura, Cal., to cost about $800,000 with 
equipment. 

The Kewanee Boiler Co., Kewanee, 
Ill., plans to replace the part of its 
foundry recently destroyed by fire, with 
a structure to cost about $25,000 includ- 
ing’ equipment. 

The Stover Lumber Co., Crichton, 
Ala., will restore the portion of its mill 
recently destroyed by fire, with loss 
estimated in excess of $115,000 includ- 
ing machinery. 

Taggart Brothers, Inc., Watertown, 
N. Y., producers of paper bags, etc., 
are reported to be building a mill at 
Oswego, N. Y., to cost about $1,000,000 
with equipment. 

The Handy & Harmon Co., Fairfield, 
Conn., plans to build four one-story fac- 
tory buildings at its precious metal re- 
fining plant, to cost in excess of $60,000 
with equipment. 

The Reliance Mfg. Co., Alhambra, 
Cal., manufacturer of gas and railroad 
appliances, has started construction of 
a plant to cost $150,000. W. N. Thomp- 
son is president. 

The Alois Aufrichtig Copper & Sheet 
Iron Mfg. Co., 900 South Third street, 
St. Louis, will build a one and two- 
story factory, to cost approximately 
$85,000 with machinery. 

The Carbide & Carbon Chemical 
Corporation, South Charleston, W. Va., 
is reported to be planning the erection 
of new factory units, to cost more than 
$200,000 with equipment. 

Standard Mfg. & Engineering Cor- 
poration, Jacksonville, Fla., is planning 
a new one-story machine shop to cost 
approximately $24,000. Tools and 
equipment will be installed. 

R. W. Halliday, 10501 Euclid avenue, 
Cleveland, is erecting a one-story 85x 
200 ft. metal stamping plant on a site 
in the Richmond avenue and East 
Ninety-third street district. 

Vulean Steel Corporation, Tulsa, 
Okla., manufacturer of gasoline refin- 
ing machinery and other oil service 
products, is erecting a plant to cost 
more than $70,000 with equipment. 

The A. C. Chesley Co., 704 East 
33rd street, New York, manufacturer 
of hollow metal and metal-covered fire- 
proof doors, ete., will build a one-story 
plant, 100x100 ft., to cost approxi- 


mately $70,000. An affiliated company, 
the A. J. C. Corporation, has the work 
in charge. 

Augustus Mowell & Co., Paterson, N. 
J., manufacturers of steam fittings and 
allied equipment, are erecting a one- 
story pipe and fitting plant, 75x100 ft., 
to cost about $20,000 with machinery. 

West Coast Foundry Co., Los An- 
geles, will invest about $40,000 in the 
first of additional units it is building. 
This unit is a one-story foundry, total- 
ing about 12,000 sq. ft. of floor space. 

The Kay Copper Mining Co., Canon, 
Ariz., headquarters of which are at 25 
Broadway, New York, plans to build 
a new concentrating mill, to cost in ex- 
cess of $200,000 with equipment. 

EK. F. Volkmer & Son, 799 Grenwich 
street, New York, producer of electric 
lamp specialties, has started the erec- 
tion of a two-story plant, 50x85 ft., at 
Newark, to cost approximately $65,000. 

The Lake Shore Brass Co., Holland, 
Mich., recently organized to manufac- 
ture brass, bronze and aluminum cast- 
ings, is said to be planning the erection 
of a plant. A. W. Wiliden is president. 

The All-In-One Motor Co., Newton 
Falls, Ohio, manufacturer of gasoline 
engines, is reported to have plans ready 
for a one-story factory, 52x100 ft., to 
cost in excess of $45,000 with ma- 
chinery. 

The Anaconda Copper Mining Co., 
25 Broadway, New York, has had plans 
drawn for the first units of a new 
electrolytic zine plant at Anaconda, 
Mont., to cost about $1,500,000 with 
equipment. 

Plasteroid Mfg. Co., Ridgefield, N. J., 
is considering the restoration of that 
part of its film reclaiming plant re- 
cently destroyed by fire, with loss esti- 
mated at more than $100,000 including 
equipment. 

The International Harvester Co., 606 
South Michigan avenue, Chicago, will 
invest about $225,000 in a three-story 
factory branch and distributing plant, 
120x140 ft., at Cleveland. W. 1D. Price 
is superintendent of construction. 

The Grinnell Co., Providence, R. L., 
manufacturer of welded pipe lines and 
bends and other heating equipment, is 
building a one and two-story factory, 
175x275 ft., at Chicago. The project 
will cost about $275,000 with equip- 
ment. 





Field Notes 





Morgan Vise Co., formerly located at 
560 West Washington boulevard, Chi- 
cago, is now at 108 North Jefferson 
street. 

The Waco Tool Works, 110 North 
Dearborn street, Chicago, has been 
formed to manufacture and deal in tools 
and machinery. 

Manning, Maxwell & Moore, Inc., dis- 
tributors of machinery, mill and kin- 
dred supplies, are reported to be mov- 
ing their executive offices from the 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











The HOLLANDS Line 


will increase your 
vise sales 





‘Vd 21u3 | 
SONY1T70H | 


Send for 
Catalog and 
Terms 


HOLLANDS MEG. Co. 


ESTABLISHED 1887 


ERIE, 


WE WANT JOBBERS 


\ 4 — =. & \ 


. i| 
| Bl Sieh } 
Prenat” to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 


Our system of advertising for our jobbers gets the orders. 








Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


“DIVCO” Brands 
Babbitts and Solders 


Nw NK KEI 

} weveer cine AL SERVICE 
I Sur AND ANTLFRICTION BABBITT 
DIVCO”" cA’ ALUMINUM DIVCO” MILL BEARING BAB 
‘ , hhitt BRITT 
DIVCO COPVER HARDENED \ St is 2 > and 4 


Ba 


Bar, Ingot, Capping, Meter, Pig, Tr 


{ trial order will convince vou as to the high 
quality of “DIVCO” Products Let us hear 


from vou, 


DIVISION SMELTING & REFINING CO. 
836 W. Kinzie St. 


(lements 


Chicago, Ill. 


PORTABLE ELECTRIC 





A much needed device in every industry for removing dust and 


dirt from electric motors, m achinery, stock bins, and otherwise 
inaccessible places. Over 15,000 in use. Write for descriptive 
folder 


CLEMENTS MFG. co. Cine ago, Hingis 


When writing to Advertisers 






20,000,000— 


S.A.E. and U.S.S. Thread 


CLEVELAND 


Are always stocked for immediate shipment. 
Sales offices at Detroit, Chicago, New York, 





Write for Los Angeles, Philadelphia (Norristown), St. 
] nd Paul, Atlanta, Buffalo, Memphis and San 


Francisco. Warehouse complete stocks in 
first six cities, 


The Cleveland Cap Screw Company 


2921 Kast 7th st. Cleveland, O. 


peri 


' OXY-ACETYLENE i 


WELDING AND CUTTING EQUIPMENT 


There is an Imperial outfit for every welding and 
cutting job—from small, medium and large size 
torches to complete plants for factories, repair shops, 
etc. And Imperial equipment has gained highest en- 
dorsement wherever it has been used. Years of prac- 
tical experience on the part of Imperial Oxy-Acety- 
lene engineers are complete assurance of the entire 
practicability of all Imperial operating features. 


THE IMPERIAL BRASS MANUFACTURING 


COMPANY 
511 So. Racine Ave., 





Chicago 


Mine and Mill Supply Houses— 
Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails .. Relaying Rails 


New Track Accessories 
Immediate Shipment—Quality Guaranteed 
Send us your inquiry for quotations 


“1 Ton or 1000" 
Main Offices: bigee 


Pittsburgh, Pa. f LB. FOSTERCO-| } 


1St Nassau St. 
PITT SBURGH.PA NEW YORK GIT) nth 
= 


Illinois 
Merchants 
Bank Bldg. 


New York City Chicago, Hl. 





Inside or Outside 
Uniform Soldering Efficiency 


Inside work and outside work are 
all the same to the Everhot No. 50 
Blow Torch. Protected by its metal 
wind shield, the flame burns just 
as steadily outdoors in a blinding 
rain Or snow storm as it does within 
the enclosure of a building. 
When you're equipped with an 
Everhot No. 50 you can always be 
sure that a soldering job will be 
done — regardless of what the 
weather is doing. 






“Makers 


MANUFACTURING co. May ¥ WOOD, ILLINOIS 


CAmericas rand 
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Pershing Square building, New York, to 
Fitchburg, Mass. According to the 
same report, the company’s machine 
works are being discontinued. 

The Cincinnati Machinery & Supply 
Co., Cincinnati, is now located at 28-30 
West Second street, and is equipping a 
machine shop for the rebuilding of ma- 
chine tools. 

The Chicago Pneumatic Tool Co., 
New York, announces the removal of its 
St. Louis office, service department and 
warehouse from 813 Hempstead street, 
to 1951 Washington avenue. 

W. F. and John Barnes Co., Rock- 
ford, Ill., manufacturer of machine 
tools, has appointed The Cadillac Ma- 
chinery Co., 6200 Hamilton avenue, 
Detroit, its representative in that terri- 
tory. 

The McLaughlin Mill Supply Co., 
Hammond, Ind., distributor of mill and 
contractors’ supplies and builders’ hard- 
ware, is investing $50,000 in a three- 
story addition which it is making to its 
plant. 

Kent Machine Co., formerly of Kent, 
Ohio, has moved its entire factory and 
general offices to the plant of the Falls 
Clutch & Machinery Co., Cuyahoga 
Falls, Ohio, which company it purchased 
some time ago. 

C. J. Tagliabue Manufacturing Com- 
pany, Brooklyn, N. Y., manufacturer of 
industrial instruments, has opened a 
new factory at 5902 Carnegie avenue, 
Cleveland. A. R. Anderson is district 
manager. 

The Reliable Mfg. Co., 58 Canal 
street, New Britain, Conn., has been 
organized to manufacture tools, dies, 
light machinery and hardware special- 
ties. It is the intention of the company 
to enlarge its present plant. 

The Los Angeles Pipe & Supply Co., 
Los Angeles, recently acquired about 
two acres in the Laguna-Maywood in- 
dustrial section as a site for a new 
plant. Approximately $180,000 will be 
invested in the entire project. 

The Miami Valley Hardware & Sup- 
ply Co., Ine., 41 West Third street, 
Dayton, Ohio, was incorporated recently 
as a jobber and wholesaler, with a capi- 
tal stock of $50,000, and will carry 
standard lines of hardware and allied 
supplies. 

The Modern Tool Co., has moved its 
plant from Erie, Pa., to Rochester, N. 
Y. This company, which is a unit of 
the Consolidated Machine Tool Corpor- 
ation of America, manufactures a line 
of tool grinders, threading machinery 
and dies. 

S. Schapiro & Sons, Baltimore, man- 
ufacturers of wiping cloths, have moved 
their factory from 1022 Fawn street to 
813-827 South Carolina street. Their 
new building is practically four times 
the size of the old, which will enable 
them to increase their production con- 
siderably. 

The Trane Co., LaCrosse, Wis., manu- 
facturer of steam specialties and unit 
heaters, recently opened a new southern 
branch in Atlanta at 608 Bona Allen 
Building, to handle the company’s busi- 


ness in the Georgia and Alabama dis- 
trict. Floyd E. Baird has been ap- 
pointed district manager in charge of 
the branch. 

Aeroil Burner Company, Inc., Union 
City, N. J., manufacturer of oil burn- 
ing appliances, has moved into the 
building which it recently purchased at 
-ark avenue and Thirteenth street, 
West New York, N. J. 

H. J. Ibs, manager of the catalog 
department of The Cuneo Catalog Serv- 
ice Co., Chicago, announces the pur- 
chase by his company of the entire cat- 
alog service business of the Bluford 
Sharp Company, Chicago. Bluford 
Sharp, former president of The Blu- 
ford Sharp Company, will continue with 
Cuneo as sales manager. 

J. S. Seofield’s Sons Co., Macon, Ga., 
recently celebrated its seventy-fifth an- 
niversary. John Shepley Scofield ori- 
ginally formed the company to produce 
cotton presses, but gradual expansion 
brought with it machinery of many 
types, particularly stationary engines. 
The company furnishes power equip- 
ment for mills throughout the southern 
states. 

The Chapman Valve Mfg. Co., Indian 
Orchard, Mass., is now occupying its 
new machine shop and maintenance 
building. The machine shop, which cost 
approximately $500,000, covers more 
than an acre, the ground dimensions 
being 308 by 140 feet. It will be used 
exclusively for machining cast-stee! 
valves. The new maintenance building, 
costing $125,000, houses the electrical, 
mining and millwright departments. 

The entire sales force of the Oster 
Manufacturing Company, Cleveland, 
including representatives from South 
America, Japan and England met at 
the factory recently for the discussion 
of sales policies and new products. In 
addition to the regular business meet- 
ings, a series of dinners, theatre partie- 
and various other forms of entertain- 
ment, kept the boys in good humor and 
helped them carry away a favorable 
impression of the “home town.” 

Chicago Granitine Mfg. Co., manu- 
facturer of Ajax Granitine Laundry 
Trays, with factories in Chicago, Cin- 
cinnati and Denver, recently moved into 
its new factory building at 4920 South 
Rockwell street, Chicago, which is a 
one-story brick building containing ap- 
proximately 55,000 square feet of space, 
with about 40,000 square feet of yard 
space. In addition to laundry trays, 
the company manufactures a varied line 
of ornamental concrete products, used 
largely in the Chicago territory. 

The Chicago members of the Crane 
Veteran League met recently for their 
ninth reunion banquet in the New 
Stevens hotel. R. T. Crane, Jr., presi- 
dent of Crane Co., was host, and John 
B. Berryman, first vice-president, acted 
as toast-master. In his address to the 
eight hundred and more guests, Mr. 
Crane stated that this year’s reunion 
dinner fell on the ninety-fifth anniver- 
sary of the birth of Crane company’s 
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founder, R. T. Crane. Eugene W. 
Smith is president of the League. 

The first golf tournament of the 1927 
season of the Leather Belting Club of 
Chicago was held at the Greenview golf 
course Friday, June 24th. V. A. Seu- 
berth, Chicago Belting Co., president of 
the club, won low net; C. Ackert Banks, 
Moloney Belting Co., low gross; Brad 
Stiles, Chicago Belting Co., high net; 
V. A. DeWulf, Eagle Belting Co., high 
ZYOSS} H. Emery, Chicago Rawhide 
Mfg. Co., greatest number of pars; C. 
A. Steele, Page Belting Co., and C. A. 
Schwartz, J. Ek. Rhoads & Sons, two low 
net for branch offices; Lew Krug and 
W. H. Emery, Chicago Rawhide Mfg. 
Co., two low net for manufacturers; Len 
Kearns, Chicago Belting Co., and Tom 
Claffy, W. H. Salisbury & Co., greatest 
number of sevens; Harry Northrup, 
Moloney Belting Co., and Mr. Kenzel, 
Chicago Rawhide Mfg. Co., greatest 
number of strokes on longest holes. 
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‘SITUATIONS WANTED _ 


Purchasing Agent: Versed in mill, 
mine, factory, railroad and contractors’ 
supplies. Constructive buyer, thor- 
oughly familiar with practically every 
phase of supply business. Address No. 
896, care MILL SUPPLIES, 537 South 
Dearborn Street, Chicago. 

A position with mill supply house by 
high grade man, a graduate mechanical 
engineer, familiar with general mill 
supply lines from a number of 
years experience on a great railroad, in 
subordinate and official positions in both 
mechanical and supply departments. 
Has not held a sales position, but is 
confident of ability to do so, where 
knowledge of design, manufacture and 
uses of equipment or devices and abil- 
ity to analyze situation, as well as abil- 
ity to make friends will count. Has a 
particular aptitude for mechanical 
things, and wants to specialize on engi- 
necring sales. Prefers location in Mid- 
dle West. Address No. 897, care MILL 
SUPPLIES, 537 South ]earborn Street, 
Chicago. 

Young man, single, 32, college educa- 
tion, 7 years experience selling tech- 
nical products to industrials and estab- 
lishing dealer organizations in Central 
States. Address No. 901, care MILI 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 

Where is the manufacturer who needs 
a salesman thoroughly experienced in 
selling to the mill supply and indus- 
trial fields? Several years experience 
calling on mill supply houses and in- 
dustrials in the middlewest and east. 
Familiar with mechanical lines.  Ef- 
ficient, reliable and able to produce. 
Available now. Address No. 902, care 
Mitt Suppiies, 537 South Dearborn 
Street, Chicago. 

Sales manager of recognized ability 
desires to make change. Intimately ac- 
quainted with sales and sales promo- 
tional plans. Knows advertising and its 
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| Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 
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: No. OL Fire Pot 

i : 

Ask for Latest: Price 

| 
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No. 401 





The No. 91 
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Heats COPPERS Quickly 


is the best general util 
ity fire and is excellent for all 
indoor work or for outside use. Not 
cold weather. 
\ pair of soldering coppers up to 
can be quickly 
heated, and a six inch pot of metal 


pot 
affected by wind or 
pounds 


twelve 


An open 
removing the top 


melted at the same time. 
fire is secured by 
section and the swiveled burner can 

ned to best suit the work to be done. 


No. 91 is the ideal fire pot for the tinner 
and roofer and for general shop and fac 
tory se. Jobbers supply our line at factory 


prices 


Clayton & Lambert Mfg. Co. 
6257 Beaubien St... Detroit, Mich. 


oeenrecem —- owe ares 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 
Champion Blower & Forge Co. 


Lancaster, Pa. 


| DEAL 


HOISTS 


| CRANES 
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BROWNIE NOS 


a re 





Ask your jobber or 
write us for a catalog. 


BROWNIE MFG. 
CO., INC. 





Fort Wayne, Ind. 


FE an i Ee ERENT 







a aad 





ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can't loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in 
sizes. 
seller. 


shipment. Complete stocks of all 
Also made in brass and bronze. A good 
Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill, 








OLES VISES 


- = ——-——., 





for all 
Woodworkers 


Toles Vises and 
Toles Junior Vises are 





convertible from either 
screw action to that of the 
other. 


Sell the Genuine 


W. C. Toles Company, 


{sk for Catalog 


Woodstock, IIl. 













The preferred babbitt 
yor man pele tess Wak ot toe 
| a, ae ak ee 

- TROLLEYS Oia i lila Delis a 
Magnolia Metal Co., 75 West St., New York 

Sold Through Jobbers Only AG IN O LIA 
g ANTI = FRIGTION 

THE DICKERMAN Hoist Mre.(o. “ Mi ET ZA IL 

CLEVELAND, OHIO Re, Mitel A fg aging Becton sod 





“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Strong and durable. Furnishec' 


either plain or galvanized. 











T’S easier, and more satisfactory all around to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is dis- 
tinctive; every item in the line is simple, effec- 
tive, and proven by years of performance. 


Show the complete line in your catalogue, 
and take full advantage of the established posi- 
tion of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 
408 Milwaukee Avenue, Chicago, Illinois 


MS3-Gray 
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1) JUG, 109 
relation to sales problems. Acquainted 
with mill supply jobbers from coast to 
coast. Has vision and tact, and can di- 
rect all harmoniously. Age 39. Tech- 
nical training. Desires to make connec- 
tion with well financed, aggressive and “SMOKELESS” ASPHALT HEATERS, Lead CLANCY “SURE GRIP” Steel Hose Clamp 
growing manufacturer. Address No. Melting Furnaces, Portable Oil Burners, Paving Complete line, 94 sizes, for garden, hydrant and 
899, care MILL SUPPLIES, 537 South Tool Heaters, Asphait Spray Outfits, Weed steam hose, Send for list of sizes, prices. and 
Dearborn Street, Chicagx , Burners and Large Kerosene Torches. Over distributors’ discounts. J. R. Clancy, Ine., 

. f = ~. 10,000 Aecroil Heaters in use. Send for Bulletin Syracuse, N.Y 

An experienced man with many years No. 54-M, giving prices and full information. 
of service in the mill supply and whole- Aeroil Burner Company, West "New York, N. J. For interio 
sale hardware fields is available for the = Otte a 
‘ ! Mills, Ware- 
right opportunity. Has traveled on houses, ete. 


business in practically every state in | AUTOMATIC KNIFE GRINDERS successfully Most economi- 











the Union, and is well known to mill erage g- al coating 
oO 1 0 known. ite 
supply and wholesale hardware houses. apna atin for cireula 
Capable and a hard worker. Address 1utomatic and nearest 
No. 900, care MILL SUPPLIES, 537 South sand and i The Renn. 
.) . NJ ° a Cireulat Saw Ey. he Rear- 
Dearborn Street, Chicago. Sitscnencis. send don Company, 
in woodworking 2200 N. 2nd 
: * factories, pape St rec St. Louis, Missouri 
SALES MANAGER WANTED mills, etc. Good 
> proposition for SAND SAWS—PARAMOUNT BRAND 
Experienced mill supply sales man- a 4 mney ‘uel C. R Pg eee Straight and Bevel Pack are givin universa) 
cacauninaiee a : . Wi. . ributors, samue - hosel - o., 190 Dutton atisfaction to the most critical users. Ou 
o wanted who < willing to become Ave., Buffalo, N.Y pecialty is narrow Band fan only, SO we 
part owner in a going’ concern on the therefore can produce a better article. Se 
Pacific Coast. Only party who is under your old Band Saws by sending them to u 
. : ° “. . the best repair job vou eve " 2 and re- 
forty and with cash to invest will be ale repair job vou eve New and re 





« olicit your in- 


nteed. W 
RRILL & SON, Ilion, N. Y. 


: i s ruarant 
considered. Address L. G. Isaacson, quiries. J. D. BU. 


Box 552, Aberdeen, Wash. 


“AIR SPRING” COMPRESSED 
AIR GREASE CUPS —Automatically 


maintains film of grease on bear- 2 3 
WOOD ROLLS—that give bett 


ing with greatest efficiency and ‘ a ° : 
; ry a’) > utmost economy. Four sizes, plain by specialists with years of experience in small, 
SALES ENGINEER WANTED and polished stecl. We also mak cdium and large rolls for any kind of work. 
the “Shurflo” wick feed oil cup Many improved and _ patented constructions. 
One familiar with conveyor and Folder o1 quest. Hunter Pressed Write for information giving size used. Rodney 
<a . . . Steel Co., Lansdale, Pa. Hunt Machine Co., Maple St., Orange, asé 
transmission belting, making headquar- 





ters at Chicago, to represent large The BURR PORTABLE SHAFT KEYSEATER 


manufacturer of textile belting. Ex- 





























7 ; i repa shop neces- 
cellent opportunity for advancement. HADCO CARD HOLDERS. Made cheap. Sold “ sity—keyseats anywh 
Give full information covering past ex- - ~ cheap. For tag- ey eo sei iol 
‘ . = 4 . saves shut-ce is ane 
perience. Replies treated confidentially. nx bins in dusty vense. Cor te 
y > “oe tock rac Ss. Cos ms 
Address No. 898, care MILL SUPPLIEs, é ae anes aa : hand 
nr Q@ ‘ 1: ‘ aie = re I ace ‘ 
537 South Dearborn Street, Chicago. cording to size : 
and style. Send for samples and prices. Had- : ig } 
don Bin Label ( Hack Heights, N. J mT ect 
SALESMEN WANTED ed and sold 
bulletins, punched italowuc he » prices 
> Ter eee , : , Ss nd distributors’ diseoints. John T. Bu & Son 
Experienced mill and mine supply McLEOD'S LEATHER BELTING -Excellent | 421 Kent Ave., Brooklyn, N. Y, 
salesman for Columbus, Ohio, and ad- Deraa: far anil aunule distil ( pent 
Joining territory. State experience, lected oak beltir butts, mad from pack teer BUSINESS MEN’S PAPER 
give reference. Address 894, care MILL hides and tanned by oak bark, slow proc icaily handle baleable yaa 
SUPPLIES, 557 South Dearborn Street, method. All leather used hand stuffed and havings, excelsior, wool, s 
cag loft dried. Made to 1 vent necessity of fre- Waste Three largest sizes 
Chicago. eas nd: Operated by. one o 
quent iKhe-u} ‘ pulleys, : t end. peratec y one o wr 
Salesmen calling on industrial plants variety of drives, vice conditions, size of how ersally used by industries. 
to handle our line of staples used in pulleys, — ete \ for further information. susiness Men's Paper Press 
almost every factory. Several terri- Mel ; Bel i ; Ni 


tories open. Address No. 895, care _DRILL CHUCKS—"‘Ettco” 
MILL SuppPLiEs, 537 South Dearborn reek hk SM Stee ee ee 





Street, Chicago. BRAPACO" ASBESTOS JOINT RUNNERS rill Gani be ist 
sal ienced j dine mill made from hivhest grade Asbestos Yarn equipped Write for eataiog and , 
salesman experienced In selling mill i om i bi4. (law [Tool C o4 ' Atay 





supplies for Pittsburgh  district—to 
build up the territory—one who can be 
out eight weeks at a time. Opportu- 
nity for advancement. State age, ex- 
perience, salary and reference. Address 


MARTIN PORTABLE VISE 














No. 904, care MILL SUPPLIES, 537 South ces eranon oun 
Dearborn Street, Chiacgo. ne chment 
Salesman mill supplies and tools W ot t seer! 
New York City and vicinity. Old estab- skid. Sma la 
lished house, liberal commission. Must se gest 7 
have some customers. Give full par- \ n& S 625 | 
ticulars in first letter. Any one. with- St.. Ov Kk 
out the knowledge and experience need 2” to 72 ne ts is hee a 
not apply. Address No. 903, care MILL Catalogue and jobbers’ prices on request. Braid EMMERT UNIVERSAL VISES —A \djust- 
SupPPLIES, 537 South Dearborn Street, ng & Packing Works of America, 254-256 46t] atte Had Screws, tteel Bar Clamps, Miter fa 
Chicago. " Brookl N.Y ghia ce a Bins Mi oP a } ny 
Wa est I 
AGENCY WANTED GENUINE CANNON PUMP OILERS -For 
th oil anywh Operat contre flow of oil 
An old established concern in New || h « force pump attachment. Ni 
York City with warehouse and efficient ep ee neonrenes trom (prea, 
sales force, wishes to enlarge its line PCa Sot ie \\ ie 0 , 


by taking the agency for New York 
City and vicinity, or for a larger ter 
ritory, for a number of hardware and 
mill supply specialties. Address No. 
893, care MILL SUPPLIES, 537 South 
Dearborn Street, Chicago. 
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a & Used World Ove 
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“Fortify for Fire Fighting” with 
Diener mua Fire Appliances 


Approved and labelled by 
Underwriters Laboratories, Inc. 


Diener Products are sold 
through the jobbing trade. 


Quality and good service are 
regarded a duty of first impor- 
tance to our distributors. 


Protection Safety Cans are 
popular and in strong demand. 





All industrial plants, garages, printing houses, clean- 
ing establishments and those using gasoline and in- 
flammable liquids in small quantities throughout build- 
ings require Protection Safety Cans. 


Write for Fire Appliance Catalog No. 25 


Manufactured by 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave. Chicago, Ill., U. S. A. 








Torrid’ Torches made 
by Diener give the great- 
est value to both con- 
sumer and to the dealer. 
They give complete sat- 
isfaction to the user and 


A Terch For 


satisfactory profit for 


the jobber. 
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Seat and disc of Nicn- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 





But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17 


REVERSO: — Bronze _ body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F 


IROVERSO:—Iron body for 
150 ibs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 

















ROUND RAWHIDE 
TWISTED CORD 


Made of exceedingly strong fibre twisted under 
a high tensile strain for 


“Safety Belt Lacing” 


Wire-like but pliable, stretchless but 
slightly elastic. The most durable 
round belt lace made, and cannot 
cut or cause accidents to workers. 
Put up in 100 ft. packages in four 
sizes. 


“Loom Cord and Machine Cord” 


Made in various sizes up to 1g inch. 
Also for Clock Cord, Raquets, Bows and Instruments. 


Chicago Rawhide Mfg. Co. 
1285 Elston Ave., Chicago 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 
























MYERS 


SELF-OILING «. JUNIOR 
DIRECT 
WATER 


SYSTEM 


















There is com- 
plete satisfac- 
tion in Myers 
direct from the 
well automatic 
water service. 
Here is the ideal 
way. It appeals 
to those who are 
considering modern 
water facilities for their 
homes or farms. Auto- 
matic control, lower 
pressure levels than 
tank systems, positive 
self-lubrication, housed working parts, ample strength and 
compactness, sufficient volume, reduce operation and mainte- 
nance costs, minimize wear and breakage, prevent accidents, 
provide a dependable water supply and assure long-time, 
uniform water facilities. 




































Take Offyour. "" 
MYE RS id 


PUMPS — WATED SyST 0008 MANGERS| 











Ask for copy of our No. HP-27 Catalog 


TH FLE,MYERS & BRO.¢S. 
ASHLAND, OHIO. 


ASHLAND PUMP AND HAY TOOL WORKS 














lease mention Mint Suppers. 
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—— ASIVE BELTING, yt YOR BLOWERs, SANDBLAST 

H. H surton & Boston Woven Hose & bber Co. Leiman Bros 
bes ETYLENK WELDING RODS The Cincinn: iti er Mts. Co —a TUBES 
Kk. DD. Giberson & Co the Mechanic? ber Co. J I. Giber 
: ane coneees : rhe pecs r Co : o- he 2 
AIR COMPRESSORS stanl 24 oration % 
Quincy Compressor Co. Victor Bal xtile Belting Co. “BOLL. E ans. PUBULAK AND WATER TUBE 
ANVILS “ene. oe ie Henr gt Machine Co. 
: BEL TING, COTTON, SOLID WOVEN 
Columbus Anvil & Forging Co. Stanley Be Iting Corporation BOLT ENDS 
Yost Mfg. Co - Victor Balata & Textile Belting Co. The Superior S« vy & Bolt Mfg. Co. 
APRONS, LEATHER Se ee 
Obiein hae a BELTING, IMPREGNATED a BOL Ts, oo ARRIAGE 
parapets: Gisnmiial Stanley Belting Corporation pease sur & Ward Bi & Nut Co 
: i i I a a ny) The Superior ew & Bolt Mfg. Co. 
saw ~O., inc, BELTING, LEATHER : > 
ARBORS Chicago Rawhide Mfg. Co. Seneca "pOLT ey ee 
Morse Twist Dril Machine C Edw. Rh. Ladew Co., Inc. sa lt 2 
ASBE istos PIcODee TS McLeod Leather & Belting Co. _ BOLTs, EYE, HOOK, RING AND LAG 
General A is & Rubber Ce Geo Rahmann & Co. The Superior Screw & Holt Mfg. Co. 
BABBI r T METALS s Schieren Co, e BOLTS, GALVANIZED AND MONEL 
Argus Smelt omyp ng’’—Chas. ~— & Co., Philadelphia The Superior Screw & Bolt Mfg. Co, 
’ n Smelting ¢ tefining Co t 4 selting Co. i i v 
peten a melting & en re a BOLTS. MACHINE 
odge i turing rp. ° . ee eee The Bourne-Fuller Co. 
Hoyt Metal Company BELTING, LINK , u . , ON . 
Magnolia Metal Co Chas, A. Schieren Co. , , se 4 . ae “4 Bolt & Nut Co. 
The Medart Company basen : meee UES: SS P 
Manatcl: Mata) Ca pees Bc ig ND w & Bolt Mfg. Co, 
BARRELS, STEEL Geo, Rahmann & Co. STOVE AND PLOW 
Mullins Body Corp Chas A. Schieren. Co. Ward Bolt & Nut Co. 
BARRELS, TUMBLING Edw. It. Ladew Co., Inc. Balk tee OO. 
Royersford Foundry & si Co. I. B. Williams & Sons TS, STUD 
BARROWS BELTING, RUBBER & Bolt Mfg. Co. 
Toledo Wheelbarrow Co. ~ ne ae 7 Screw Co 
Boston Woven Hose & Rubber Co. ' n 
BEARINGS, BALL The Mochanical Rubher Co. BOXES, BATCH 
Fafnir Bearing Company Quaker City Ru Co The Cleveland Wheelbarrow & Mfg. Co. 
BE ARINGS, BRONZE The Republic Rubber Co. BOXES, MITRE 
Bearium Beat gs, ine. es - = Goodell-Pratt Company 
The Buntin tn & Bronze Co. BELTING, THRESHER 2S TO" 
= t ( pany Boston Woven Hose & Rubber Co. Mullins Body tte TOTE 
Arthur Harris & Co. Edw. It. Ladew Co., Inc, isliiiiiialailad sa —- E = 
BEARINGS, SHAFT, BABBITTED rhe Mechanical Rubber Co Gnidia 
Bond Foundry & Machine Co. sisepidelonres "ant ee ; sar: : 
Dodge Manufacturing Corporation fasne ‘e (ae oO. Bend ound BRACKE 1s, — 
i ; ‘ute Mac By 7 ir Co, _éb lams & sons : son > dr é achine Co, 
baa ie Arig : 2 aa ae Peay Victor Balata & Textile Belting Co. Dodge \ fg. Corp. 
Royersford Foundry & Machine Co. BELTING, TRACTOR oc Hill z lutch Machine & Foundry Ce. 
Standard Pressed Steel Co. Victor Balata & Textile Belting Co. T. B Medar t Company 
nN . , , ° e ood Sons ¢ 
rT. B, Wood Sons Co. BELTING, TWISTED ; = ee 
BEARINGS, SHAFT, BALL Edward R. Ladew Co., Inc. me <r or _ BLOCKS AND LINING 
Chicago Pulley & Shafting Co. Victor Balata & Textile Belting Co rene! As os & Rubber Co. 
Fafnir iri ng Company . = . Johns “M: in vil Corpor ation 
SKIFF 1 s, Incorporated BELTING. WATERPROOF BRANDING TORCHES 
T. 2. Sons Co. Chicago Rawhide Mfg. Co Everhot Mfg. Co. 
BEARINGS, SHAFT, OILLESS Edw. R. Ladew Co., Inc. BRASS GOODS. STEAM 
Arguto Oilless Bearing Co Geo ete wed & Co American Injector Co. 
BEARINGS, SHAFT, ROLLER Bonnar ie nbtinie Cb bricator Ca. 
Bond Foundry & Machinery Co. lB. Will iams & nies ShleeS ° rass Co. 
- Sige. . é Penbe rthy Injector Co, 
Dodge Manufacturing Corporation ric 3 t , alti “ti a 
The Medart Company Victor Balata wd KY attie Belting _ The Wr Px owell Co. — 
“The Reeves'’’—Reeves Pulley Co. BELTS, WELL DRILLING The D. 'T. Williams Valve Co. 
Royersford Foundry & Machine Co. Stanley Belting Corporation BRONZE BARS, —— AND SOLID 
The Timken Roller Bearing Co. Victor Balata & Textile Belting Co. Bearium Beari 
BELT DRESSING RE Ne HE S (WORK), JEWELERS Lonel Bun ating Bri ass Pi Bronze Co. 
Atlantic Manufacturing Co alnvean (fi Fredericksen PANY 
Chicago Rawhide Mfg. Co. a Arthur Harris & Co 
Joseph Dixon Crucible Co, BENCHES, WOODWORKERS’ BROOMS, FACTORY, WAREHOUSE AND 
Johnson Be 2 ng — iny Richards-Wilcox Mfg. Co RAILROAD 
Edw. R. Ladew Co., Inc, INC TGS Indianapolis Brush & Broom Mfg. Co. 
The Mechanical Rubber Co. F ne BEN( H LEGS } The Osborn Manufacturing Co. 
Geo. Rahmann & Co The Hill ¢ “lu h Mac do & Foundry Co. hice — > ETC 
Richmond Belt Dressing Mfg. Co., Inc. David Lupton’s Sons Co. | BRUSHES. BENCH, FLOOR, ETC. 
Chas A. Schieren Co Standard "Pr ssed Steel Co. ind ii far — oo eee = te 
Stanley Belting Corporation BINDERS, CATALOG, LOOSE LEAF xe Osborn Manufacturing Co. 
Victor Balata & Textile Belting Co. Kalamazoo Loose Leaf Binder Co. BU CKETS, ee, 
BELT FASTENERS s “Salem"—Mullins Body Corpor: 
( DE a aaa . 
ha: Roumecwuller Co, as «BY rs, TOOL, HOLDER BUFFERS, ELECTRIC 
The Bristol Company Sp ee aoe a . Black & De ck or Mfg. Co. 
Clipper Belt Lacer Company BLOCKS, CHAIN “inci 1 Coa, 
Crescent Belt Fastener Co. he ‘hisholm-Moore Mfg. Co 
Flexible Steel Lacing Co. i Hoist Mfg. Co 
BELT LACINGS, LEATHER z. Co. ‘pe 
Chicago Rawhide Mf Co ai Towne Mfg. Co ~ ae = trical Tool C 
“Cocheco"—I B Williams & Sons BLOCKS, PILLOW : s BCUECAL, LOSE WSs 
Edw. R Ladey Co., Inc. Bond Foundry & Machine Co. BURNERS, GASOLINE AND KEROSENE 
eee I ane _— “e Co Chica Pullev & Shafting Co ‘layton & L Hin Mfg. Co 
Chas. A. Schieren Co Dodge Manufa i Corporation BU 'SHINGS, BRONZE 
BELT LACINGS, METALLIC The Hill Clutc Re AM: 1 hine & Foundry Co. rium Be , 
Clipper Belt Lacer Company The Medart C nv sre ynze Co. 
ee le Lacing Co. Royersford & Machine Co. arris & Co. 
“lexible Stec sacing Co. Skavef Ball Bearing Co. T 
The Bristol Cor Standard an ssed Skee! Co. I id Lupt aes ar eetage eos Ce 
BELT SHIFTERS en Wood Sons Co. Javid Lupton’s Sons 
T. B. Wood Sons Co. zete? ICKS ‘KLE 2 Cc ANS, OILY WASTE 
BELT TIGHTENERS sii a Geo. W. Diener Mfg. Co. 
Dodge Manufacturing Corporation Williamsport Wire Rope Co, Cc ANS. SAFETY, GASOLINE 
The Hill Clutch Machine & Foundry Co, BLOWERS, FORGE Geo. W. Diener Mfg. Co 
The Medart Company Champion Blower & Forge Co CAR-MOVERS 
T. B. Wood Sons C 7 Advance Car Mover Co 
BEL TING, BALATA BL _ -—, GAS AND OIL COMBUSTION ees Gane wEuer: Co: 
Victor Balata & Textile Belting Co Leiman Bros G. D. Rowell & Sor 
BELTING, C€ ANV AS STITCHED BI rigs RS, PORTABLE, ELECTRIC CARTS 
The Mechanical Rubber Co le F. Co. Tol Ibarrow Co 
Victor Balata & Te tile Belting Co. The United States Electrical Tool Co. Tl Wi v & Mfg. Co, 
When writing to Advertisers please mention Mitt Supp tes. 
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‘ CASING, WELL y ted: YING SYSTE Ms, OVERHEAD 
National 1 o. fy as-Chicago Co. 

CASTERS, TRUCK Richards-Wilcox Mtg. Co, 
R Ir chine ) 
- Ardy; gual COPPERSMITHS 
sadn BRUNE Arthur Harris & Co, 
INGS SRONZE 
- moe aerate COPPERS, SOLDERING 
b sons be S I Chicago Solder Co 
pare ise ; Everhot Mfg. Co, 
STINGS, —- AND MALLE ABLE 
The re N ine & oundry Co Leds ha RBORES 
[liz M lron Co The Cleveland Twist Drill Co. 
‘ ASTINGS, SEMI-STEEL Morse Twist Drill & Machine Co, 
Bond t & Machine Co F 
( AT ALOGS, SU PPLY HOUSE Pt f 
—— ar Ser e ¢ Mi aun afi ac cturing ( Sorp. 
R. R nelle & Sons ( t M The 
te nel é n ‘ + ; age —— 
( EMENT, ASBESTOS T a & Foundry Co 
Mar ) Ro ord Machine Co, 
CEMENT, ty ATHE R BELT Ss i Pr ‘o. 
. T. B. Wood Sons Co. 
-1 W & Sons COUNTERSHAFTS, SMALL 
Edw L ‘ L Birkle Machine Works 
ch sine ’ Goodell-Pratt Company 
CE MENT, PIPE JOUNT on ee a ee 
Soseuh Dixon Gructhie Co. ; COUPLINGS, SHAFT 
ifting Co. 
oo es | CHAIN, WELDED | A ea 
sei es le rien: : hine & Foundry Co 
CH: AINS, THR K 
The ¢ Mck Co. & Machine Co, 
C CH. URGING SI rs, BATTE RY & Machine Co. 
Marathon Electric Mf Co Standart ‘ ‘ eel Co. 
CHUCKS, DRILL T. B. Wood Sons Co. 
E 1 & Tool Co COUPLINGS, SHAFT, FLEXIBLE 
Got 1-Pr Compan B Machine Works 
Morse Twist Drill & Machine Cc I Foundry & Machine Co, 
CHUCKS LATHE TI ill Clutch Ma hine & Foundry Co. 
Sushman Chuck Co. The irt Company 
Sees Snare T. B. Wood Sons Co. 
CHUTES, STEEL, —" — 
1 i Whe & if = PL os SHAFT, FRICTION CUT-OFF 
( bop AMPS, BE LT : Or} 
Ge Vi thy 1ine Co., The 
» Wi Sons . Machine & Foundry Co, 
CLAMPS, "C" ite 
Armstrong Bros ( — 


Brownie Mfg 
J. H. Williams & Co 
CLAMPs, PIPE 
M. B. Skinner Co 
CLIPPERS, BOLT 
H. K. Porter, In 
LIPS, 


REPAIR 


WIRE ROPE 
( LOSE TS, FROST PROOF 
Jos. A. Voge 
CLOTH, EME RY, FLINI 
{ Hi. Bar & 1 Co 
Cc LOTRS, WEPING 


sville Sanita ipers Co., Ine. 


CLUT(¢ Min FRICTION 
undry M hine Co 


AND GARNET 


n ng Co, 
rng orporation 
‘ The 
& Foundry Co. 
r’u 5 Co 





T B Wood Sons Co. 
COCKs, AIR AND DRAIN 


Amer I 
The D. T. Williams V Co 
COCKS, BALL 


Kieley & Mu m. i 

coc Ks, CORPORATION 
The Wm. Powe 
coe KS, CYLINDER 


COCKS, GAGE 


At I 
J. 
5 - 
"1 i 
al . T W Vv e 0 
COCKS, STEAM AND SERVICE 
wera tae 


the DD. TT W ur Valve oO 
COILS AND BENDs, 
Arthur Harris & Co, 
COLLARS, 
ry & M } 


PIVE 


SHAFT 


f ’ 
I MI on 
T} M ind Co 
TI AT 
I Co 
1 r * 
COLUMNS, WATER 
mM t ng ¢ 


COMPOUND, PIPE JOINT 
COMPRESSORS, AIR 


CONTROLLERS, 





BOILER PRESSURE 


\ lo & Z 

T. B. Wood Sons Co, 
COUPLINGS, SHAFT, MARINE 

Bond Foundry & Machine Co 
COVERING, PULLEY 

ago Pulley & 


CRANES, 
The Chisholm 





ting Co. 


HAND POWER 
Moore Mfg. Co. 


‘he Di er n Hoi Mig. Co, 
pete OVERHEAD, TRAVELING AND JIB 
+. ‘hisholm-Moore Mfg. Co. 
' n Hloist Mfg. Co 


hicharae- 10 tion Mfg. Co 
The Yale & Towne Mfg. Co 


CRANES, PORTABLE 


Barr tt-Cravens Company 
Lic hards- Wilcox Mfg. Co. 


CRAYONS, LUMBER 


Joseph Dixon Crucible Co 


CUPS, 
de If 


LEATHER 





CUPs, OIL 
Injector Co, 


AND GREASE 








ian . Valve Co 

( be rane, 
Clipper Belt L ompan 
CUTTERS, BOLT 


Porter, In 


BELT 


GASKET AND WASHER 


I ew Co., Inc 

( hs . re Rs, GLASS 
American Saw x. Co 

a | TrERS, MILLING 

Cleveland Twist Drill Co 
Mor Twist Drill & Machine Co 

CUTTERS, PIPE 
AY Bros. Tool Ce 
Gt i ‘I é ( I , 
He Mf ( 
Ty . Pa 
Te ' I Ma ne Co 

M 


DERRICKS 
I rrett-Cra ns Company 


I 
DESKS, FACTORY 





DOGS, LATHE 

Armstrong Bros. Tool Co, 
J. H. Williams & Co. 

DRESSERS, GRINDING WHEEI 
Scandinavian Western Importing Co., Ltd 

DRILLING POSTS 

Armstrong Bros. Tool Co 

DRILLS, BREAST AND HAND 
a Sompany 

DRILLS, ELECTRIC 
The Black & Decker Mfg. Co 
Cincinnati Electrical Tool Co. 
1-Pratt Company 
The Hisey-Wolf Machine Co. 
stow Manufacturing Co,, Ine. 

Standard Electric Tool Co. 
d Strand & Co 
The United States Electrical Tool Co 

DRILLS, POST 
Blower & Forge Co 
it Machine Co 
States Electrical Tool Co 

DELLA, RATCHET 
The Armstron Bros. Tool Co 
Gocdell P ratt ¢ Company 
DRILLS, 
Cleveland Twist Drill Co 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co 
Whitman Barnes-Detroit Corporation 
DRIVES, POWER 
The Oster Mfg. Co. 
The Toledo Pipe Threading Machine 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co 
The Medart Company 
T. B. Wood Sons Co, 
EJECTORS 
American Injector Co 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
ELECTRIC LAMPS, ADJUSTABLE 
Appleton Electric Company ‘‘Reelite” 
ELECTRIC WELDING RODS 
kk. DPD. Giberson & Co 
ELEVATORS, PILING 
Barrett-Cravens Company 
ELEV —— Se 
Barrett-Cravens Compa 
ELIMINATORS, OLL 
The D. T. Williams Valve Co, 

ENGINE AND BOILER FITTINGS 
American Injector Co, 
General jrass Co. 

The Wm. Powell Co 

Db. T. Williams Valve Co. 
EXPANDERsS, 

The Watson-Stillman Co. 

EXPELLERS, OIL AND MOISTURE 

The V. D. Anderson Co. 
EXTENSIONS, TAP 
The Allen Mfg. Co 
EXTINGUISHERS, 
Geo. W. Diener Mfg. Co, 

FANS, VENTILATING, 

Marathon Electric Mfg. Co 

FASTENERS, BELT 
The Bourne-Fuller Co. 
The Bristol Company 
per Belt Lacer Company 
scent Belt Fastener Co 
Flexit Steel Lacing Co 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 

FEEDER VALVES, STEAM HEATING 
BOLL ER 

Nason Manufacturing Co 

FENC E AND GATES 
Anchor Post Fence Co 

FILES 
an Swiss File & Tool Co, 
ile Works 
il vian Western Importing Co., Ltd. 
Simon aa Saw & Steel Co 

go — AND HARDWARE 
ltichards-W Mig. Co 
FIRE EXTINGUISHERS 

Geo, W. Diener Mfg. Co. 

FIRE P RE 4h NTING EQUIPMENT 

7e0. W Diene Co 
rit elo “HIGH PRESSURE 
Henry Vogt Machine Co 
The Watson-Stillman Co 
FITTINGS, HOSE, 
n Hose & Rubt 
— HYDRAL Lic 


Goodell 











TWIST 





AND TIERING 


TUBE 





FIRE 


ELECTRIC 














BRASS 


Ca 

















DIES, THREADING Henry Vogt ( 

A I Tool Co Tine Watson-Sti Ir in Co 
Gt ‘7 PIT TINGS, PIPE BRASS 
Mi I t Drill & ne Co General TB Company 
Zhe Oster Mfs - : FITTINGS, PIPE, MALLEABLE 
Toledo Piy T} ding Machine Co. 

I iol M Iron Co 
DIPP ERS, COPPER Walworth Company 

Arthur Harri & <— opecne 

FITTINGS, PIPE, STEEL 

DISCS, VALVE Ronnev Forg & Tool Works 
Jer I The Watson-Stillman Co. 
) Mint Supent 
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Henry Vogt Machine Co. The Medart Company Huffman Manufacturing Company 
FLEXIBLE SHAFT EQUIPMENTS Tree ves Pulley Co. | Scandinavian Western Importing Co. 
Stow Manufacturing Co., Inc > i ee shales =o : roe ee oe 
N BtaRG & Ce FORGES, BLACKSMITH GAGES, HYDRAULIC 
FLOATS, ALUMINUM, LEAD COATED ORR Sane eee hp aggre scticnggicsn sare 
AND STEEL FORGES, RIVE! GAGES, IRON, AMMONIA AND CHEMICAL 





Arthur Harris & Co. ones nee ae rl Forge Co. Nason Manufacturing Co. 
20 t oy ool VOrns 
FLOATS, COPPER F : = = , 
The V. D. Anderson Co Goodell-P1 te Companys — manera ered 





Arthur Harris & Co, Simonds Saw & nate, GAGES, WATER 
‘LOC STANDS : American Injector Co. 
FLOOR STANI FRAMES, WALL Detroit Lubricator Ck 
Bond Foundry & Machine Co, Machine Co, Ger 1 Br ser = 
Dodge Manufacturing Corporation ¢ Corporation reneua Sheree Tet 
The Hill Clutch Foundry & Machine Co. “RR age seas er 
Tig MER TANE Ccimneook . hine & Foundry Co 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 


_ : F a . GASKETS 
_,, FLUX, SOLDERING FURN AC ES, GAS, INDUSTRIAL The Ci th ‘antet Wee 
Chicago Solder Co Iiuffma n inufacturin Company Jenkins sros. 
PLY WHEELS URNACES, ~ SOLDERING Johns-Manville Corporation 
bert Mfg. C 


Dodge Manufacturing Corporation Clayton & Co. GAUZE, TUBULAR KNITTED 
The Hill Clutch Machine & Foundry Co Geo. W. Die Mfg. Co. Louisville Sanitary Wipers Co., In 


Nason Ma inufacturing Co. 
enberthy Injector Co, 
wm. Powell Co 


& Machine Co, 1e D. T. Williams Valve Co. 





c 
oO 











This is the suction that lifts and carries your paper in the po 


collapsed by 
this powerful 
air pump 







printing press. folder, addresser, labeller, sealer, or bander. 


A Powerful No _ matter the weight er’s machine if it has this air pump on it. It 
of the paper, air suction will pay you to look for it carefully. Most 


sarge of Air will grip and hold it, m 


and that is why you can depend on any print sure that the machine you buy 


| : ; , ; 
hines have it already: reason enough to be 
has it 








This is the air pump that is used by 
printers everywhere 













They are also used for blowing to loosen up the sheets on a pile: and 
trainers to prevent oil from spraying on the sheets 
nter also uses these pumps for cooling linotype moul 
b st out of the working parts of machines and out of 
trotyper uses the air for a 1s lat sol 
these pum] re found in almost ever t dor this work 
Ff e big shops 
specially i the 
= ; ewspaper 
The wings het eds 
scoop up ayy tsa 





the air 














( high 
is < 
Will it maintain this suction on my machine very long? 
© picture show the side ¢ st ct s. These ec 
s scoop up the is they rotate tug the it against 
e cylinder while ion, and s ire fittec tter 
w old they may 
Any machine a printer needs can be fitted with sist of 
it, but from the list we sh u can select equ -d 
with it Be sure to look for this pump before yc ‘ F 
De it press folder € rr what 1 ts) « the dustt 
Dexter Folder Harris Press Sheridan Feeder 
Kelly Press Miehle Press Pollard Alling Mailer 
Cleveland Folder Cross Feeder Eclipse Folder 
Hickok Ruler Berry Feeder Acme Sprayer 
Baum Folder Fuchs & Lang Feeder Stokes & Smith Gluer 
Liberty Folder Hall Press Smith Feeder 
Lisenby Folder Klimax Press Duvall Press 
McCain Feeder Ivers Lee Wrapper Christensen Feeder 
Frohn Feeder Juengst Gatherer wey 





This is the heart of the 
machine 


IGS J —_ Y BANDER 











And every machine, like every man. is 

: ne . , ; 

Yenelited Hy Navil a ood ear 
ec it ré nds he called ) | 
) it Dest effort ne that 
‘ it is most nec And tl : 

¢ j t 
instance it costs no more when yc et mac eu this 1 heart ZN 


Automatic lubrication re- 
lieves vou of all eare 


| , 
he most powertul and lon asting alt 


pump m / } 
. ’ . { | 
Dealers Evervichere have our Support and Cooperation WS 





LEIMAN Bros.” "iii" : ae 


Vakers of Good Machinery for almost Half a Century ROTARY hom hn lubricating oil from spt 


When writing to Advertis <© mention Mint Svprrirs. 
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GEARS HOSE, COTTON MALLETS AND HAMMERS, RAWHID.sz 





Bond Foundry & Machine Co, Boston Woven Hose & Kubber Co. Chicago hLawhide Mfg. Co 

C ic nay Memes ee pg ( ee ee Yhe Mechanical aeemteaite 5 v. ; MANDRELS 

ee Seen orporari< HOsE, RUBBER Morse Twist Drill & Machine Co 

The Hil Machine & loundry Co. oston Woven Hose & liubber Co, a ‘ 

The Meda ha. Ciichal ; Rubber Mf Co MATS AND MATTING, RUBBER 

es a tae on — . . ri ho, Den pace 5 Nefraialen — : Loston Woven Hose & Rubber Co. 

GENERATORS, ACETYLENE ae. eh oe eee Phe Mechanical Rubber Co. 

The Imperial Brass Mfg. Co Quaker City Kubber Co 


‘he Kepublic Kubber Co MEASURES, OFL, FLEXIBLE SPOUT 
_ oo bl The l tl i tg ‘o 
HYDRAULIC LEATHER I Hutfinian Mis. 


GLASSES, GAGE 
gy Mire. Co, MERCHANDISE CONVEYORS 












GL UR K :00M Hx UIPMENT ohnson Company hb. E. Myers & Bro, Co. 
‘ es = 8. Ae Co. | METAL, BEARING 
Th Watso Stillman Co rgus § elting Co 
G OVE RNORS, PUMP SPEED INJECTORS Be ings, Ine. 
Kieley & . Ar i Inie r Uo. ng & Bronze Co 
M n kk , I yr Co on Iting & Refining Co. 





(GRAPHITE FOR ALL PURPOSES The Wm. Powell Co. bouxe Manutacturing Corporation 
ere gig: Medel INSUL TING M ATERIALS ee 


‘ \l ur tiarris & Co, 
or GRE ASE, -LUBRIC 4 hns-Mar Cor Hoyt Metal Company 
ee eee eetonee sia IRON PRESERY ATIVES Magnolia Metal Co, 
_ ph | xon ruci : i ae ee Mat yration The Medart Company 
nai : —_o = eee ” . Monarch Metal Co. 
GRINDERS, BELT. ROPE AND MOTOR ee © SOENT RUNNERS ae Reeves Pulley Co. 

DRIVEN Braiding & Packing Work Rowell Mfg. Co 


<= nif turir ‘ y e “Rs, ob NG 
w Manufactu Inc. Sin: ice ee eee net ahatncenninn MILL LEATHERS, ALL KINDS 





GRINDERS, BENCH AND FLOOR D. Wall ‘ ii Chas. Bond Co., Philadelphia 
J i \ i t “« ‘ ah . . 
B Fo iry & Machine Co, The Chicago Rawhide Mfg, Co. 
tna & Shattine Co. JOINTS, EXPANSION, COPPER Johnson Belting Company 
I I i 11 I 1 Co Arthur Harris & Co, dw. R. Ladew Co., Ine. 
G ‘ Pratt Company "ew: 7 Bi ou Chas. A. Schieren Co. 
Miisev-\Voll Machine Co, ies JRETTLES, STEAM JACKETED ; i: Seite & Gane 
Marathon Electr Mfg. Co pi aie iat Moos « MONOR AIL, SWITCHES AND TURNTABL.«. 
: ra oundry & Machine Co KNIVES, MACHINE a dy ice pity a ie I TURNT: 
Ss i Elect : 2 Co Simonds Saw & Steet cK ’ 





; 4 ; ae I Yale & Towne Mfg. Co. 
The Un d States E trical Tool Co LABELS AND HOLDERS MORTISERS 
GRINDE Rs. DISC tH fon Bin Label Co The Crescent Machine Co. 
The ¢ scent M ine ¢ ; ae og LAC ERS, BELT MOTORS, ELECTRIC 
GRINDERS, ELEC TRIC : an Lacer Co, Marathon Electric Mfg. Co 








The ] k & Decker Mfg. Co CL ADDE is SAFE TY WOVERS CAR 
I iy El . 11 Tool Co, Vayton sate bit Advance Car Mover Co, 
\\ Machine Co, _ L. \DL. Es, MELTING Appleton Car Mover Co. 
nr erase igh Ele tT Mig. Co lollands Mf G. D. Rowell & Son 
M rathon Ele ctric ae as Oo. Mullins Body Corporation MULE STANDS 
Stow Manufacturing Co., It Rowell M , Bond Foundry & Machine Co. 
N. A. Strand & Cc ares LAMP GUARDS Dodge turing Corporation 
TI Unit Stat ] tr Too ‘o Flexible Stee Lacing Co The Hil utch Machine & Foundry Co. 
The Medart Company 
GR INDE RS, BNE EK AND SAW LAMPs, ELE € TR 1c ° ADIL STABLE T. B. Wood Pati i ; 
yg & 4 y + E vt, , lire 2 aid 7 


wa bch rn aabene NUT SETTERS 
GRINDERS, VALVE : LATHES, I. ABORATOR ¥, ELECTRIC The United States Electrical Tool Co. 














The Black & r Co, pig ee NUTS, MACHINE SCREW 
Cir ctri Tool Co I. ATHE Ss, ‘WOODWORKING The Poeurne-Fuller Co 
(is Pr tt ¢ 0 par > : J. D. Wall & C The Cleveland Cap Screw Co. 
The United States Electrical Tool Co LE \THER SPECIALTIES Cleveland Wrought Products Co. 
ee ce Ss ide N Co Economy Screw Corporation 
Richards- Wile: c ni pany OW. WELL ACCESSORIES 
GU ARDS, r LECTR Ic LAMP F O-, Ine The Wm. Powell Co, 
Flexible Steel L z Co. TEASED Lee ee OLLERS, PUMP 
GU ARDS, CABLE, HIGHWAY ‘tim ten ue  e The Cannon Oiler Co. 
v tope Co Chicago Rawhide Mfg. Co OLLING DEVICES 
 6U Reig OIL AND GREASE I. E GS, BENCH American Injector Co, 
Bond Foundry & Machine C Standard Pressec teel Co Detroit Lubricator Co, 
Royse oundry & M ne Co. LOCKS, INDUSTRIAL The Wm. Powell Co. 


HAMME Rs The Yale & Towne Mfg. Co The D, T. Williams Valve Co. 
Prentiss Vise C¢ LUBR i ANTS, BALL & ROL LER BEARING PACKING, AMMONTA 
chin 









, “- B y & Ma Boston Woven Hose & Rubber Co. 
Chi es BAL La BEARING R rato! i Foundry & Ma ne Co, General Asbestos & Rubber Co. 
h a g ) Johns 
-- 2 ‘.. 1 on BRIC ATORS hepa inc 
5 3 td The ‘ 

HANGERS, DOOR _ Quaker City Rubber Co. 
I E. My . ro ° . 7 ; te ec Rubber « 
- rds-' AT ; Co., Minneapolis, Minn. The Repunlt sahil vhs 





ce. PAC — ar nate LIC 


alve Co Chicago Rawhide 


HANGERS, PIPE e D, T. Wil 
Illinois Malleable Iron Co : reneri pees per c0 
as ce MAC nN: TOOLS yr ty Menon einer 


























ae ; The Crescent ichine Co. Johns Many lle Corporation 
HANGERS, SHAFT Royersford Le iry & Machine Co n Belting Company 
American Pulley Company ; As : 2 .. Ladew Co., Ince 
Band Panudre & kha Co MACHINERY CLUTCHES Packing & Mfg. Co., Inc. 
, e oh Cage = Ctr go Pulls ifting Co The Mechanical Rubber Co 
7 - , I g Manuf poration Quaker City Rubber Co. 
M r tior 2 - 
uM & ie ol Co } mont M Inc. Chas. A. 
M ri . Tt H ( & Foundry Co. The Wat 0. 
Ma - Co 7 Med I. B. W 
I ze. ene Ite PACKING, PISTON 
i Co. os ae — ultz tos & Rubber Co 
T. I ae rT. B. Wood § s Co. e Corporation 
HE ADS, EXHAUST .- ~ HINE R  - yal HANDLING L near Pac king & Mfg. Co., Inc 
Tr Swartw r Dodge nz Corporation ehanical Rubber Co. 
. aes a ow Erer arn - City Rubber Co. 
HE VTE RS, FEED WATER _— mse RY, CONVEYING AND ELEVATING The Republic Rubber Co. 
| due nufacturing Corporation 
ut any Th H : h Machine & Foundry Co PACKING, SHEET 
¥ 4 ? ; : ~ 5 Boston Woven Hose & Rubber Co 
HEATERS, GLUE, STEAM AND GAS MAAC a S. GRINDING AND POLISHING The Cincinnati Rubber Mfg. Co. 
"t I ( Be ry & Machine Co, General tos & Rubber Co. 
7 Mar turing Cc Cincinr ti El: trical Tool Abfhcs “Jenkir : Jenkins Bros 
n . : roversford undry & Machine Co. Jol s-Manville Corporatio 
HOISTS. CHAIN eva Sooty is -ou « hns-Manvil I ion 
M Mfe. Co Stow M &. Co., Inc Linear Packing & Mfg. Co., Inc. 
Hoist Mfe. Co N A. Strand & Co The Mechanical Rubber Co. 
Mi = 7 The United States Electrical Tool Co Quaker City Rubber Co. 


t Mfg ; MACHINERY, ICE AND REFRIGERATION = The Republic Rubber Co 
The 3 & Towne Mfg. Co. Henry Vogt Machine Co PACKING VALVE STEM 
HOISTS, ELECTRIC MACHINES, KEY SEATING Cincinnati Rubber Mfg. Co 


( } uf Affe John T. Burr eral Asbestos & Rubber Co 


* \ i y 5 i ea ; il lle ‘o tio 
1 y & Towne Mfg. Co MACHINES. PIPE CUTTING AND Manville Corporation 
T 





ir Packing & Mfg. Co., Inc. 





HOISTS, HAND ’ —_ HREADING Mechanical tubber Co 
M M = "i (aI niie . » & Die Corporation ker City Rubber Co 
€ I iblic Itubber Co. 
<_ Toledo Pipe Threading Machine Co ' ; 





oe y : PADLOCKS 
Towne Mfg. Co MACHINES, PUNCHING AND SHEARING The Yale & Towne Mfg. Co. 
HOT, DE RS, TOOL Royersford Foundry & Machine Co, PAINTS, INDUSTRIAL 
ae init eee MAC HINE s, —_ E "4 GRING Joseph Dixon Crucible Co 
& The Ur d ¢ Toh Manville Corporation 
HOOKS, BELT _M \C HINT RY. WOODWORKING The Reardon Company 
aad The Cc ne Co PANS, TOTE 
Steel Lacing Co, I. vi lace & Co Mullins Body Corp 
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We Play the 
Selling Game 


y, Cad 
ff. ae 


cae 
a 


nr & " 
. Me 


es 










Squarely' 


} 
; 
} 


‘FT 


Cia with our 
GRASS’ ! 


BRAND ar 
BCU Distributors 


Our Manufacturing Policy 





We make only the best grade of wiping 
cloths. That means the pieces are all flat, are 
free from buttons and fasteners, are washed 
thoroughly clean and in addition are steril- 
ized to make them perfectly safe to use. We 
have found that most American manufac- 
turers want American wipers, prepared ac- 
cording to the American idea of cleanliness, 
and that they are glad to pay the cost of 

producing and distributing them. 


Our Selling Policy 





We depend upon our distributors to furnish 
outlets for our product. Being dependent, we 
cooperate with them. Inquiries and orders 
from a distributor’s territory are referred to 
him. Reserve stocks are kept to make prompt 
shipments possible. 


If interested in a line in every day use, not 


V 





requiring much selling effort and yielding a 
good profit, send for particulars on BLUE } 
GRASS BRAND Sanitary Wiping cloths. 


Louisville Sanitary Wipers Co., Inc. 


Louisville, Kentucky 











eee i 
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CLEVELAND) 


WROUGHT 
PRODUCTS 





A COMPLETE LINE OF CAP 
SCREWS, SET SCREWS, S. F. 
NUTS AND MILLED STUDS 


ONG EXPERIENCE tells us what the mill supply 
~ dealer wants—and we see that he GETS I1T—and 
cooperation besides. 
Made Right —-Heat-Treated. 
able. High Tensile Strength. 
Screws Case Hardened. 


Accurate and 


Bright Finish. 


Depend 
All Set 


Big Stock—2000 Sizes and Types always in stock. No 
substitution or excuses on rush orders—just prompt 
delivery of Accurate-Count CLEAN Products. 


Packed Right-—-Dipped to prevent rusting, and packed 
in oil-proof, 6-ply, clearly labeled cartons, double- 
stapled and double-braced. Easy to stock, handle 
and sell. 


and PRICE Right, too— Write Us 


The Cleveland t 
Products Co. 


West 58th Street and Denison Avenue 
CLEVELAND, OHIO 








When writing to Advertisers please mention 
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EE A NR TR NEE ae 





iy ge VACUUM 
Arth I 3 | ! «& ¢ 
PAPEK, K ME RY, FLINT AND GARNET 
I ! & ds Co 
PASTE, SOLDERING 
PEGS On PINS, BELT LACING 
Pa 
Flexible Ste e Co. 
PIPE THREADING TOOLS 
\ I Loc Co 
i k «& Lie 
Toledo Pipe Threading Mac Co 
PIPE, HIGH PR E SSURE 
I W mn-Stillman ¢ 
PIPE, STEEL 


National Tu 





PI. ANE RS " WOODWORKING 
; WW: 
Pi ATFORMS, LIFT TRUCK 
I ; sonatas es 
St eo i Steel Co 
PLIERS 
I ney Fors & a 1 Worl 
Goodell-Pratt Cor 
PLUGS, B KASS AND FUSIBLE 
American Injector 
rhe D. T ims Cc 
Th Wr ‘ l 
P L l MBING FIXTURES 
Imperial Brass ) 
POLES, TUBULAR STEEL, 
Nation Tu 
rors, GLUE 
D. Walla 


e&cCc 
POWER rRANSMISSION APPLIANCES 


pany 





& Foundry ¢ 
y & Mac hi Co 
yrporated 
r RE ssh Ss, BALING 
Husine Men Pap P Co 
PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros 
PRE SSES, anaes. AND FOOT 
Royersford Foundry & hine Co 
P eens CUPS 
roit Lubricator Co 


srass Ceo, 


PROTECTORS Ja aeEe IC LAMP 
‘ Lac 4 











Flex Ste. ng 
PULLEY “COVERING 
hicago Rawhide 
PL LL LEYS, BAL F BEARING 
Chi vo 8 Pulley & ‘Shate ng Co. 
T. B. Wood Sor ( 
P U L = ¥s, CAST IRON 
nm 
B Four ary a Me ry chine Co. 
buouge Manu ig Sa ition 
T Hi ( tck hine & Foundry Co, 
€ ny 
sfor F 1 & Machine Co, 
W ood Sons 
rl I. LE Ys, CONVEYOR 
Ar ri n Pulle any 
I ge M Corporation 
I I & Foundry Co, 
I Me . ¢ ir 
I Ohi V ey |} ee Works, Inc. 
r. B. We Sons 
P he L 2 E = FLANGE 











I ( v 
S aw Mfg. Co. 
Mi Wood Sons Ce 
dhe LLE Ys, FRICTION CLUTCH 
Fo iry & Machine Co, 

ie & Shafting Co. 

ufacturing Corporation 

ont Machine Co 

tch Machir & Found: Co, 





The Medart Company 
The Moore & White Co. 


es Pulley Co, 








Ss iltz & Son 
S Industries Enpenaree 
=: 2 Wood Sons 
- U L LE ¥s. IRON CENTER 
ige Man iring Corporation 





a 
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Saginaw Mfg. Co. 


Ss Ix i Industries, Incorporated 
Ss ndard Pressed Steel Co. 
T Wood Sons Co 





PULLEYS, MOTOR 








American Pulley Company 
Birkle Machine Works 
t Manufacturing Corporation 
{i Clutch Machine & Foundry Co, 
edart Company 
hio Valley Pulley Works, Inc 
oe Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood Sons Co 
PULLEYS, PAPER 
Birkle Mz < n¢ Works — 
The Oh alley Pulley Works, Inc, 
P t L I. 9 YS, ROL LER "eats 
boage iu ring Corporatic 
r} Ae rt Colnpany 
Shayer bali Bearing Co, 


PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 





The Medart Company 

PULLEYs, STEP AND TAPER CONE 
Dodg Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Med: art Company 
The Ohio illey Pulley Works, Inc, 
Reeves Pulley Co, 
Saginaw Mfg. Co, 
T. B. Wood Sons Co. 


PULLEYS, WOOD SPLI1!I 
Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley 
Reeves Pulley Co, 
Saginaw Mfg. Co. 

PUMP JACKS 

Pumps, Ine. 

Myers & Bro. Co. 
PUMPS, AIR 


Chicago 


Works, Inc, 


Goulds 


e. E. 


Leiman Bros, 















PUMPS, CENTRIFUGAL 
Goulds Pumps, Ine 
Geo. D, Roper Corp, 
mae i UMPs, DIAPHRAGM 
Goulds Pun Inc 
Pu MPS, ELECTRIC 
r¢ Pi ‘ 
F. My & . Co. 
Ge »per Corp. 
PUMPS, GAS AND VACUUM 
Leiman Bros, 
PUMPs, HAND AND POWER 
Goulds Pumps, In 
F. E. Myers & Bro. Co. 
PUMPS, JET 
American Injector Co, 
PUMPS, MINE 
Ids Pumps, Inc 
Myers & Bro. Co. 
PUMPS, OIL 
Metroit Tubricator Co, 
Goulds Pumps, Ine 
[ man Bre 
Geo. D. Roper Corp. 


. t MPS, ROTARY 











Goulds Pumy 
- = t MP s, St MP, AUTOMATIC 
Tr Poi ) tl jector Co 
PUMPS, TANK 
Goulds Pumps, In 
F, E. Myers & Bro. Co. 


PUNCHES AND DIES 
Foundry & Machine Co. 
RACKS, | PIPE AND BAR 
Lupton’s Sons Co. 


Royersford 
































RIVE 
The Bourne-Fuller C ce) 
liussell, Burdsall & Ward Bolt & Nut Co 
ROLLS, Wwoob 
Rodney Hunt Machine Co 
ROOFINGS, ASBESTOS 
Johns-Manville Corporation 


ROVE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Che Medart Company 
T. BE. Wood Sons Co 

ROPE, WIRE 
Wickwire Spencer Rope Co. 
Williamsport Wire Rope Co. 

RUBBER GOODS, MECHANICAL 

The Cincinnati Rubber Mfg. Co 
Jenkins Bros, 
I'he Mechanical Rubber Co, 
New York Belting & Packing Co. 
Quaker City Rubber Co. 


fhe Republic Rubber Co, 
SAFETY DEVICES 
The Crescent Machine Co, 
Layton Safety Ladder Co 
Dodge Manutacturing Corporation 

SAND BLAST OUTFITS 
Leiman Bros, 

SAWS, BAND 

American Saw & Mfg, Co. 
J. D, Burrill & Son 
lhe Crescent Machine Co. 


Simonds Saw & Steel Co, 
J , illace & Co. 
SAWS, CIRCULAR 
Simond w & Steel Co. 
J D Wallace & Co. 
SAWS, HACK (Blades) 
American Saw & Mfg. Co. 
Goodell-Pratt Company 
Simonds Saw & Steel Co. 
Victor Saw Works, Ine, 
—, BAND, ELECTRIC 
J. D. Wallace 
SAWs, ‘SWING, CUT-OFF 
The Crescent Machine uv. 
sc 7 ES 
The Fairbanks Comp: 
SC K AP ERS 
Toledo irrow Co 





SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co, 
Cincinnati Electrical Tool Co, 


Hisey-Wolf Machine Co. 

N. A. Strand & Co. 

The United States Electrical Tool Co 
SCREWDRIVERS, HAND 

American Saw & Mfg. Co. 

Goodell-Pratt Company 


SCREW MACHINE 

Ferry Cap & Set Screw Co, 
indard Pressed Steel Co 

SCREW PLATES 


PRODUCTS 








Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 
Allen Mfg. Co 
‘land Cap Screw Co. 
ind Wrought Products Co 
Cap & Set Screw Co. 
Standard Pressed Steel Co, 
The Superior Screw & Bolt Mfg. Co. 
SCREWS, LAG 
Eleco Tool & Screw Corp. 
SCREWS, MACHINE, BRASS ANJ) IRON 


- onomy Screw Corporation 


“leo Tool & Serew Corp. 
SCREWS, SAFETY SET 
Allen Mfg. Co, 
The Bristol Company 


Standard Pressed Steel Co 





























RADI \TOR CONTROL VALVES SCREWS, — MB 
Tohr ‘orporation Economy Screw Cornor: 
RADI ATORS, HIG H PRESSURE VERTICAL ee ae _ AWS, ‘Woop 
TUBE Lleo orp 
Nason Manufacturing Co SE PARATORS, OIL AND STEAM 
UR AILS, ELECTRIC MOTOR Soe ne Gees Wie: 
Birkle 1 Vork ne } Sh salad SER 
RAILS, STEEL sinsiihaidal steur Malone PLIANC = 
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Gauging gauge glass 
values 


You can assure your customers — — 
that the name “Moncrieff” is 


: . , PERTH @ 
an accurate gauge of long 

















scientifically according to size and style of point. 


gauge glass service. pide ape R sar te 
Special Scotch sand is used by 
the 30% stronger Hollow Screw Moncrieff, in the making of the 
| | > 
| Hi glasses, conducted for over 60 y CUNTFIC § 
| Hii} ; ' 
i *0¢; extra strength over broached hollow screws— at Perth, Scotland. An _ exclusive for s 
| the only other kind made. Cold-drawn by a pat- formula is employed, which is 
tented process which increases the density of the contributing factor to the combina 
steel around the socket-hole, and _ heat-treated Hon) of toushness and cleasnees in 
every Moncrieff glass WHITE ENAMEL @ 


The Allen process makes deep, perfectly formed socket-holes 


| pacael | | , lass with w 
merietis are now the ly gauge cis 

with no chi the botton The entire length of the Moncrieti eae oe ORY (pees nie ina |e ae ae tee 

V n chips in 1¢€ ottom., 1¢€ € € £ t | c . n 1 1 ick 
pe é vlasses of genuine -otch 1 ruta 4 ' m Dr 

“Allen” is utilized either for solid metal at the point, o ziasses ¢ genuine Scotch manufac es- 

1 . I thir a ip hn > vne +1] Ty rs t > 
depth of socket for the wrench. All sizes in stock from 14 ture. The five types fill many needs 


to 11,” diameter; any length, point or thread. Also Socket 


Head Cap Screws, Pipe Plugs and Tap Extensions—Allen JENKINS BROS. 
process. | P 7% , 
pa — ) Reh whips na ies (BEACON REDD) 
The Allen booklet, with its charts of sizes and | nun tch GAUGE GLASSI _— 
Hil prices, will make itself useful to every mill sup- 1 
ply dealer who sends for it. 


| 80 White Street New York, N. Y. vith ate Fadicator 
| 524 Atlantic Avenue Boston, Mass. ine for 
133 No. Seventh St., Philadelphia, Pa. 


The Allen Mfg. Co. 646 ages Ccicen. Skt 
| ok 


143 Sheldon St. Hartford, Conn. 
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“Moore & White” 


rriction | |VALBESTIN 


CLUTCHES VALBESTINE 


Most in demand . — a 
. raided or Lwistec 

250,000 m use is being brought to the attention 
15,000 ENGINEERS 


VALBESTINE like all GARCO packings is s 


] ly 1} 





Equally efficient for 
easy or hard work; 
under clean or dirty 
conditions. Stand 


exclusively through supply houses 


GENERAL ASBESTOS & RUBBER COMPANY 
North Charleston, S.C. 
Quality Packings for 32 years 












MADE IN 


gruelling punishment. 








Give longer service, FOUR STYLES GARCO ASBESTOS ow 
dollar for dollar than 2. Seaedaed : GS, TEX Ss 


i : PACKINGS, TEXTILES 


BRAKE LINING = “Seq 





any other clutch 
made. Your custom- 
er deserves the best. 
See that he gets an 
“M&W” the next 
time you sell him a 
clutch. 


2. High speed 
3. Double disc 
4. Sleeve type 









Catalogs on 
request 


THE MOORE & WHITE CoO. 
2711 N. 15th St. 
Philadelphia, Pa. 


























Division Smelting & Refining Co. 
pert Metal Company 
Argus Smelting Co. 
SOLDERING C OPPERS, 
AL 


FLUX, PASTE 
rs 


Chicago Solder Com; an y 

SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co, 
Reeves Pulley 


SPLITTERS, NUT 











H. K. Por In 
SPROCKETS 
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A. L. Schultz & Son 
sT ae DRIL L 
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PF Sons 
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Bond Foundry & Ma . 
STEAM <P 
Ameri I r Co 
The V \ o 
G. M. I s t ( Co 
I r t it Co, 
l Fa S ¢ pany 
r eral I ( 
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Toledo Pipe Threading Machine Co, 
STUDS, MILLED 
1 vuught Products Co 
STRAINERS 
Ar in Ir tor C« 
K & M I 
Mason Regu ) ny 
Ti ow ‘ 1t Co! par 
STRAPS, LEATHER 
Ct go Rawhide Mfg. Co. 
Cha 4. Schieren . 
he. 2 WwW s & Sons 
SWAGES, UPSET 
s I Saw & S 
7 ABL Es, SAW 
The Crescent Machine Co 
T ABLES, STEAM 
N nM turing 
TAPE, F R ih dog 
F ton W en & ber Co, 
Johns-Mar n 
T AF ‘3 RK PINS 
Mi I 
7 \P P ING vt TAC HWE NTS 
Easter ‘ . 
T. APs 
Tap & aq ry yration 


Morse Twis 
TILING, 


& M ine Co 





R U — AR, INTE a OCKING 
New Y« Bel g 
TOO, s, BOR ING 
Armstrong Br 01 ¢ 
TOOLS. MAC ‘HINISTS’ 
Ar s & ool Co 
Ar g | o 
I r Wor 
D Works 
3 = Co.,. Ltd 
: I I 
5 - aes zs « 
TOOLS, PLUMBERS AND STEAMFITTERS 
Bonr rge & T Works 
T = M n Co 
WV +9 
¥ Te 
TOOLS, SAW 
; TOOLS, VALVE RESEATING 
M “ & bee A =. oO, 
TORCHES, BLOW 
‘ > tm en 
Mt 
s Western Importing Co, 
— ( cHE . WE LDING AND CUTTING 
TRACK ACCESSORIES 
rPRACK SYSTEMS, OVERHEAD 
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TRACTORS, INDUSTRIAL 


ut 


rk \ILERS INDUSTRIAL 


TR ANSMISSION. VARIABLE SPEED 


TRAPS, AIR AND SEDIMENT 

The V. D. Anderson Co. 

Kieley & Mueller, Inc. 

The Swartwout Company 

TRAPS, RADIATOR 
Johns-Manville Corporation 
TRAPs, STEAM 

The V. D. Anderson Co, 

G. M. Davis Regulator Co. 
Johns-Manville Corporation 
Kieley & Mueller, Inc. 

Nason Manufacturing Co, 








D. T. Williams Valve Co. 
The Swartwout Company 

TROLLEYS 
Atlas-Chicago Company 
Tt Chisholm-Moore Mfg. Co. 
TI Dickerman Hoist » Ce. 
Rich irds-Wil cox Mfg 
Wright Mfg. Co 
The Yale & Towns 

ys RU Cc KS BARREL 
Barrett-Cravens Co 
rRUCKS, ELEVATING 

Barrett-Cravens Company 


ee HAND 
r . 


Anchor Post 








The A ; ilex Company 
The F: u irb enks Genn pany 
Standard Pressed Steel Co 
TRUCKs, a ST = at. ELECTRIC 

Tr Yale & Towne 

TRUCKS, LIFT 
Barrett-Cr ; 
The ¥ & <. Co. 
TRUCKs, st ATION ARY AND STEEL LEG 
Barrett-Cravens Company 
, TUBES, BOTLER 
>. T. Giberson & Co. 
National Tube Company 

z t BING, STEEL 
Ni Y € 

“TU RNBUCKLES 
Brownie Mfg. 

UNIONS: BRASS AND IRON 

The Fairbanks Company 
Illinois M lleable Iron Co. 


VALVE LE ATHERS 
Chicago Rawt e Mfg o 
Edward R, Ladew "i Inc 

VAL v E-UNIONS 
Nason Manufactur 


- V AL v= 3, BALANCED, FLOAT 
P. son Re Co. 
Y. AL VES. BLOW OFF 
The Fair nks Company 
J ins Bros 
¥ 4 Wn Powell Co 
q Db. = Uv ; Val Co 

















i Fair iks 
Je ins Bros, 

oO » Bra ( 

T Wr Pow Co 

S t V M Co. 
2 4 D Wil Valve Co 
Walworth Compan 

VALVES, ‘_—> ‘D WA’ rE R, _BALATA 
Victor Balata & xtile Belting Co 
V a ES, FLUSH 
Imper Br Mfg. Co. 
VALVES. GATE, GLOBE AND ANGLE 

The Fairbanks Company 

Illinois M Iron Co 

Jer s Bros 

oO ty s Cc 

Tr Powell Co 

Sco eM Co 

Her t Ma ne Co 

Ww Cor 

zane D =. W s V e Ce 

VALVES, HIGH PRESSURE 

Jer ns Bre 

a) o Bra Ce 

T Wr Powell ) 

Henrv Vo M Co 

I ~~ F wv Valve Co 

Ay worth Co 

T VW Stil n ¢ 


VALVES, HYDRAULIC 


I air I Company 
: ; nee 
} Ve M Cc 
T i G+ n Co 
T DF. Wil Va Co. 
VALVES, POP SAFETY AND RELIEF 
Detroit L tor Co. 
VALVES, PRESSURE REDUCING 
G. M. Dav t ry r Co 
Kir & Muse r In 
M Reg r Ce 
VALVES, PUMP. RUBBER 
The Cincinnati Rubber Mfg. Co. 
Tr Mechanical PR Co 


New York “Be Iting & Packing Co. 
VALVES, QUICK OPENING 
fanufacturing Co 


to Ad tisers please mention MILL 
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VALVES, RADIATOR 

Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
Ohio Brass Co. 
The Wm. Powell Co. 
Scott Valve Mfg. Co. 
Walworth Company 
The D. T. Williams 

VALVES, RADIATOR CONTROL 
Johns-Manville Corporation 

VALVES, THROTTLE 

Detroit Lubricator Co, 
Jenkins Bros. 
Scott Valve Mfg. Co. 
Walworth Company 
The D. T. Williams 

VISES, 
Bonney Forge 
Goodell-Pra 


Valve Co. 


Valve Co 

BENCH, WITH CLAMP 
& Tool Works 

itt Company 


VISEs, DRILL PRESS 
Yost Mfg. Co. 
VISES, MACHINISTS’ 


Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co, 
Goodell-Pratt Company 
Hollands Mfg. Co. 
Parker Vises 
Prentiss Vise Co 
Walworth Company 
Yost Mfg. Co 

VISES, PATTERN MAKERS’ 
Richards- Wilcox Mfg. Co. 


W. C. Toles Company 
Yost Mfg. Co, 

VISES, PIPE 
rah net. 4 Bros, Tool Co 
Columbian Vise 


& Mfg. Co. 
en anda Mfg. Co. 
Parker 
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Pre ntiss e Company. 
Tole a Pipe Threading Machine Co. 
Trimont Mfg. Co. 
Walwor th Company 
Yost Mfg. Co, 
, _WOODWORKE ae RAPID ACTING 
an Vise & Mi 0. 
Emmert Mfg. Co. 
Prentiss Vise Company, 
W. C. Toles Company 
Yost Mfg. Co. 





WASHERS, BRASS 


Economy Screw Corporation 


WASHERS, LEATHER 
Chicago Rawhide Mfg. Co 
Edw. R, Ladew Co., Inc. 
WASHERS, RUBBER 





New York Belting & Packing Co. 
The Retr ic Rubber Co. 
, oR b pei TS, FROST PROOF 
Jos Vogel 
WAT ER IL. ‘E ag L CONTROL 

Nason Manufacturins 

WATE RP ROOF ING 
Johns-Manville Corporation 
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Vick I Spencer Steel es 
Wi port Wire Roy 
WIRE SOL. DE R 
Chicago Solder Co 


bea Rs, VARIETY 
Crescent Machine 


Ww RE NC H SETS 


Armstror Bros. Tool Co. 
Bonney Forge & Tool Works 
Goodell-Pratt Company 


J. H,. Williams & Co 


WRENCHES, ADJUSTABLE 


Bonney Forge & Tool _Works 
Goodell-Pratt Compa 
Co 
Company 
& Co 





HOPPER CAR 


Safety Wrencl 
. bee Ne NES, “OPEN. ‘END 
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VW worth Compan 
J. H. Williams & oe 
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Armstrong Bro Tool Co 
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\ Wil n & Co, 
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The Allen Mfg. Co 
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Nuts and Screws Are Now Being 
| riven 1 By ne 


eos ide. 






























THE ELECTRIC POWER AND 
EQUIPMENT CORPORATION 
of Philadelphia is merely one of 
many progressive industrials who 
have recognized the futility of en- 
deavoring to meet machine compe. 
tition with hand labor. 





The driving of nuts and screws by 
hand is rapidly becoming obsolete, 
as it cannot compete with electricity, 
which, through the agency of the 
Black & Decker Electric Socket 
Wrenches and Screw Drivers, en- 
ables one man to drive several times 
more nuts and screws in the same 
length of time. 


THE ELECTRIC POWER AND 
EQUIPMENT CORPORATION 
uses BLACK & DECKER PORT- 
ABLE ELECTRIC SCREW DRIV- 
ERS AND SOCKET WRENCHES 
for assembling and disassembling 
switches, insulators, etc. 





Our experts will 
be glad to help 
you solve your 
screw driving and 
nut driving prob- 
lems. 


BLACK & DECKER 


Portable Electric Tools 
With the Pistol Grip and Trigger Switch” 


Black & Decker Portable Electric Drills. Electric Screw Drivers, Electric Socket Wrenches, Electric Valve 
Refacers, Electric Tappers and Electric Grinders are sold by the leading Mill Supply and Machinery Jobbers. 











Were nll f 





Write for new 1927 catalog 


THE BLACK®G® DECKER MFG. CO. 
TOWSON, MD., U.S 
Black & Decker Mfg. Co., Limited, Ont. 


nes BRANCH OFFICES WITH SERVICE STATIONS IN 
BOSTON NEW YORK OAKLAND, CAL. ATLANTA DETROIT BALTIMORE 


Oe KANSAS CITY SEATTLE 
BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO MINNEAPOLIS 


CLEVELAND LOS ANGELES 


When writing to Advert rs please mention Mitt Suprpiirs 
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You Pay Double 
for Non-Productive Labor 


An oil-soaked belt givesaway, a bearing 
burns out, or when friction has worn 
bearing and shaft beyond use,—then 
repairs must be made and men must 
stand idly by. And the pay-roll re- 
mains the same. 


There is a way to stop these losses. Do away 
with bearings that require constant care and oil. 
Install in their place Arguto Oilless Bearings. 
Arguto gives you permanent lubrication, 300 per- 
cent greater belt life, and freedom from friction 
and repairs. There is no throwing of oil to 
damage the product. They operate efficiently 
without attention for many years. 


“pak. 









ARGUTO OILLESS BEARING COMPANY 
Wayne Junction, Philadelphia, Pa. 


Let us send you further information and users’ 
experiences with this remarkable bearing 


When writing to Advertisers please mention Mitt Supp ies. 
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a new small size Ferry Patented 


Acorn Nut for all purposes 


| ‘HE Ferry patented Acorn Nut is so 

i designed that the hexagon nut itself is 
of the same quality steel as is used in the 
manufacture of standard nuts. The Hexagon 
Steel Nutis then covered with sheet metal, 
either steel brass or nickel-silver. 


A wonderful opportunity to hide unsightly 
exposed bolt ends by the use of Ferry 
Patented Acorn Nuts has attracted the 
attention of Engineers throughout the 
Country, who realized the unfinished ap- 
pearance of these bolt-ends on their finished 
product. A marvelous change is secured in 
hiding unsightly bolt-ends by assembling 
with Ferry Patented Acorn Nuts, because 
of their neat, graceful appearance. 


Ferry Patented Acorn Nuts are easily 
painted to secure uniformity with other parts. 


Ferry Patented Acorn Nuts in the plated 
finish, where high lustre is desired, so com- 
pletely changes the appearance of the parts 
with which they are assembled from the 
unfinished to the finished, that their value 
cannot be overlooked. 


The steel nut over which the covering is 
attached has been tapped all the way 
through, eliminating any chance of a misfit, 
or not being tapped deep enough, as com- 
monly found in ordinary blind nuts that are 
turned from a bar. 


The only ornamental nut with the strength of 
Steel and the non-corrosivequalities of Brass, 
Nickel-Silver, or other non-ferrous metals. 


Made in three materials, Steel, Brass and 
Nickel-Silver, satisfying all demands where 


" 


SIZE: %" Across | TAPPED to \” 54” 36” 
Flats U.S. S.er 5. A.E. 
Acorn Nuts are used. Making a beautiful 

ornament. 

The Ferry Steel Covered Acorn Nut has 
the advantage of permitting painting, galva- 
nizing, Parkerizing,Sherardizing,Cadmium- 
plating, Nickel-plating, burnishing, polishing 
and buffing. Government salt spray test for 
plating on steel gives the following wearing 
qualities: Sherardizing —70 hours; nickel- 
plating—1 to 20 hours; and Cadmium- plating 
—250 hours. W here extreme wear is en- 
countered, Cadmium-plating is strongly 
recommended. 

The Ferry Brass covered Acorn Nuit is 
recommended where plating on brass is 
desired; it has the non-corrosive feature 
which is a strong advantage. 

The Ferry Nickel-Silver Acorn Nut is 
recommended where the material itself 
without plating is desired. This metal also 
has the non-corrosive advantages. 

These nuts when assembled with socket 
wrench will give perfect satisfaction. 

The above illustrations give youdetailedcon- 
struction, sizes, tapping, etc. Be sure when 
ordering to specify number and tapping 
desired, that is all that is needed. 

Ferry Acorn Nuts are also made up ~—* 
across flats and tapped *%”, 416” and 4%” 
inclusive, and 1°4«” across flats and tapped 
4”, inclusive. 





6”, “Ye” ‘and 5,” 
Order by number and tapping. 
Samples and descriptive folders on our com- 
plete line sent on request. Write today. 
THE FERRY CAP & SET SCREW COMPANY 
Cleveland, Ohio 


PROCESS SCREWS 


PRINTED BY ATWELL PRINTING & BINDING CO., CHICAGO, ILL. 




















